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Rating Committee 
Of Commissioners 
Meets in New York 


‘Seeks to Dispose of Problems 


Associated With Two Plans 
for Multiple Locations 


BOTH PLANS DESCRIBED 


-MLSO Rating Based Largely on 


Loss Experience ; Independent Plan 
on Expense Factor Variations 


The rates and rating organizations 


“committee of the National Association 


Commissioners held a 
hearing in New York City this week to 


| wind up, if possible, the long-standing 
F controversy in the fire insurance busi- 
P ness as to proper methods for rating 
| multiple location fire risks. Now that 


the Multiple Location Service Office has 


F filed the so-called Escott Plan in many 


states and the opponents to this plan 


_ are offering the Independent Plan—re- 
F cently known as the America Fore or 


Herd Plan—the Commissioners are seek- 
ing to ascertain the fundamental differ- 


/ ences between the two rating plans and 


/ also to determine if both plans can be 


| approved for use in the same state. 


The concensus of the industry on the 


latter problem is that there is appar- 
' ently no reasons why both plans should 


' not be available to insurance buyers in 


any particular state, providing only that 


a these plans meet with fundamental rat- 
4 ing requirements and the laws of each 
© state. It was stated, however, that no 
4 one fire company could consistently use 
_ both plans. 


Dineen and Harrington Missing 


With former Insurance Superintend- 


F ent Robert E. Dineen of New York and 


former Commissioner Charles F. J. Har- 


/ rington of Massachusetts now missing 


from NAIA hearings there were no ver- 


' bal fireworks. Many previous hearings 


were enlivened by the fiery oratory of 
these two state officials, who usually 
held opposite views. Commissioner Ber- 


_nard R. Stone of Nebraska, chairman of 


the committee which met at the New 


© York Insurance Department headquar- 
© ters, conducted the hearing quietly and 


expeditiously and before the end of the 
first day nearly the whole agenda had 


' been completed. Other Commissioners 
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Galaxies 


We were all recently surprised—but not particularly worried— 
by a report coming out of the American Astronomical Society dis- 
closing that under a new estimate the universe contains some 200 
billion gallaxies, each, like the Milky Way, made up of hundreds 
of millions of stars. Under the new appraisal it would seem that 
there are nearly 100 galaxies for every man, woman and child on 
the face of the earth. 

Dr. Harlow Shapley, of Harvard, spokesman for the astrono- 
mers, explains that the galaxies “come in clumps and aggregations 
distributed something like the population of the United States, 
which is unevenly distributed but averaging about 50 persons per 
square mile.” 

Life insurance underwriters sometimes have low moments 
when they think they have exhausted the lists of prospects. If 
astronomers can discover such immense unexplored areas, surely 
the underwriter can suppose that just beyond such small territories 
as he customarily thinks about there must be clumps and aggrega- 
tions in the prospecting field within easy reach. He doesn’t need 
a telescope to find these prospects but a revised way of thinking. 
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Edrithd Zfhski Goes 
With New York Life 
Effective July First 


Executive Vice President National 
Assn. of Life Underwriters 
Returns to Company 


AS ASST. VICE PRESIDENT 


In Charge of Field Training With 
Administrative Duties; Has 
Broad Background 


Edmund L. G. Zalinski has been se- 
lected to become an assistant vice presi- 
dent in the agency department of the 
New York Life, it was announced today 
by Devereux C. Josephs, president. 

Mr. Zalinski is expected to return to 
the New York Life on July 1, 1951. His 
entire business career had been with 
the company until 1947, when he re- 
signed to become managing director of 
the Life Underwriter Training Council 
and, in 1949, executive vice president 
of the National Association of Life Un- 
derwriters. In New York Life’s agency 
department he will be in charge of the 
Field Training Division and assume\cer- 
tain administrative duties. j 

Started as an Agent 

Mr. Zalinski first joined the New York 
Life in 1938 as an agent in the Lincoln 
branch office in New York City. The 
following year he was appointed an as- 
sistant manager and in 1942 he was 
made manager. When he left the com- 
pany to organize and become head of the 
Life Underwriter Training Council he 
was manager for the State of Connecti- 
cut with headquarters in New Haven. 

Mr. Zalinski is a graduate of Cornell 
and the Harvard Graduate School of 
Business Administration, is a Ph.D. with 
honors from New York University, and 
is a Chartered Life Underwriter. 

Marsh Director Agency Research 

George Marsh, who has been Director 
of Field Training at New York Life, has 
been made director of Agency Research 
with direct responsibility to Dw ‘ey 
Dowell, vice president in chargf : 
Agency Affairs. With completion @ 
company’s new three-volume Nylic 
Training Course, the company § 
that it was now possible to releasé 
Marsh to continue his creative wo} 
the field of agency development. 

Mr. Marsh was responsible for the 
velopment of the company’s prog? 
ming system, Planned Security, a: < 
as a number of popular package~*sares 
plans including the three-way Security 
Plan and the $1,000-a-Year Plan. In 
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“,.. and cherish so long 
as we both shall live.” 


“Now, it’s just a rehearsal . . . but, when I make that promise 
tomorrow, I mean to keep it. Tonight, I promise something else. . . 
I added to my life insurance program yesterday. The income it 
provides is still modest, but I'll increase it as fast as I’m able. 


No matter what the future brings—she is at least assured of finan- 





cial independence.” 


AETNA LIFE INSURANCE COMPANY 


HARTFORD 15, (#) CONNECTICUT 
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Society of Actuaries 


Valentine Howell, executive vice pres- 
ident, The Prudential, and president of 
the Society of Actuaries, presided at the 
opening session of the Eastern Spring 
Meeting of the Society, held last Thurs- 
day and Friday at the ‘Hotel Commodore, 
New York. Approximately 600 United 
States and Canadian members were in 
attendance. Nine Fellows and 38 Asso- 
ciates recently admitted to membership 
by examination were presented to the 
members on their first attendance at a 
Society meeting since their qualifica- 
tion. 

Horace R. Bassford, vice president 
and chief actuary, Metropolitan, report- 
ed on an amendment to the by-laws to 
be voted on at the Denver meeting in 
May. The amendment provides for 
increasing the term of office of the vice 
presidents of the Society from one year 
to two years, with two vice presidents 
to be elected each year. 

Ray D. Murphy, executive vice pres- 
ident, Equitable Society, reported on the 
arrangements for the International Con- 
gress of Actuaries to be held in Amster- 
dam, Holland, in the summer. About 
25 United States and Canadian members 
with their families have planned to 
attend. Despite the unsettled interna- 
tional situation, it is expected that the 
Congress will go ahead as planned. 

Four papers were presented at the 
meeting. R. J. Myers, chief actuary, 
Social Security Administration, reviewed 
the 1950 Amendments of the Social Se- 
curity Act. H. Gershenson of the Geo. 
B. Buck consulting firm,.and Professor 
D.: €:. Bathe. University of Toronto, 
each submitted a technical paper on the 
effect that changes in mortality rates 
and interest rates have on policy re- 
serves. Morton D. Miller, associate 
actuary, Equitable Life Society, covered 
Group Weekly Indemnity Continuation 
Table. 

Mr. Myers expressed the thought that 
the 1950 amendments to the Social Se- 
curity Act both improved the system and 
adjusted it for changes in the economic 
condition of the country since the last 
previous major change was made _ in 
1939. He felt that the 1950 amendments 
represented a considerable step forward 
in the direction of an improved and 
adequate social security system. In par- 
ticular, the insurance program has been 
strengthened and brought up to date so 
that it will more rapidly assume _ its 
proper role as the main program for 
providing security, with the public as- 
sistance program being merely supple- 
mentary. However, the assistance pro- 
gram will be of considerable magnitude 
for quite some time because coverage 
under the insurance program is not uni- 
versal. 

According to Morton D. Miller, about 
34 million people in the United States 
have some form of protection against 
loss of income due to disability not in- 
cluding those covered solely under the 
disability funds in California, New 
Jersey, Rhode Island, and Federal Rail- 
road Unemployment Insurance. Of the 
34 million, over 10 million are Protected 
by Group Weekly Indemnity insurance. 
The experience on which he reported 
showed the variation in the duration of 
group accident and sickness claims for 
different combinations of waiting periods 
and maximum benefit limits and also 
the variation in duration of claims be- 
tween male and female employes, and so 
to accident and sickness claims ‘sepa- 
rately, the calendar month in which the 
claim was incurred, and the age of the 
claimant. He derived graduated tables 
pa the continuation incidents for both 

4-day and 8-day plans. 

W. A. Jenkins, administrative vice 
president, Teachers Insurance and An- 
nuity, and chairman of a special commit- 
tee on annuity tables, reported that the 
Society would publish’ on a self-support- 


ing financial basis a set of tables of 
derived functions based on recent annu- 
ity mortality experience at 2%, 2%4%, 
24%% and 3% interest. The tables will 
be based on four different mortality 
bases—Annuity Table for 1949 with pro- 
jection B, Annuity Table 1959, Annuity 
Table 1979, and the Progressive Annu- 
ity Table, in each case extended down 
to age zero. The tables will include 
elementary values, standard commutation 
columns, special Sternhell commutation 
columns, and subsidiary tables for joint 
lives. 
Drafting War & Aviation Clauses 


In discussing the a of war and 
aviation provisions, E. Bartleson, as- 
sociate actuary, Prndaatial commented 
on the problem of obtaining state de- 
partment approval. Frequently, Commis- 
sioners, without any change in statute, 
are objecting to clauses previously 
acceptable. Variations among depart- 
ments make it difficult to achieve a 
minimum number of forms. One of the 
really serious problems arises in at- 
tempting to anticipate the possible forms 
of future wars. 

James E. Hoskins, actuary, life dept., 
Travelers, raised the question as_ to 
whether the conditions which lead to 
inclusion of a war restriction in a given 
category of policies also requires a 
general aviation restriction. He felt that 
a possible reason for continuing aviation 
restrictions with a war clause was the 
difficulty of predicting which members 
of the armed forces may ultimately be 
exposed to a considerable aviation haz- 
ard. He also reviewed certain phrases 
used to provide for the various situations 
which a company did or did not want to 
cover. 

Robert Walker, assistant actuary, 
Northwestern Mutual, related war clause 
drafting to the basic underwriting phi- 
losophy of the company concerned. If 
service personnel are not accepted as 
eligible risks in peacetime, as in the 
case with his company, the problem is 
not how to draft a clause which recog- 
nizes that these risks have been accept- 
ed, but simply how to design a clause 
to exclude those deaths which might 
fairly be said to be beyond the normal 
risks to be assumed by the company. 

The Commissioners’ illustrative War 
Clause was reviewed by William Breiby, 
vice president, Pacific Mutual, who felt 
that the problems of drafting war and 
aviation clauses would seem to be con- 
cerned only with the extent to which 
the model clause should or must be 
modified, especially with regard to spe- 
cial state requirements. Concern was 
also expressed with the illustrative defi- 
nition of “war” and “act of war,” and 
complications arising from the “Incon- 
testability” provision. 

Conflict of interest among the vari- 
ous segments of a life insurance com; 
pany constitute the main problems in 
drafting war and aviation clauses accord- 
ing to S. P. Adams, assistant actuary, 
Lincoln National. The agency division 
wants competitive provisions; the un- 
derwriting department wants coverage 
within the premium rate structure; the 
claim department wants practical admin- 
istration; the law department wants to 
avoid litigation, and it is up to manage- 
ment to coordinate these with its 
obligations to the insuring public and 
the pattern of state requirements. 


War Problems 


It was made clear by the many actu- 
aries from all sections of the country 
who entered into the discussions at the 
first of a two-day session that the life 
insurance companies of the country are 
closely examining the problems stem- 
ming from the war and preparedness 
programs, are watching the current situ- 
ations and have already taken many 


steps to avert any possible repercussions. 

Special attenion was given to the mat- 
ter of the potential catastrophe hazard 
in the event of bombardment in this 
country, which has been under consid- 
eration by a special committee of the 
business for the past six months. Ray 
D. Murphy, chairman of the War Prob- 
lems Committee of the business, said 
that its research is nearly finished and 
a report to the companies may be 
expected within a month. 

The report will probably include 
recommendation for a voluntary pool- 
ing of risk to meet the catastrophe 
hazard, especially to eliminate the possi- 
bility of some companies being hit hard 
by heavy regional bombardment. There 
will probably by three pools suggested, 
one to apply to Ordinary insurance, one 
to Industrial insurance, and one to Group 
Life insurance, each facing differing 
conditions. 

Mr. Murphy said that the pooling of 
risk was believed the best way to handle 
the life insurance situation, rather than 
to call on the government for participa- 
tion, inasmuch as the situation in life 
insurance differed greatly from that in- 
volved in property insurance. The War 
Damage Corporation of the last war, 
now under consideration for revival to 
provide, for a fee, protection against war 
damage to property—represents an en- 
tirely new, non-existent kind of insur- 
ance. 

Even the workmen’s compensation 
insurance situation, which is under con- 
sideration for some form of government 
guaranty, differs materially from life 
insurance in that it involves a debatable 
question of liability. 

The life insurance liability is clearly 
defined and without question, but it is 
felt that it would be much preferable 
to meet it voluntarily, through a pooling 
of risk, Mr. Murphy said. 

Furthermore, government support of 
such a risk carries social implicé ations, 
with some inequity involved in a money 
guarantee for one man because he owned 
a policy and notrfor his neighbor ‘who 
did not own one. 

If the bombardment hazard is to re- 
main in existence for a long sustained 
period, as many military leaders have 
suggested, it might well become a fourth 
major management consideration of the 
life insurance business, Morris Pike, 
second vice president, John Hancock 
said. The three major operations today 
are acquisition of business, conserva- 
tion of accumulated funds and distribu- 
tion of proceeds, he said, but this fourth 
looms as the preservation of life and 
property. 

Man-power problems were reviewed 
by F. Bruce Gerhard, vice president, 
Prudential, D. Ellis, associate actuary, 
Canada Life, and Robert Perry, vice 
president and actuary, State Farm Life. 
Generally, the first step in approaching 
these problems is to classify processes 
in order of priority, so that when the 
occasion arises, certain tasks can be 
dropped for the time being. Reengage- 
ment of ex-employes now married, re- 
tired, etc., would afford some relief, 
as would an increase in working hours. 
Shortage of male supervisory man-power 
will probably become serious, and con- 
sideration should be given to developing 
female supervision. 


Expense Rates and Office Methods 


“Expense Rates and Office Methods” 
evoked a great deal of interest. Walter 
A. Marriam, Metropolitan, discussed the 
increased cost of medical examinations, 
which due to a recent advance in the 
medical fee scale, had shown an average 
rise of about 3314%. This increased 
cost of the individual examination, how- 
ever, had. been fully offset by broad- 
ening of non-medical limits as_ to 
amounts and by accepting married 


pring Meeting 


women, for limited amounts, non-medi- 
cally. More important, however, was 
the substitution, for the wide discretion 
left to the agent, as to which cases 
should be medically examined, of spe- 
cific and very detailed instructions on 
which cases should be examined. 

J. Edwin Matz, John Hancock, pointed 
out that an increase in the amount limit 
for non-medical business would affect 
comparatively few policies, while experi- 
ence had shown that a broadening of 
the non-medical age range was dan- 
gerous. 

William J. November, Equitable of 
New York, stated that his company had 
made changes in non-medical limitations 
by extending non-medical insurance to 
larger amounts, to dependent married 
women and by renewing the non-medical 
limits after a policy had been issued on 
a medical basis. These practices have 
not been used long enough to know what 
experience will result, but early signs 
made them hopeful of favorable experi- 
ence. 

James T. Phillips, New York Life, re- 
viewed his company’s non-medical expe- 
rience of some years ago when it had 
been rather unfavorable and studies of 
later non-medical issues which were very 
favorable. 

Paul H. Knies, Metropolitan, outlined 
his company’s reserve calculation meth- 
ods. Group valuations are made before 
the end of the year of the previous 
year’s inforce business; the June 30 
inforce; and the September 30 inforce, 
all as of December 31 of the current 
year. From these, average reserve fac- 
tors per thousand of insurance are 
derived in broad groups. At the end 
of the year, these factors are applied 
to the insurance in force, obtaining the 
year-end reserve in a very short time. 
Tests indicate the error introduced by 
the use of averages to be of the magni- 
tude of .02% 

W. H. Kelton, Travelers, reviewed the 
steps taken before the end of the year 
in his company, which uses the attained 
age system, to spread work, reduce 
pressure and eliminate, as far as pos- 
sible, overtime. These steps include 
preliminary valuations, reduced to a 
comparatively small set of master cards 
and quarterly valuations of new _ busi- 
ness, changes and cancellations, and in- 
clude careful advance planning with 
other departments to fit the sequence 
of needs in completing the annual state- 
ment figures. 

Z. I. Mosesson, Prudential, empha- 
sized that, while his company was, in 
its valuation methods, mechanizing, mak- 
ing careful schedule, and doing as much 
of the work as possible in advance, 
most of the valuation work was in the 
maintenance of the “inforce” file. It is 
therefore in the direction of simplifying 
this part of the work that should have 
major attention. 

W. H. Schmidt, Mutual Life of New 
York, described the usefulness in valu- 
ation and other work of the electronic 
calculator and the electronic statistical 
machine. 

J. C. Davidson, Confederation Life, 
discussed the valuation problems of a 
company doing business in many foreign 
countries, requiring many subdivisions. 
Mechanical calculators have been found 
very useful as has the completion of 
much of the work in advance of the 
year end. He described also the applica- 
tion of punched cards to mortgage loan 
accounting. 

James H. Braddock, New York Life, 
described a system of handling divi- 
dends worked out in his company, mak- 
ing use of punched cards and a new 
accounting machine which prints ten 
letters to the inch. Heretofore, the 
difficulty of applying punch cards to 
dividend work has been the difficulty of 
preparing the dividend history cards. He 
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Society of Actuaries Spring Meeting 


thought it likely that further develop- 
ment of electronic equipment would, 
within a few years, make possible much 
more efficient methods. 

J. T. Kvernland, Prudential, and Henry 
Kinzler, Metropolitan, outlined applica- 
tions of punched cards to rate book 
calculations, found to improve accuracy, 
save time and furnish valuable by- 
products; to dividend manuals and non- 
forfeiture value quotations and transac- 
tions; to Ordinary premium billing and 
Study is even 
application of 


accounting procedures. 
being given to possible 
punched cards to writing policies and 
issue records. 

H. B. Wickes, Security Mutual, intro- 
duced a discussion of central collection 
offices by reviewing a report of the Life 
Association which 
was inconclusive as to whether this 
method of collecting premiums was ad- 
vantageous. L. M. Dorn reviewed the 
New York Life’s many years of expe- 
rience with central collection offices and 
pointed out that the company’s decision 
to discontinue them, believing that the 
needs of the public and the profession- 
ally qualified agent of today are better 
met by combining these functions with 
those of the sales offices. 

J. B. Walker reported, however, that 
the Canada Life had reached the con- 
clusion, after much experience and 
study, that the central collection office 
provides definite savings to policyhold- 
ers and should be continued. 


Agency Management 


Group Insurance 
Baldwin, mathematician, Sun 
discussed a survey made 


R.. D. 
Life, Canada, 
by the National Industrial Conference 
Board which indicated that about 10% 
of the employers surveyed were contin- 
uing Group life insurance coverage on 
employes who entered military service. 
However, about 20% of the employers 
were willing to pay the premium for 
their employes’ National Service Life 
Insurance. One-fourth of the employers 
hospitalization benefits 
planned to continue this coverage on the 


with group 


dependents of those employes who joined 
the armed forces. 
Charles E. Probst, 
Connecticut General, 
while it was possible to continue Group 
life insurance on employes going into 


assistant actuary, 
cautioned _ that, 


service, it might be safer to advise dis- 
continuing this coverage. He stated that 
conditions might arise where substantial 
additional premiums might later be nec- 
essary to cover the war hazard and this 
might cause the employer to discontinue 
coverages on those already in the armed 
forces. 

W. S. Metropolitan, stated 
that during World War II his company 
permitted the continuance of Group life 
insurance on employes in service for an 
extra premium which was initially set 
at $5 per month per $1,000 of insurance, 
but was later reduced. At present, em- 
ployes in service may be covered at the 
same premium rate charged active em- 
ployes. Coverage 
also be continued. 

J. G. Murray, Group actuary, 
eration Life, stated 


Thomas, 


for dependents may 


Confed- 
that so far very 


few requests have been made to continue 
Group life insurance on employes who 
join the armed forces. During World 
War II, an extra premium was charged 
for this type of coverage, with the ex- 
cess over the amount actually needed 
to pay war claims being returned to the 
employers at the conclusion of hostilities. 
He suggested that this might be a good 
method to follow where the nature of 
the risk cannot be accurately forecast. 
Guaranteeing all charges for miscel- 
laneous services under Group Hospital 
Expense Insurance involves a number 
stated Carl Ash- 
man, administrative manager 
ary, Group department, Lincoln Nation- 
al. The determination of proper 
rates requires 


of unusual problems, 
and actu- 


initial 
complete information on 
the current level of hospital charges, 
and this immediately poses the problem 
of the ability of the carrier to maintain 
the initial rate in face of rising hospital 
costs. Complete honesty with the client 
and a warning that stability of price 
cannot be counted on too heavily would 
seem to be necessary for the proper 
conduct of the business. A third diffi- 
culty lies in the exposure to liability for 
unnecessary and costly hospital proce- 
dures. Mr. Ashman felt that the only 
hope of salvation lies in a closer liaison 
with the medical profession and the 
hospitals, and an increasing awareness 
of the mutual problems. 

A. Siegfried, Metropolitan Life, 
mentioned that interest in plans of this 
type was being stimulated by the failure 
of the usual fixed benefit type of plan 
to cover the full cost of hospital serv- 
ices as contrasted with the full payment 
provisions of Blue Cross contracts. 

D. H. Harris, Equitable Life Assur- 
ance Society, referred to the problem 
of finding a proper means of guarding 
against adverse experience due to rising 
cost levels. Ideally, the solution would 
be to contract with the hospitals, in- 
volved as Blue Cross does, but since this 
seems to be impractical ‘under present 
conditions, we must look to the pre- 
mium provision of the policy for our 
safeguards. 

Ed Green, of John Hancock, felt that 
it was essential that means be derived 
to bring together the interests of the 
patient, doctor and the hospital, with 
those of the insurer in maintaining the 
utmost degree of stability in the cost 
factor which, at best, will be influenced 
by the general price level and be sub- 
jected to its fluctuations. If coverage 
of this type is to accomplish its purpose 
and be marketable, it must not result in 
substantially higher costs than would 
be the case if the insurance were not 
provided. A committee of the Health 
Insurance Council is studying this par- 
ticular aspect of the problem. 

T. H. Kirkpatrick, Paul Revere Life, 
said that his company had several plans 
in operation providing full payment of 
hospital extras and that such plans are 
operating quite satisfactorily. Claim 
rates compared favorably with other 
plans with high maximum limits on the 
amount payable for such extras. 

C. G. Hill, Massachusetts Mutual, said 
that the two basic problems involved 
are determination of the liability in- 
volved in such plans, and_ the ability to 
sell them in competition with Blue Cross. 
In his opinion, any attempt to guarantee 
the cost of semi-private accommodations 
or ancillary services without a definite 
understanding with the hospitals in- 
volved is completely unsound. 

A. M. Thaler, Prudential, mentioned 
a large plan of this type which his 
company has operated successfully for 
three or four years. He felt that the 
major problem involved in such plans 


is the factor of rising hospital costs. 
A frequent, periodic adjustment in the 
average. benefit would be desirable but 
often impractical. It is his opinion that 
more and more of this type of business 
is going to be sold and that therefore 
we must find a satisfactory solution to 
the difficult problems involvea. 


Group Retirement Plans 


While from an actuarial point of view 
there is no need of a minimum size for 
a Group annuity contract of the deposit 
administration type, S. L. Eisner, Pru- 
dential, outlined the practical problems 
of insuring small groups on this basis. 
With smaller groups there is apt to be 
higher termination rates and the employ- 
er is not as likely to have adequate 
counsel and will not grasp the signifi- 
cance of this type of plan. R. M 
Peterson, Equitable Life of New York, 
considered that at least several hun- 
dred lives are necessary to make the 
deposit administration plan feasible. 

Several speakers discussed the prob- 
lem in determining cost estimates of 
Group annuity plans which involve la- 
bor turnover rates. If withdrawal rates 
are taken into account, larger initial 
benefits will be obtained for the same 
cost, but there is a grave danger that 
subsequent deficiencies will result in the 
employer’s fund unless a high degree 
of conservatism is used in the initial 
assumptions. M. H. Alvord, Connecticut 
General, stated that there is a real need 
for the use of turnover rates and it was 
the function of life companies to meet 
this need. Adverse public relations may 
result if future deficiencies result, but 
this risk can be minimized if employers 
and employes recognize at the outset 
the inherent weaknesses. William Rae, 
Bankers Life of Des Moines, stated that 
they have prepared a series of turnover 
tables and they select the one which 
seems most appropriate for the partic- 
ular group, taking industry, waiting pe- 
riod, etc., into account. A conservative 
attitude, of course, is always taken and 
it is made as clear as possible that turn- 
over is not being insured but that this 
is the employer’s risk. 

H Stark, Metropolitan, indicated 
that despite the best efforts of actu- 
aries at forecasting, it has been neces- 
sary frequently to revise upward the 
cost of pension plans because the ex- 
pectant rates of turnover prove not to 
have been realized. In his opinion, if 
estimates based on labor turnover rates 
cannot be avoided, they should be made 
by a competent actuary who has no 
other interest in the transaction and 
should not be the responsibility of the 
insurance company. 

A. Orloff, Marsh and McLennan, 
expressed the opinion that there has 
been a definite trend of retirement plans 
away from insurance companies to self- 
administered trustee plans. The basic 
weakness of financing a plan through 
a trust company from a security stand- 
point are that they must maintain segre- 
gated assets for each trust fund, whereas 
insurance companies mingle all assets; 
also because trust companies cannot 
guarantee an income for the entire 
lifetime of an individual, whereas this is 
a function of insurance companies. For 
these reasons, insurance companies have 
a responsibility to society to market 
their facilities effectively. 

In discussing the methods used to 
measure over-all mortality experience, 
Ward Hart, Associate Actuary of the 
Connecticut. General, pointed out the 
demand for a single figure to express 
mortality experience. The selection of 
an appropriate basic table is very im- 
portant, and the choice of a company’s 
own recent experience has merit. 

Alton P. Morton, associate actuary, 
Prudential, said that -it may be advisable 
to change the basic table used as a 
measuring rod from time to time. He 


mentioned the value of comparing mor- 
tality by means of crude mortality rates 
for five-year age groups, rather than 
using ratios. 

Midland Mutual’s method of conduct- 
ing its annual mortality investigation 
was described by Richard G. Rink, as 
based on the valuation inforce method, 
using net amounts at risk. Mr. Rink 
also described the criteria used to deter- 
mine how their agents would be classi- 
fied for social security purposes. The 
principal criterion was whether the in- 
dividual was substantially a full-time 
life insurance salesman. 

John <A. Bevan, assistant actuary, 
Connecticut General, disclosed his com- 
pany’s practice of varying single pre- 
mium annuity rates by states to reflect 
differences in tax treatment, and gave 
some of their operating rules. 

The desirability of varying rates by 
state was questioned by Willard A. 
Thompson, actuary, New York Life, 
who pointed out that other factors than 
taxes may vary by states. 

Henry Blagden, second vice president 
and associate actuary, Prudential, noted 
that practical problems might arise in 
the case of a company domiciled in a 
state with detaliatory annuity taxation 
laws, and pointed out the difficulties that 
would be found in extending the prac- 
tice to cover Group as well as_ indi- 
vidual annuities. 

Vice President and Actuary A. Thomas 
Lehman of Union Mutual, discussed the 
rationale of settlement dividends and the 
elements to be considered in deter- 
mining the amount of the dividend for 
any year. 

Arthur Pedoe, life manager and actu- 
ary for Canada of the Prudential Assur- 
ance Company of London, did not favor 
the payment of settlement dividends, 
and felt that they might possibly lead 
to deferred or tontine dividends unless 
closely controlled. 

Edward H. Wells, actuary Mutual Life 
of New York, pointed out that the New 
York insurance law prohibits settle- 
ment dividends that are disproportion- 
ate to annual dividends. He commented 
on the value of settlement dividends to 
take into account changes between the 
time surrender values are set and when 
they become payable. 

Bert A. Winter, associate actuary, 
Prudential, discussed the value of set- 
tlement dividends in adjusting surrender 
values on policies whose reserves have 
been strengthened on account of the 
falling interest rate. 

Metropolitan’s pratice of paying ter- 
minal dividends was described by Frank 

Neck, assistant actuary. These ter- 
minal dividends reflect the amount of 
distributable surplus available on termi- 
nation. 

Milton Goldberg, agency assistant, 
Equitable Life Assurance Society, com- 
mented on various recent developments 
in the actuarial field. 

Manuel R. Cueto, actuary, New York 
Life, stated that at least eight com- 
panies were now paying settlement divi- 
dends. 

The reasons underlying the New York 
Life’s entry into the field of personal 
accident and health insurance were given 
by James T. Phillips as a natural com- 
panion step into the Group insurance 
field, a desire to help meet a social 
need through private insurance, and as a 
help to their agents. 

Some of the problems encountered in 
providing a disability income benefit 
were discussed by John H. Miller, vice 
president and actuary of Monarch Life. 
He mentioned that the increased pro- 
vision for retirement incomes has made 
it possible to terminate disability income 
at age 65. Recent increases in medical 
costs and improved medical techniques 
and rehabilitation treatments have af- 
fected needs for disability income 
benefits. 
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National Assn. of Life Underwriters at Minneapolis 


Outlook for Federal 


Legislation Surveyed 
Minneapolis, Sori 3—Federal legisla- 
tion affecting life insurance got major 
attention at committee meetings at the 
mid-year meeting of the council of the 
National Association of Life Underwrit- 
ers. No immediate prospect was seen of 
getting action in Congress to bring about 
changes in the Federal estate tax sought 
by the life insurance industry. It was 
brought out, however, that the Treasury 
recognizes some of ‘the inequities and 
aims to simplify the present tax regula- 
tions. The Treasury also has agreed 
that some changes are desirable on the 
tax on annuity income as well as on in- 
stallment settlements. 

Members of the legislation commit- 
tee took the stand that installment set- 
tlements from the tax standpoint are 
more important than annuities because 
there are so many more of them. An- 
other point made at the committee meet- 
ing was that life insurance death bene- 
fits should be regarded as indemnities, 
not gifts or income. 

The effect of the wage freeze on pen- 
sion plans was explored by Carlyle M. 
Dunaway of the National Association 
headquarters office. He said an effort is 
being made to get some definite regula- 
tions adopted but that nothing so far has 
been decided. During the meeting some 
sort of a plan will be drafted for con- 
sideration by the trustees. Some of the 
members thought the association was 
taking too much of a defensive attitude 
on legislation and should get on the 
offensive. However, Chairman N. H. See- 
furth of the legislation committee was 
given a vote of thanks for his work. 

Legislative representatives took an 
optimistic view that Congress eventually 
will replace the present National Service 
life insurance with a flat death indem- 
nity. 


Committee of Agents 


Robert C. Gilmore, Jr., chairman of 
the committee of agents, told of the 
creation of this committee in 1946-47 
as a sepcial committee, amendment of 
the by-laws to make it a standing com- 
mittee and at the 1950 convention a 
further amendment giving it authority 
to write its own by-laws, elect its own 
chairman and levy dues. Early this year 
the committee was polled on the use of 
these permissive rights. Chairman Gil- 
more reported: 

“Full replies were received from a 
majority of the members of the com- 
mittee, and with but a single exception, 
they voiced strenuous opposition to 
further structural development of this 
committee at the present time. Un- 
questionably, the privilege for such ex- 
panded organization, voted in Wash- 
ing, was a parliamentary procedure de- 
signed to give parity to the general 
agents and managers and agents. The 
management group has had _ well-de- 
fined, specific objectives that apparent- 
ly can be properly accomplished only 
through such internal committee devel- 
opment. As long as the General Agents 
and Managers Committee functions as 
an integral part of NALU, the Agents 
Committee has no quarrel with their 
decision. The Committee of Agents, 
however, has no project or responsi- 
bilities at this time which it cannot 
properly discharge as a standing com- 
mittee.” 


General Agents and Managers 

W. Thomas Craig, chairman of the 
committee of general agents and mana- 
gers, recalled the action of the associa- 
tion at the September convention in 
creating this committee with authority 
to establish its own rules and regulations, 
elect its officers and levy dues similar 
to the committee of agents. 

With the election of Osborne Bethea 


Preliminary Reports of Some of 


National Association Committees 


National Association of Life Underwriters held its mid-year meeting in Minne- 
apolis this week. The board of trustees met on Monday. The many standing and 
special committees were meeting throughout Tuesday preparing reports which were 
presented at the National Council meeting Wednesday. Following are abstracts of 
preliminary reports of some of the committees: 


Agents’ Social Security 
Status Told by Committee 


Winston Emerick, chairman of the 
committee on Social Security, in his re- 
port explained the status of agents under 
the revised Social Security Act in the 
following: 

“Full-time life insurance salesmen’ is 
the new definition which will apply to 
most agents not previously covered by 
the Act. In effect, such agents will be 
held, to be statutory employes for the 
purpfoses of Old Age and Survivors In- 
surance only, and not for purposes of 
the tax imposed by the Federal Unem- 
ployment Tax Act or of income tax 
withholding under Section 1622 of the 
Internal Revenue Code. This group will 
include substantially all agents whose 
entire or principal business activity is 
devoted to the solicitation of life insur- 
ance and annuity contracts primarily for 
one life insurance company. On the other 
hand, such persons as brokers and agents 
who customarily divide their business 
among several companies or handle gen- 
eral insurance lines, and persons who are 
part-time agents, will generally be re- 
garded as being ‘self-employed.’ 

Benefits 

“We need not list the actual benefit 
formula under the revised Act. Each of 
us is well acquainted with it. However, 
a more important point with respect to 
benefits relates to a definition of what 
types of income, after age 65, disqualify 
an agent for benefit purposes. 

“It is our hope that renewal commis- 
sions on business written prior to age 65 
will not be considered as current in- 
come for the purpose of disqualifying an 
agent for benefits. It seems obvious that 
unless current service is required, such 
renewals are largely dependent on the 
renewals of the policy and the payment 
of the subsequent premiums. In such 
cases, if service is not required or ren- 
dered, the mere receipt of renewal com- 
missions should not constitute a violation 
of the work clauses in the Act and keep 
the agent from receiving benefits. As a 

matter of fact, support for this view ap- 
pears in an informal letter ruling from 
O. C. Pogge, director of the Bureau of 
Old-Age and Survivors Insurance, in 
which he makes the following statement: 
‘The receipt of renewal commissions of 
more than $50 per month will not affect 
a retired beneficiary’s right to payment 
of his monthly benefit provided no serv- 
ices are performed by the beneficiary.’ 

“There are two additional problems 
involved in the treatment of commis- 
sions, both first-year and renewal, on 
business written after age 65. It seems 
obvious that first-year commissions on 
such business must be considered either 
as ‘wages’ or as ‘self-employment in- 
come. Thus, where an agent (over 65 
but less than 75) has the status of either 
a ‘common law’ employe or a ‘full-time 
life insurance salesman’ and he earns 
more than $50 of first-year commissions 
(i.e., ‘wages’) in a given month, he and 
his dependents will lose their Social Se- 

(Continued on Page 16) 





as treasurer the post of chairman of the 
subcommittee on round tables in agency 
management was vacant and was filled 
by selection of Halsey D. Josephson of 
New York as chairman. Other subcom- 


Disability Benefits Laws; 
Life Insured Savings Plan 


Robert R. Reno, Jr., chairman of the 
committee on state law and legislation, 
said in his report that there is consid- 
erable activity in a number of states for 
disability benefits laws. The association 
is opposed to all types of c¢ mpulsory 
cash sickness benefits. If the passage of 
some such law is inevitable the associa- 
tion prefers the all-private type of plan. 

Concerning life insured savings plans 
the report said: 

“A rash of these plans has broken out 
in various parts of the country following 
the inauguration by the Bank of America 
in August, 1950, of its much-publicized 
LISA (i.e. Life Insured Savings Ac- 
count) Plan. This subject (including 
details of operation of a number of 
typical plans) was fully covered in a 
memorandum prepared at NALU head- 
quarters, which was enclosed with the 
bulletin dated January 12, 1951, sent by 
your chairman to the members of this 
committee. 

“Briefly, these plans operate substan- 
tially as follows: The depositor agrees 
with the bank to complete a specified 
savings goal in a specified number of 
months by making regular and equal 
monthly deposits. In return he receives 
diminishing term coverage on his life 
under a group policy underwritten by an 
insurance company, with the result that 
if he should die before he completes his 
savings plan, the bank will pay to his 
designated beneficiary or estate (1) his 
accumulated savings, with interest, plus 
(2) the amount necessary to complete his 
savings goal. If the depositor withdraws 
any part of his savings before he com- 
pletes his plan, or if he defaults in mak- 
ing a required monthly deposit, his in- 
surance lapses. In some cases the insur- 
ance premiums are paid outright by the 
depositor; in others, by the bank (espe- 
cially where the laws of the particular 
state do not permit them to be charged 
to the depositor); and in still others, by 
the bank, which, however, charges the 
premiums to the depositor’s account if 
he fails to complete his plan. 

“The validity of these plans has spe- 
cifically been upheld by administrative 
rulings in California and Illinois. They 
have, however, been held by the Attor- 
ney General of Florida to be in viola- 
tion of the laws of that state. It would 
also seem that, despite the favorable rul- 
ing of the Attorney General of Cali- 
fornia, some doubt may still exist there 
as to the validity of the LISA Plan, for 
one of the bills now pending in the Cali- 
fornia legislature (H. 1676) would amend 
the Insurance Code so as to give express 
statutory approval to such plans. 

“Tt is yet too early to gauge the suc- 
cess of these plans or their impact, if 
any, upon the business of our members. 
There is a considerable body of opinion 
that, in view of the fact that savings ac- 
counts are historically short-lived and 
subject to rapid turnover, the plans are 
basically impracticable and willl prove 
unsuccessful. 





mittee chairmen appointed were: O. Sam 
Cummings, organization committee; Fos- 
ter A. Vineyard, membership and exten- 
sion committee; W, Eugene Hays, com- 
mittee on cooperation with American 
College of Life Underwriters. 


Methods in Pattern 
For Agency Growth 


SHOWN BY W. H. NICHOLLS, JR. 


Before General Agents and Managers 
Session Grand Rapids Man Gives 
His Agency’s Experienée 


Methods used in the outstanding ex- 
perience shown by his agency were 
given by William H. Nicholls, Jr., gen- 
eral agent for Penn Mutual Life at 
Grand Rapids, Mich., in a talk on “A 
Pattern for Agency Growth,” before the 
General Agents and Managers session of 
National Association of Life Underwrit- 
ers at Minneapolis this week. 

“In any pattern for agency growth,” 
said Mr. Nicholls, “I am sure you will 
agree with me th: at every agency head 
has but two objectives if he wants his 
agency to grow. (1) the objective of 
increz ising man power and (2) the ob- 
jective of developing the man. I would 
like to discuss them with you in that 
order. In order to reach our objective 
in increasing man power, it is essential 
that we definitize the methods to be 
used. How are we going to recruit the 
man, where, and what system do we 
have for absorbing him into our organi- 
zation? The plan must be based on the 
facilities available in the agency and on 
the territory covered by the agency. 

“To develop a territory similar to 
ours, I believe it can best be accom- 
plished with the unit system primarily 
because it spreads management through- 
out the entire area that you intend to 
cover. I believe it is extremely impor- 
tant that a supervisor be charged with 
definite duties and be required to report 
at regular intervals as to the results 
obtained to date. He is, in effect, in his 
unit, the shadow of the general agent. 
It is his responsibility to represent the 
agency and the company and to arouse 
in the men working with him the same 
spirit of cooperation, loyalty and en- 
thusiasm that we do if we are to be 
successful general agents. He must be 
able to recruit and train his own men. 
The best men any of us have in our own 
agencies are those we have brought into 
the business ourselves. The same is true 
for the unit manager. 

“We are now ready to recruit the 
new man. To this end, we have a very 
definite system of recruiting using the 
three-interview method. The first in- 
terview is to get acquainted with the 
prospective agent and give him the Ap- 
titude Test. The second interview is for 
the purpose of grading the Aptitude 
Test and if it is in order, to discuss 
with him why he should be in the life 
insurance business with the Penn Mu- 
tual and our agency. At the end of this 
second interview we order the retail 
credit report. The third interview is 
had after receiving the retail credit re- 
port and at this interview the prospec- 
tive agent’s wife is present. We want to 
be sure that she is favorably inclined to 
the insurance business and to us and we 
to her. If we are in perfect accord, we 
also use this interview to complete the 
contracts. If there is further discussion 
the completion of contracts is delayed 
on occasions to a fourth interview. 

“In addition we have a prepared sales 
kit to be given to each new underwriter 
incorporating the sales talks and the 

material that we have found most effec- 
tive in our territory. We have found a 
wire recorder very effective in training 
the new man on sales talks and a'so in 
supplemental training for the man who 
has been in the field a couple of months. 

“We work on the premise that all men 
want to succeed. Success in our business 
is represented by continuous and in- 
creased production. If this is not true of 
our man power, we believe it is for one 
of two reasons. (1) lost morale and (2) 


(Continued on Page 16) 
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WILLIAM C. BATCHELDER 


At the 


direct 


annual meeting of the board of 
United States Life, William 


C. Batchelder was appointed vice presi- 


ors of 


dent and treasurer and William P. White 
an officer, continuing as director of 
Group sales and service. 

Mr. Batchelder was appointed treas- 
urer in 1947. Since that time, the com- 
pany’s total admitted assets have in- 
creased 77%, from $24 million to $43 
million, and the rate earned on invest- 
ments has risen from 2.83% to 3.38% 
For the past two years, emphasis in the 


company’s investment program has been 


on mortgage loans, and as a result mort- 
has been extended into ten 


38% of 


activity 
About 


vestments are 


gage 
states. present total in- 
in mortgages. 
Careers 

Mr. Batchelder joined the 


1936 as manager of the 


company in 
real estate and 


mortgage department, and in 1942 was 
appointed assistant treasurer. He served 
for three-and-a-half years in the Army 


Air Forces and was discharged as a 
A native of New Hampshire, Mr. 
Batchelder is a graduate of Wesleyan 
University. He resides in Ho-Ho-Kus, 
New Jersey with his wife and three chil- 
dren 

Mr. White, director of Group sales and 
service since May, 1949, joined United 
States Life in September, 1948, as home 
Group supervisor. There has been 
growth in Group business dur- 


major. 


othice 


important 


ing these years, and the company has 
added a number of flexible coverages to 
its portfolio and now provides a com- 
plete line of Group insurance benefits 


for employes and unions. 

Under Mr. White’s direction, the 
Group sales division has developed a staff 
of home representatives to give 
prompt and efficient service to a broader 
segment of and brokers. At pres- 
ent there are five representatives at the 
home office in New York, and _ fully- 
staffed Group offices in Washington, D. 
C., Newark, Chicago, and in Rochester, 


’ 


office 


agents 


New Positions by United States Life 





WHITE 


WILLIAM P. 


representatives in other cities. 

Mr. White came to United States Life 
with three and a half years’ experience 
devoted exclusively to Group sales work. 
An alumnus of the University of Mary- 
land, he served as a fighter pilot in the 
Naval Aviation Corps during World War 
Il. He lives in Manhattan with his wife 
and daughter. 

Mr. Litchfield, formerly vice president 
of the company was elected a director 
at the stockholders’ meeting. He is presi- 
dent of the American International Rein- 
surance Co., Inc., in Bermuda. He be- 
gan a successful selling career in the Far 
East in 1919 and in 1935 entered the in- 
surance business. 

Forecasts presented to the board based 
upon surveys of agency potentialities in- 
dicated that substantially increased new 
business is anticipated. The company ex- 
pects to open several! new agencies in 
1951. 


National Associates Meet 


The annual meeting of the National 
Associates, leading representatives of 
Mutual Benefit Life of Newark, is be- 
ing held today and tomorrow at the 
Greenbrier Hotel, White Sulphur 
Springs, West Virginia. The National 
Associates consist of the top 25 mem- 


bers of the company’s President’s Club, 
plus life members and qualifying general 
agents. 

The meeting has a double theme: the 
solution of unusual sales problems and 
the subject of recruiting. Each Associate 
presents a case which he encountered 
for the consideration of the group. The 
Associates will also discuss the man- 
situation in an effort to increase 


power D 
the interest of other agents in recruiting. 
Charles J. King, CLU, a member of 


the company’s Kansas City agency and 
president of the National Associates, is 


in charge of the meeting, assisted by 
Sidney Weil and A. Robert Groenke, 
members of the Cincinnati agency. 


Home Office representatives include H. 
Bruce Palmer, executive vice president, 
Richard E. Pille, vice president in charge 
of agencies, John D. Brundage, director 
of agencies and Mildred F. Stone, di- 





POSTAL PROVIDES 
POLICIES THAT SELL 


For particulars see any Postal 
Life General Agent 
or write 
ROY A. FOAN 
Agency Vice President 
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3 New LIAA Members 


Northwestern Mutual Life, Milwau- 
kee, Postal Life of New York, and 
Crown Life of have become 
members of the Life Insurance Associa- 
tion of America. These companies were 
elected to membership by the Associa- 
tion’s board of directors at its meeting 
on March 30. 

President of 


Toronto, 


Northwestern Mutual 
Life is Edmund Fitzgerald. The com- 
pany’s assets at the end of 1950 were 
$2, 593,797,398 and its insurance in force 
at that time amounted to $6,304,540,786. 

President of Postal Life is George 
Kolodny. The company’s assets at the 
end of 1950 were $15,144,259 and its in- 
surance in force at that time amounted 
to $500,579,749, 

President of Crown Life is H. R. 
Stephenson. The company’s assets at 
the end of 1950 were $134,673,398 and its 
insurance in force at that time amounted 
to $733,665,247. 


FIRST INSURED WOMEN IN 1850 
Manhattan Life New Booklet for Women 
Prospects Printed in Colors; 

Uses Cartoons 

A new booklet for women prospects, 
done in cartoon style in two colors, is 
being distributed by agency department 
of the Manhattan Life. Consisting of 12 
pages, it is printed in black and green. 

The new booklet, which has made a 
good impression in the field, plays up 
the seven major features which «the 
Manhattan Life offers insured women. 
They are: Same life income benefits as 
men; limit up to $5,000 on a non-medi- 
cal basis; Waiver of Premium benefit 
included in all standard policies which 
continues effective when the women in- 
sured get married; Endowment-Annuity 
at same rates and benefits as for men; 
favorable treatment of overweights and 
underweights; liberal treatment of oc- 
cupational ratings; and a life insurance 
contract identical to that available to 
men. 

The text of the booklet is written so 
that the most non-technically minded 
women will have no difficulty in under- 
standing the basic ideas covered. 

The first policy written by the Man- 
hattan on a woman was brough by Caro- 
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SECURITY MUTUAL 


LIFE INSURANCE COMPANY 
BINGHAMTON, NEW YORK 
ESTABLISHED: 1886 





Made Vice President of 
Pacific Mutual Life 





Gladser Studio 
HARPER 


ALLEN D. 


Pacific Mutual Life has elected Allen 
D. Harper a vice president continuing as 
head of the company’s securities depart- 
ment. He is a graduate of Harvard 
School of Business Administration and 
of Westminster College, and came to 
Pacific Mutual in 1941, following seven 
years in the securities investment de- 
partment of General American Life of 
St. Louis. 


BISAILLON MADE MANAGER 

George Bisaillon has been appointed 
Montreal East manager for the Pruden- 
tial of America in Canada. His field 
will also cover the Quebec City of St. 

















N. Y. Plans call for the appointment of — rector of policyowner services. line Ingraham on ‘November 19, 1850. Hyacinthe. 
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Formula 


Like most great discoveries, this formula for a happy life 
H | PP’ | can be reduced to simple terms— 
. I. THE PROBLEM: That age-old question: “What career will 


bring me both financial security and a sense of service to 


/ make me happy?” 
LIFE . 2. THE MATERIALS: A man of more-than-average ability and 


integrity. 
Time 

A Company 
People 


eB. THE SOLUTION: Take the man, let him spend a year (365 


Cis <b we jain: oh wildest Maine. days) as a representative of The Equitable Life Assurance 


ing how a representative of The Equitable Society (E.L.A.S.), and the result will be a new career 

Life Assurance Society serves his community composed of smiling customers, bound to him by ties of 
Sas aca : ay 

ay Satay Sie seeeepnen: gratitude and appreciation. 


There are many personal equations for a good life. But 

none is more richly rewarding in its sense of achievement 

1 than this formula adopted by the thousands of men who 

QUI TA & L é serve their communities as representatives of The Equi- 
Areas a table Life Assurance Society. 





LIFE ASSURANCE 
sO C i ETY LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from 
all j the files of the Federal Bureau of Investigation... another public-service con- 


OF THE UNITE 
ESccuiGaacs Uiiaans EVERY FRIDAY NIGHT * ABC NETWORK 


iinvanwearwbeanar i 


D STATES tribution sponsored in his community by The Equitable Society Representative. 


THOMAS |. PARKINSON, Presidents 393 Seventh Avenue, New York I, N.Y. 
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Reliance Life Field 
Leaders Meet in Florida 


PRESIDENT MAYER’S COMMENTS 


See Life Insurance Market Continuing 
Good; Features of Sales Conference 
at Hollywood 

Reasons why the market for life in- 
surance should continue good this year 
were outlined by President John A. 
Mayer in his opening address at the 
national sales conference of Reliance 
Life of Pittsburgh held this week in 
Hollywood Beach Hotel, Florida. More 
than 400 representatives and guests of 
the company attended the conference 
which began with a managers’ meeting 
last Sunday and continued through 
Wednesday. 

“During 1951 I believe the quantity 
of expendab! e funds will increase, even 
making allowance for some further in- 
flation, and therefore the market for 
life insurance will be good,” said Mr. 
Mayer. “Under present conditions Or- 
dinary life insurance should be viewed 
as the item best suited to the times. In 
a period of high prices it gives maxi- 
imum protection without the weakness 
of term insurance. For most people, in 
my opinion, it’s the best buy at any 
time. 

“There has been a lot of loose talk 
about inflation hurting the sale of life 
insurance. It is time we go back to 
fundamentals and examine some of this 
reasoning. Unless a man can guarantee 
that he will live for a stated period of 
time, inflation is no argument against 
the purchase of Ordinary life insurance. 
Inflation is rather an argument for in- 
creasing coverage to offset depreciation 
in the purchasing power of the dollar. 

“Some people advance the argument 
that it would be smarter to buy term in- 
surance and put the remainder of ex- 
pendable funds in common stocks. That 
doesn’t make sense to me today when 
stocks are selling at their high for the 
last 20 years and dollars are at their 
20-year low in purchasing power. The 
purchase a life insurance today may 
well prove to be a very great bargain. 

“Some Bnd on even argue against sav- 
ing because of inflation. It is necessary 
to distinguish between the kind of run- 
away inflation that took place in Ger- 
many after the first World War and the 
kind of inflation that has happened or 
is likely to happen in this country. It 
is true that the kind of inflation that 
happened in Germany wiped out practi- 
cally all savings. However, in a coun- 
try with the wealth, resources and pro- 
ductive power of the United States, that 
type of inflation is unlikely to happen. 
It seems to me that there is no sound 
argument against a systematic program 
of saving. Whether the purchasing 
power of the dollar is up or down, it’s 
just plain horse-sense to me that any- 
one who has saved is better off than 
the man who didn’t. 

“Over 75,000,000 life insurance policy- 
holders in the United States testify to 
the fact that the will to save can be cre- 
ated by salesmanship. There certainly 
would not be anything like that num- 
ber of policyholders were it not for the 
persistence and persuasiveness of the 
American life insurance agent.” 

The Reliance delegates were welcomed 
to Florida at the Monday morning ses- 
sion by E. N. Faircloth, Deputy Insur- 
ance Commissioner. Another guest 
speaker was H. Gravengaard, of the 
Life Publications Department of Na- 
tional Underwriter Co., who talked on 
“Important Problems in Partnership and 
Close Corporation ‘ 





Insurance.” 
Some Features of the Program 

Production plans were discussed by 
Agéncy Vice President Glenn G. Lamar 
and underwriting procedure was_ the 
subject of the talk by Vice President 
Frank G. Whitbread. Assistant Vice 
President R. C. O’Connor was chairman. 

Panels on prospecting and accident 
and health insurance were features of 
the program Tuesday morning. As- 
sistant Superintendent of Agencies 
Jack E. Rawles was chairman. Dr. John 


Josephson Agency Holds 
2nd Anniversary Party 





Chidnoff 
HALSEY D. JOSEPHSON, CLU 
Halsey D. Josephson, CLU, completed 


two years as general agent of the Con- 
necticut Mutual on April 1 527 Fifth 
Avenue, New York. In observance of 
this milestone Mr. Josephson gave a 
cocktail party for his agents and office 
staff on March 30 with an attendance 
of about 40. 

The Josephson agency has set a fast 
pace in its first two years with the 
Connecticut Mutual, leading the com- 
pany in paid-for volume both in 1949 
and 1950. For the first quarter of 1951 
the agency has paid for close to $5,000,- 
000, according to Mr. Josephson. New 
busines put on the books in two years 
is in Excess of $20,000,000. 

Robert H. Goldsmith, associate gen- 
eral agent, led the agency in its first 
year and in 1950 Robert U. Redpath, 
Jr., CLU, was the No. 1 man both for 
the Connecticut Mutual and the Joseph- 
son agency. 





L. Humphreys, Reliance medical di- 
rector, discussed new approaches to 
medical underwriting today. 

Six Reliance million-dollar producers 
were featured in a panel on high bracket 
production at the Wednesday morning 
meeting. Several angles of the new So- 
cial Security law, from inclusion of life 
insurance agents in the plan to the use 
of it in life insurance selling, were 
discussed by Assistant Superintendent 
of Agencies Jack E. Rawles. The con- 
ference closed with remarks by Presi- 
dent Mayer and Vice President Lamar. 

F. Brian Reuter of Pittsburgh, a di- 
rector and chairman of the finance 
committee of Reliance [:ife, was a guest 
at the President’s reception and ban- 
quet Monday wire A Mr. Reuter is 
vice president of Mellon National Bank 
and Trust Co. 

Seven Reliance production leaders in 
1950 were given awards at the banquet. 
They are David Warshawsky, Cleve- 
land; Joseph D. Heard, Louisville; G. 
Allen O’Neal, West Palm Beach; R. D. 
Peacock, Fort Walton, Georgia; Shedo 
S. Russo, Monterey, Calif.; Larry H. 
Montgomery, Pulaski, Tennessee; and 
Jack Solomon, Baltimore. 

Qualified representatives who traveled 
farthest to the conference came from 
Seattle. Those closest were from 
Miami. 

Three Regional Conferences for Re- 
liance representatives were announced 
for 1952. The meeting for those in the 
Southern section will be held at The 
Homestead, Hot Springs, Virginia, be- 
ginning June 8. The Eastern section 
meeting will be held at Chalfonte-Had- 
don Hall, Atlantic City, beginning June 
16. Those in the West and Southwest 
will meet at Challenger Inn, Sun Val- 
ley, Idaho, beginning July 6. 





Has $500,000,000 Ins. in Force 


Harry Gardiner Agency Led All Agencies of Company for First 
Quarter of 1951; Average Premium Per Thousand 
Averaged $50 in That Period 


The Harry Gardiner Agency of John 
Hancock, 225 Broadway, New York City, 
which has scored many notable achieve- 
ments in production over the years, led 
all agencies of the company for the first 
quarter of 1951 with Ordinary annual 
premium production of $4,700,000. The 
average premium per thousand dollars of 
insurance in the agency for the first 
three months of this year averaged $50. 
In addition to this, the Group and An- 
nuity credits bring the total production 
well over $100,000,000. 

This agency has in force about half a 
billion dollars of insurance, including 
Group. In force are approximately $15,- 
000.000 of premiums in Group insurance. 
It has probably $7,500,000 of premiums 
in Ordinary and Retirement Annuities. 

John Howell, with the agency 11 years, 
was leading agent for the first quarter 
of 1951. During several years he led the 
company in premiums. Before entering 
the life insurance field he was a suc- 
cessful manufacturer of hats. Other lead- 
ing agents include Gus Jay, Arthur Hel- 
ler, Louise Maier, Ellis Fulton, Ely Gold- 
enberg and William Fuirst. 

56 Years in Life Insurance 


Mr. Gardiner entered the life insur- 
ance business 56 years ago as a boy in 
the Hancock’s Paterson, N. J., district 
agency, and his climb to the top, coupled 
with his philosophy relative to life insur- 
ance ownership and its sale, was told by 
him a couple of years ago in a book 
which has had wide circulation among 
John Hancock people and his many other 
friends. A human interest document 
which will match any which has yet been 
written by persons in American business 
life it is a stimulating and inspirational 
chronicle of the life of a man who has 
had a happy as well as an unusually suc- 
cessful career. For some years Mr. Gar- 
diner was general agent of the company 
in Kansas City and he was brought to 
New York City as general agent of John 





Blackstone Studios 
GARDINER 


HARRY 


Hancock three decades ago. In addition 
to his talents as an organizer and de- 
veloper of producers he has been a 
staunch member of such insurance or- 
ganizations as National Association of 
Life Underwriters, Life Underwriters 
Association of City of New York and 
Life Managers Association of New 
York. At time of NALU annual meeting 
in Washington, D. C., last fall he re- 
tired from the post of treasurer of 
NALU. 

Associate general agents of the Gar- 
diner Agency are Harold G. Pratt and 
Edwin J. Allen. Assistant general agents 
are Joseph D. Murphy, Albert T. Ditt- 
man and A. Robert Jacobs. 





Provident General Agents 
To Meet at Hot Springs 


Agents of Provident 
Philadelphia will hold 
at the Homestead, 


The General 
Mutual Life of 
their annual meeting 
Hot Springs, Virginia, April 9 to 13. 
Theme of the meeting will be “Operat- 
ing Under Today's Conditions—the 
Challenge of 1951.” 

Following President M. Albert Lin- 
ton’s opening luncheon address in which 
he will discuss “Life Insurance in To- 
day’s Economy,” panel discussions built 
around questions pertinent to today’s 
conditions will be held at three consecu- 
tive morning sessions. Participants in 
these discussions will be Henry G. Barn- 
Hart- 


hurst, Syracuse; Lowell W. Davis, 

ford; C. Gordon Ferguson, Cleveland; 
Raymond E. Holway, Rutland; J. Henry 
Hooper, Baltimore-Washington; Frank- 
lin M. Nice, Reading; Charles S. Peck, 
Allentown; Stan Peterson, Seattle; W. 
Lawrence Rotz, Decatur; George P. 
Shoemaker, Lewis C. Sprague, and John 
J. Tunmore, New York; and Raymond 
J. Wiese, Chicago. 


A feature of the program will be a 
discussion of the company’s new busi- 
ness insurance course and business in- 
surance training schools. In addition, 
Dr. Edwin H. White, CLU, director of 
the advanced underwriting division, the 
Insurance Research and Review Service, 
will address the meeting on the advan- 
tages of complete business insurance 
training. 

Another feature will be the presenta- 
tion of awards by Agency Vice Presi- 
dent James H. Cowles. 

W. Henry Blohm, Cincinnati, 
ently serving as president of the asso- 
ciation, 


is pres- 


S. A. Monroe to Conduct 


Seminar in Cleveland 

Stuart A. Monroe, associate general 
agent of the Solomon Huber New York 
City agency of Mutual Benefit Life of 
Newark, will conduct the annual Cleve- 
land Chartered Life Underwriters’ semi- 
nar April 12. Mr. Monroe’s subject will 
be “Practical Estate Planning.” He will 
cover these topics: securing the neces- 
sary information; analyzing the estate 
picture; the distribution pattern; han- 
dling problems of the estate; accom- 
plishment of estate objectives; the estate 
report and presentation of the estate 
report. 

Mr. Monroe is a member of the New 
York Bar and an instructor for the In- 
surance Society of New York for Part 
C of the CLU examinations. He is di- 
rector of the Summer Institute on Es- 
tate Planning at the New School for 
Social Research in New York City and a 
frequent speaker before life underwriter 
and trust council groups. 


J. W. Shoul Anniversary 


Jacob W. Shoul, of Boston, celebrated 
on April 3 his 35th anniversary with 
Mutual Life of New York. He is a field 
representative of the company’s Boston 
agency, managed by Leland T. Wag- 
goner, CLU. 

Mr. Shoul, who will be 56 years old 
on April 10, joined the company in 1916 
as a field underwriter, and has headed 
the list of the company’s leading pro- 
ducers for 15 years. In each of the past 
23 years he has produced $1,000,000 or 


more of life insurance. 
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State Mutual Holds 
Atlantic City Meeting 


SALES PANELS ARE FEATURED 





Vice President Robert H. Denny Heads 
Group From Home Office; Some 
Other Speakers Heard 





The first 1951 regional meeting of 
State Mutual Life Assurance Co. of 
Worcester was held recently at the 
Chalfonte-Haddon Hall at Atlantic City, 
N. I. There were approximately 150 in 
attendance representing agencies from 
all over the eastern part of the United 
States. 

Vice President and Superintendent of 
Agencies, Robert H. Denny, expressed 
greetings from the home office and con- 
gratulated the field associates on having 
been responsible for making the past 
year the greatest in State Mutual’s his- 
tory. 

Addresses were made by: Maurice 
Dubofsky, the Chester R. Jones agency, 
Washington, D. C.; Donald E. Han- 
nahs, the Harry I. Warren agency, Bal- 
timore, Md.; George H. Clarke, the 
John Pennington agency, Buffalo, N. 
Y.; and Frankland F. Stafford, the 
Louis A. Cerf, Jr., agency, New York 
City. 

The following three panel discussions 
were conducted: “Finding Today’s 
Buyer”’—Edward C. Keating, Jr., the 
William D. Mackowski agency, Brad- 
ford, Pa.; Harry T. MacMullan, Jr., the 
McKenzie and Obendorfer agency, 
Philadelphia, Pa.; Charles W. Bennett, 
the Elmer L. Beesley agency, Syracuse, 
N. Y. “How I Use Direct Mail”—Ed- 
ward F. Haldeman, the G. Harold Moore 
agency, Pittsburgh, Pa.;. William W. 
Waller, the Chester R. Jones agency, 
Washington, D. C.; Caspar S. Garrett, 
the McKenzie and Obendorfer agency, 
Philadelphia, Pa. “Sales Clinchers’— 
Gregory M. Chorlian and William J. 
Killea, III, the Gerald H. Young agency, 
New York City; Raymond A. McConn, 
the Benjamin W. Ayres agency, Worces- 
ter, Mass.; and Daniel J. Moran, the 
Edmund F. Carey agency, Providence, 
R. I. 

Individual speakers from the home 
office, in addition to Mr. Denny, who 
discussed the Sales Market and State 
Mutual’s aims for 1951 were: John P. 
Sedgwick, financial vice president, who 
discussed the Investment Prospects for 
this year. Irving T. F. Ring, vice presi- 
dent and general counsel, who brought 
the group up to date on all matters per- 
taining to Social Security, and Dr. Car- 
roll C. Beach, Jr., medical director; Alan 
R. Willson, secretary, Group division, 
and Charles F. Harris, underwriting 
director. 

A banquet was held at which H. Ladd 
Plumley, vice president, was the speaker. 
Presiding at the three sessions were 
Robert H. Denny, C. Harry Emanuel- 
son, assistant superintendent of agen- 
cies, and George Paul Smith, agency 
secretary. 

A Regional Meeting in the Middle 
West is scheduled for April 23 and 24, 
1951, at Hotel Moraine, Highland Park, 
Illinois. 


Travelers Field Changes 

Travelers has announced six field per- 
sonnel changes in the life, accident and 
Group department. 

G. M. Sawyer, Jr., has been appointed 
Group. supervisor, with headquarters 
at Independence Square, Philadelphia. 
Robert D. Allen has been appointed in 
the same capacity to Pittsburgh. Wil- 
liam F. Dilks has been appointed field 
supervisor at John Street, New York, 
and Kimball S. Green in the same posi- 
tion at Providence. Bernie E. Bailey 
and Albert E. Colaw, field supervisors 
at San Antonio and Kansas City, Mo., 
respectively, have Peen granted military 
leaves of absence. 
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SULLIVAN AGENCY EXPANDS 





George V. Connell Named Supervisor 
in Fidelity Mutual Life Office in 
N. Y.; Had 1950 Paid-for Gain 
George V. Connell, formerly with 
The Prudential, has been appointed 
supervisor in the Arthur L. Sullivan 
agency of Fidelity Mutual Life at 107 
William Street, New York. Mr. Connell 
will handle recruit- 
8 ing and training of 
agents in addition 
to his personal pro- 

duction. 

For the past five 
years. Mr. Connell 
© has been a full time 
Fagent with The 
Prudential. In the 
armed forces, he 
served as an in- 
fantry sergeant in 
World War II. Be- 
fore the war he 
was in business fer 
himself following 
attendance at New 

G. V. Connell York University. 

: Mr. Connell’s ap- 
pointment is the first step in a 1951 
expansion program by the Sullivan 
Agency. Now in its sixth year, the 
agency enjoyed a paid-for volume in- 
crease of over 30% in 1950 compared 
with the previous year. 






Travelers Appointments 

David L. Kempf, Stanwood A. Mel- 
cher and Maurice G. Vincent have been 
appointed secretaries of the branch office 
administration department of the Trav- 
elers. Announcement of the appoint- 
ments was made by President Jesse W. 
Randall. The three men have been as- 
sistant secretaries of the department 
since 1947, 

Mr. Kempf has been with Travelers 
since 1928 and has served in the field as 
assistant cashier at Indianapolis and 
cashier at Camden. He joined the home 
office staff in 1934 as a branch office su- 
pervisor. He was promoted to assistant 
comptroller in 1945 and was named as- 
sistant secretary of the department in 
1947. He is a native of St. Louis and 
was graduated from Northwestern Uni- 
versity with a B.S. degree in Commerce. 

Mr. Melcher joined the Travelers in 
1916 after graduation from Bowdoin 
College. He has been assistant cashier 
at Pittsburgh and Montreal, and Cashier 
at Baltimore. He went to the home 
office in 1921, and has been a branch 
office supervisor, an assistant comptrol- 
ler and an assistant secretary of the 
branch office administration department. 
During World War I, Mr. Melcher 
served with the Navy as an ensign. 

Mr. Vincent has been associated with 
the Travelers since 1914. He was as- 
signed to St. Louis and later became 
assistant cashier and cashier at Mil- 
waukee. He joined the home office staff 
as a traveling cashier in 1919 and sub- 
sequently became a branch office super- 
visor, an assistant comptroller and an 
assistant secretary of the department. 

A native of Moberly, Mo., Mr. Vin- 
cent was graduated from Jordan Hall 
Military Academy and Bryant and Strat- 
ton Business School. During World 
War I, he served with the Army as a 
sergeant-major. 


Supervisor in Policy Dept. 

Harold J. Reilly has been appointed 
a supervisor in the policy department of 
Massachusetts Mutual Life. He will be 
in charge of the policy change section 
of the department. 

Mr. Reilly was graduated from 
Springfield Business School in 1909, 
served in the Army during World War 
I and first entered the employ of Massa- 
chusetts Mutual as a member of the 
Springfield Agency. He later became a 
stenographer in the cashier’s depart- 


“ment at the home office and in 1919 


transferred to the policy department. 
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Paul Clark Stresses 
Importance of Agent 


IN INSURANCE TRANSACTION 

Hancock President Tells District 

Leaders at Atlantic City of 
Inflation Danger 


John 


Atlantic City, April 4—The job of the 
insurance salesman has no parallel 
in American business, President Paul 
F. Clark of John Hancock Mutual Life, 
told his company’s district agency lead- 


life 


ers at the annual President’s Club meet- 
ing held here April 2 to 5. 

“The man who works in the clothing 
factory or the man who works on an 
automobile production line never sees 
the man who wears the suit or the man 
who drives the car,” Mr. Clark. 


“The steel salesman and the shoe sa'‘es- 


said 


man have nothing to do with making 
the product. But the life insurance 
salesman is in it from the beginning 
to the end. He selects the customer 
and uncovers the need. He plays an 


important part in underwriting the risk. 
He delivers the contract and, from that 
point on, continues to serve his client 


in an intimate relationship, possibly for 


a generation or longer. What he sold 
does not wear out like a suit or a car. 
On the contrary its value is enhanced 


from year to year. Often the life insur- 


closes his relationship 


the 
maturity of 


ance salesman 


his client by payment of a 


the 


with 
death claim, or 
endowment. 

“In the process our salesman deals 
with all types of persons in every walk 
of life: labor and management, Repub- 
and Democrats, and those at 


an 


licans 


every level of income—in fact, all Amer- 


life 


ica. In order to be a_ successful 
insurance salesman he must do all of 
the things that unite all groups, and 


contribute nothing to disunity among 


them.” 
Need Unity of Purpose 


President Clark observed in the last 
analysis there is only one unity—unity 
of purpose. “It is such unity that ac- 
counts for the phenomenal growth of 
America—the unity of men and women 
who knew what they stood for, and it 
is such unity that accounts for the 
phenomenal growth of the life insurance 
industry, which has always known what 
it stands for.” 

Stating that none of us can risk for- 
getting what we stand for, Mr. Clark 
referred to the trend toward inflation 
as a “gigantic attack on our way of 
life, aided and abetted by the selfish, 
the irresponsible, and the uninformed.” 
He continued: 

“If we are to stop further inflation 
we have to fight inertia and ignorance 
more than irresponsibility. Those few 
who would not be seriously affected by 
inflation and those who are so lazy and 
so improvident, so lacking in pride and 
character that they think the state owes 
them a living, are not strong enough 
in numbers to tip the balance. What 
we have to fear most is the ignorance 
of those among us who have the same 
principles, the same ideals, the same 
stake in America as we have, but who 
where inflation is 


do not understand 

leading them. 

“Such loose thinking is the certain 
road to that historic process that has 


destroyed so many civilizations before 
it attacked our own—the process of the 
destruction of the so-called middle class. 
It always began as it is beginning here, 
with an attitude of indifference, an 
effort to ‘beat the game’ individually by 
hoarding and scarce buying, a_ placid 
acceptance of an evil that temporarily 
puts more dollars in our pockets but 
inevitably ends by emptying them.” 


Hancock District Men Tell Methods 


Atlantic City, April 4—The sales meet- 
ing of John Hancock’s district agents 
here, featured talks by six leaders, 
ranging from the leading agent to the 
manager of the leading regional terri- 
tory. 

Robert I. Reardon, Hempstead, N. Y., 
leading John Hancock agent in 1950, 
credited “hard work, planning, enthu- 
siasm for our product, service to policy- 
holders and proper direction” for his 
outstanding performance. A _ former 
salesman in another field, he said, “as 
debit men our opportunities are greater 
than those of any other salesmen in or 


out of our business.” 

Early last year Assistant District 
Manager Daniel Capobianco and_ his 
Flushing, N. Y. staff decided that the 


John Hancock’s training plan sales talk 
on family income could spell results @n 
terms of high production. “Hours spent 
in staff clinic drill and discussion proved 
to be our secret weapon,” Mr. Capo- 
hianco said in describing how he and 
his staff attained top honors. Mr. Capo- 
bianco was the leading assistant district 
manager for 1950. 

“Leadership, like genius, is 5% talent 
and 95% work,” said Patrick J. En- 
right, manager, San Diego, Cal., dis- 
trict office. “No matter what your influ- 
ence may be, no matter how good your 


associates are, no matter how much 
your skill is broadcast, you will never 
be a leader and you will never be a 


success if you don’t deliver the goods.” 
Mr. Enright’s organization won the 1950 
pioneer award for “outstanding achieve- 
ment in the development of new terri- 
tory.” 

Deploring the “hot door knob” com- 
plex—fear of making a call—Lewis I. 
Petzold, CLU, urged his listeners to 
“play their hunches” in calling on pros- 
pects. Mr. Petzold is manager of the 
Evansville, Ind., district office that won 


the Vice President’s trophy, top award 
for achievement in the Group field for 
1950. “Since we have many Group pol- 
Evansville we find John 
Hancock certificates in many homes. 
These certificates have been our ‘door 
openers’ on many occasions for the sale 
of regular insurance,’ Mr. Petzold 
pointed out. 

What it means to a district office to 
win the President’s trophy was de- 
scribed by Irving Fitelson whose Provi- 


icyholders in 


dence East organization was 1950 win- 
ner. “The greatest benefit we have 
achieved,” the district manager said, 


“has been a growth in personal stature. 
Our success has given us greater self- 
confidence and, more than anything else, 
brought out the genuine love each man 
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J. E. Criswell to Cleveland 
For Pacific Mutual Life 


John E. Criswell has been appointed 
general agent for Pacific Mutual Life at 
Cleveland. He succeeds R. B. Coffman, 
who has represented Pacific Mutual as 
Cleveland general agent for the past 
twenty years and now relinquishes mana- 
gerial responsibilities to devote more 
time to personal interests. 

Mr. Criswell has been with Pacific Mu- 
tual in Pittsburgh since 1946—first as a 
member of W. W. Stewart’s general 
agency organization and more recently 
with Mr. Stewart’s successor as general 
agent there, C. M. Ganster. Throughout 
the five years of his association with the 
western company, Mr. Criswell has been 
a national production leader and_ top- 
star member in the Big Tree leaders’ 
club. 


Illinois Ass’n Dinner 
For State Legislators 


Members of the Illinois State Legisla- 
ture will be guests of Hlinois Life Under- 
writers at a dinner in Springfield on 
April 25. This will be the second such 
dinner to be held in Illinois, and like the 
1949 affair, it will be aimed toward good 
fellowship and mutual understanding, 
rather than any effort to discuss and 
solve actual legislative problems of the 
moment. 

Feature speaker will be John D. Moy- 
nahan, Metropolitan Life, Berwyn, III. 
president of the National Association of 
Life Underwriters. President of the 
State Association is William E. North, 
New York Life, Chicago. 





has for his work. It has given meaning 
and purpose to the job of living.’ 
Arthur F. Norton, regional manager 
of the southern New England region, 
ended the sales meeting with a chal- 
lenge to members of the John Hancock 
President’s Club to be “men of loyalty, 
vision and purpose.” The southern New 
England region, composed of 17 district 
offices in Connecticut and Rhode Island, 
was awarded the President’s Citation 
for leading in President’s Trophy points. 
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CHECK THESE SPECIFICATIONS 

VI. Accidental Bodily Injury Insuring Clause. 

2. "His Occupation" Definition of Total 
Disability. 

VV 3. Non-aggregate coverage for as long as 
120 months or to age 65—House con- 
finement never required. 

4. Lifetime Accident if desired. 

5. Waiver of Premium after 90 days. 

6. Liberal Hospital and Surgical Benefits 
on an optional basis. 


7. Policies Guaranteed by one of America's 
oldest and largest Accident & Health 
writing companies. 
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Named to Group Staff at 
Chicago by Bankers Co. 








GEORGE A. CRIDLAND 


George A. Cridland has been appointed 
Group representative at Chicago, for 
Bankers Life Co., Des Moines. He will 
be associated there with M. B. Moore, 
regional Group manager. He has been 
Group representative in Chicago for the 
Zurich General Accident and Liability. 

Mr. Cridland is a native of Gales- 
burg, Ill, and attended Knox University. 
He majored in business administration 
at Knox and received his bachelor’s de- 
gree (cum laude) there last year. A 
veteran, Mr. Cridland served two years 
in the Navy. 
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London Life Passes $2 Billion in Force 


Company Confines Its Operations to Dominion of Canada; 


Started in 


1874; Also Writes Sickness and Accident; Robert H. Reid 


Vice President and Managing Director 


The London Life of London, Ontario, 
is now en route to its next goal—$3 
billion of insurance in force. It passed 
the $2 billion mark in February—just 
seven years after it reached the $1 bil- 
lion mark. At the end of February its 
exact insurance in force net was $2,015,- 
000,000. It was a 1950 gain in life insur- 
ance in force of $201,863,816. 

One of the remarkable features of the 
London Life achievements is that al- 
though London, Ontario, is only 60 miles 
from Windsor, Ontz irio, which is directly 
across the river from Detroit, the Lon- 
don Life does not transact business in 
Michigan or in any other part of the 
United States. 


Robert H. Reid Managing Director 


Robert H. Reid, vice president and 
managing director, has received mes- 
sages from insurance executives in 
all parts of Canada and some from the 
United States congratulating him on the 
great record of the company. The Lon- 
don Life was organized in 1874 and has 
had three outstanding managing direc- 
tors: John G. Richter, Edward E. Reid 
and Robert H. Reid. Born in London, 
Ont. and educated at Collegiate Insti- 
tute of London and University of Toron- 
to, Mr. Reid upon leaving college went 
into the investment field in Toronto, 
becoming a clerk in 1929 for Wood, 
Gundy & Co. In 1932 he was made 
manager of Harrison & Co., Ltd., To- 
ronto. He joined London Life to assume 
special responsibilities in the investment 
department. After serving effectively in 
both the mortgage and securities divi- 
sions he was made an executive assistant 
in 1936 and two years later was elected 
a director and member of the executive 
committee of the board. In 1941 he be- 
came managing director. For years he 
has been one of the most important fig- 
ures in Canadian Life Insurance Of f- 
cers Association. He was chairman of 
the standing committee on institutional 
advertising. 

The London Life, starting in 1874, 
made a slow start. For a time it wrote 
only Industrial insurance. Under Edward 
E. Reid, who became one of the out- 
standing citizens of Canada, it began 
to make fine progress. Under Robert 
H. Reid the progress has been extraor- 
dinary. 

The manner in which the company has 
grown is demonstrated by net insurance 
in force starting with 1900 when the fig- 
ure was $6,100,500. In the next decades 
the figures follow: 1910, $16,800,000; 1920, 
$96,600,000; 1930, $439,700,000; 1940, $699,- 
000,000; and 1950, $1,979,361,000. 


Sickness and Accident Branch 


The insurance issued by the London 
Life in 1950 was the largest amount of 
Canadian business ever reported by any 
company in any year. The London Life 
writes over one-seventh of all the life 
insurance purchased in Canada. 

The company issues Ordinary, Indus- 
trial and Group, and both Group life 
and sickness and accident insurance. Of 
the total life business in force at the 
end of 1950 Ordinary insurance repre- 
sented $1,303 million, Industrial $478 
million and Group $196 million. In the 
sickness and accident branch there is 
now considerably more than $5 million 
of annual premium income, of which 
more than 20% was written in 1950 
alone. The London Life was the first 
Canadian life insurance company to 
enter the Group sickness and accident 
field. This branch of its business was 
started in 1927. 


The assets of the company at the end 
of 1950 were $345,262,500. 

During 1950 in the life branch the com- 
pany paid to policyholders $21,828,500. 


The 1950 Business 


Discussing the 1950 business Manag- 
ing Director Reid, after calling attention 
to the fact that the company had passed 
$2 billion in force and the growth of the 
sickness and accident branch, said: 

“Marked progress was made during 
the year towards greater diversification 
of our investments. Our success in se- 
curing more than $32,000,000 in new 
mortgages made it possible to continue 
the liquidation of Dominion of Canada 
bonds on a substantial scale. For the first 


time in 20 years total security holdings 
actually decreased. This change in our 
investment portfolio is reflected in the 
gross interest rate earned which shows 
an improvement of one-tenth of 1% 
over the previous year. Net earnings 
were slightly in excess of the year be- 
fore. In addition to other smaller allo- 
cations the mortgage valuation and gen- 
eral investment reserves were increased 
by a total of half a million dollars, and 
more than $1,000,000 was again added to 
the unassigned surplus. 

“A large expansion in head office fa- 
cilities has been urgently required for 
a number of years. The new addition, 
already partly in use, will be fully occu- 
pied on its imminent completion. In 
order to round out our program and 





Ashley & Crippen 
ROBERT H. REID 


provide for the still greater needs we 
can already foresee, construction has 
(Continued on Page 14) 
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General Agent in Phila. for 
Massachusetts Mutual Life 


GORDON S. MILLER 


Massachusetts Mutual Life has ap- 
pointed Gordon S. Miller general agent 
Henry H. McBratney, CLU, 


who will continue with the agency as as- 


succeeding 


sociate general agent serving his per- 


sonal clientele. 


Mr. Miller entered life insurance in 
1944 and was soon appointed associate 
general agent for Home Life of New 


York at Philadelphia. In 1947, he became 
an agency manager for Guardian Life at 
Philadelphia, and while he was manager 
the agency moved from 40th to sixth 
place among the company ’s 62 agencies. 
He is a member of several insurance or- 
ganizations in Philadelphia, including 


Life Underwriters Association, Life In- 
surance Trust Council, and General 
Agents, Managers and Supervisors As- 


sociation. 

Born in Pittsburgh, Mr. Miller was 
graduated from University of Pennsyl- 
vania. He is a former director of Phila- 
delphia Junior Chamber of Commerce 
and is now a director of Citizens Council 
on City Planning in Philadelphia and 
membership chairman for the Eastown 
Parent Teachers Association. He is an 
instructor in salesmanship, sales man- 
agement, and insurance at Temple Uni- 
versity evening school. 


Franklin Life Passes 
Billion Dollar Mark 


Life, Springfield, Ill, has 
billion dollar mark as to in- 
surance in force, according to an an- 
nouncement by Chas. E. Becker, presi- 
dent. Founded in 1884, Franklin Life 
grew at a regular pace until the begin- 
ning of 1940 when insurance in force had 
reached $177,579,000. Under the leader- 
ship of new management directed by 
President Becker, the company began a 
startling period of growth which has 
rocketed it to billion dollar stature in 
just 11 years, a gain of over 565%. By 
August, 1947, the company had reached 
the half-billion dollar mark and less than 
four years later had again doubled in- 
surance in force to reach a billion. From 
200 field representatives in 1940, the field 
force has expanded to approximately 
2,000 operating in 43 states, the District 
of Columbia and Hawaii. 


Franklin 
passed the 
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Arthur S. Patterson Marries 
Arthur S. Patterson, son of Lloyd 
Patterson, general agent, Massachu- 
setts Mutual Life in New York City, 
was married on March 24 to Edna 
Kirk, daughter of Mr. and Mrs. King- 
don Kirk, at the Hitchcock Memorial 
Church in Scarsdale, N. Y. After a 
Bermuda honeymoon the couple will 
make their home in West Bronxville. 
Arthur Patterson was graduated in 
January from New York dag ay eof 
where he majored in insurance. He has 
joined the Huppeler agency of the * nt 
England Mutual here as an agent. Mrs. 
Patterson, who attended the Mills 
School in New York, is a teacher in 
the Winnward School in Scarsdale. 





MILLION DOLLAR QUALIFIER 

Dix Teachenor, CLU, associated with 
the Kansas City Life’s Missouri—Kan- 
sas City aency, was notified that he is 
a Life and Qualifying member of the 
1951 Million Dollar Round Table of the 
National Association of Life Underwrit- 
ers. Mr. Teachenor wrote business to- 
taling one and a half million dollars 
during the quaifying period. A charter 
member of the Million Dollar Round 
Table in 1928, he is one of five original 
members still maintaining membership. 
Since 1924, Mr. Teachenor has written 
an average of more than one million dol- 
lars worth of life insurance each year. 
He has been with Kansas City Life since 
1916. 
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RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 
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Great-West Regional Conferences 


360 Great-West 
attend the 


Over Life represen- 


tatives will company’s re- 


gional sales conferences to be held in 
April, D. E. Kilgour, 
and director of agencies, 
The meetings will be at The 
3roadmoor Hotel, Colorado Springs, 
Colorado, April 7-11 and The Green- 
brier, White Sulphur Springs, W. Va., 
April 14-18. 

The qualifying term of fourteen 
months, which ended February 28, re- 
sulted in the highest production of new 
business ever recorded by the company 
in a similar period. The Winnipeg branch 
led all branches in number of qualifiers 
with 26, closely Vancouver 
with 23. Chicago placed third and topped 


assistant general 
manager has 


announced. 


followed by 
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all U.S. branches in this category, with 
19 bk i 

Max Seigler, Montreal, with over $1% 
million paid volume during the qualifi- 
cation period, is the leading qualifier, 


Others who exceeded a million were 
H. J. Harris, CLU, Ottawa; R. Blair 
Price, Philadelphia; R. H. Threlfall, 
Minneapolis; and H. B. Hunter, To- 
ronto. 

The program at both converitions is 


designed to provide representatives with 
new sales ideas, stimulate their interest 
in new and changing markets, and re- 
view sales practices in the light of 
current conditions. H. Manning, 
Great-West’s vice president and manag- 
ing director, will deliver the keynote ad- 
dress at both places. Paul Speicher, 
president, Research & Review Service, 
will be a feature speaker at the Green- 
brier meeting. D. Kilgour will be 
general chairman at each convention. 
30th gatherings will hear Earl M. 
Schwemm, Great-West’s Chicago man- 


ager; J. E. Morrison, underwriting 
executive; and S. Hansen, Group actu- 
ary. G. P. Rollo, supervisor of field 


training, will speak at Broadmoor only 
and R. H. Anderson, supervisor of 
sales promotion, at Greenbrier, J. B. 
Nettelfield, superintendent of agencies, 
will preside over panel discussions on 
various sales topics. Participating in the 
panels at Broadmoor will be C. A. 


Panet, Vancouver; W. A. Johnston, 
Winnipeg; D. Jolin, Calgary; K. A. 
Mullins, Chicago; and R. H. Threlfall, 


Minneapolis. At Greenbrier the panel will 
be composed of G. R. Smith, CLU, Hali- 


fax; H. B. Hunter, Toronto; HS. 
Norman, Detroit; R. B. Price, Phila- 
delphia; and G. A, Boisvert, Montreal. 


ANNUAL REPORTS RE-STYLED 





“Its Your Money,” Mutual Benefit Life’s 
Report to Policyholders, Is Simple 
and Informative 

Mutual Benefit Life, Newark, N. J., 
has changed the style of its annual re- 
port to policyholders, announces H. G. 
Kenagy, vice president. Its 106th report, 
bearing the title “Its Your Money” is 
currently being mailed to all of the com- 
pany’s 400,000 policyholders. 

In past years, putting a limited amount 


of information in attractive, readable 
form brought increased requests for 
the company’s full report. This evi- 


dence of increased interest in the com- 
pany’s operations was the basis for the 
decision to issue a single report in 1951 
which would appeal to the majority and 
also satisfy those desiring a broader 
understanding, The current report in- 
cludes a covering letter and nine pages 
(7 x 73%) of copy about company op- 
erations. 

Another innovation this year is the 
popularizing of the company’s booklet 
containing the schedules of securities 
owned. Issued as a supplement to the 
annual report, “Dollars at Work” will 
promote better understanding of the care 
with which policyholder’s funds are in- 
vested. 
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Northwestern Mutual 
General Agents Meet 


WITH OFFICERS IN ARIZONA 
M. J. Cleary Memorial Awards Presented 
to Leading Agencies of Five 
Classifications 


Problems of general agency 








Mutual 
building and administration were dis- 
cussed at the spring conference of the 
General Agents Association of North- 
western Mutual Life April 1-5, at 
Chandler, Ariz. 

A feature of the meeting was the 
presentation of the M. J. Cleary 
Memorial Awards for the development 
of career agents during the last agent’s 
year in each of five general agency 
classifications, grouped on five-year aver- 
age production. Engraved bronze plaques 
were awarded to John R. Mage, Los 
Angeles; John O. Todd, Chicago; C. L. 
Egbert, Eau Claire, Wis.; Verne M. 
Huber, Greensburg, Pa. and A. / 
Miller, Billings, Mont. Runner-up certifi- 
cates went to B. J. Stumm, Aurora, III; 
Clyde O. Law, Wheeling, W. Va.; % A 
Erickson, Mankato, Minn.; W. 
Burnette, Sioux oo es © and es 
C. Hays, Fargo, N D. 

Chairman of the meeting was E. T. 
Proctor, Nashville, president of the group 
which is composed of the 89 general 
agencies in 43 states. Assisting him were 
Harry Krueger, New York City, Zone 1; 
Nelson D. Phelps, Chicago, Zone II, 
and Ralph L. Theisen, Denver, Zone III, 
vice presidents; and Frank L. Horner, 
Madison, Wis., secretary-treasurer. Mr. 
Krueger was program committee chair- 
man, aided by W. C. Dunbar, Duluth, 
and John R. Mage, Los Angeles. 

Several of the company executives and 
agency department officers appeared on 
the program and talked on matters re- 
lating to their particular divisions of 
company operations. They included Ed- 
mund_ Fitzgerald president; Grant L. 
Hill, vice president and director of 
agencies; Donald C. Slichter, vice presi- 
dent; Robert E. Dineen, vice president, 
and secretary; Dr. Gamber Tegtmeyer, 
medical director, and Chester W. Adam- 
son, treasurer. 

An agency department panel discussed 
agency building. General agent panels 
dealt with induction and supervision of 
agents, and with selling ideas. Divided 
sessions were held for agencies operat- 
ing primarily in the city field and for 
those having both city and farm terri- 
tory. 


TO SHOW SELLING FILMS 





Will Be Featured at May 4 Meeting of 
the Brooklyn Branch of Life Under- 
writers Association of N. Y. 

The showing of four new films on 
better selling will feature the next meet- 
ing of the Brooklyn Branch of the Life 
Underwriters Association of the City of 
New York, ae to an announce- 
ment by J. M. Billson, educational 
vice president of shat branch. The show- 
ing of these films is scheduled for May 
4 in the Hotel Bossert. 

Dealing with many of the salesman’s 
problems, the four sound films to be 
shown are designed to make the life 
underwriter a more effective and suc- 
cessful salesman. 

“By-Passing Sales Resistance” is a 
complete analysis of why and how 
prospects build the wall of sales re- 
sistance and shows actual methods of 
by-passing the buyer’s objections so as 
to get to the point of closing the sale. 

Dealing with the salesman’s attitude 
toward himself, his company and _ his 
service, “The Attitude That Gets Busi- 
ness” shows how a sale may be made 
or lost before the call is made. 

“Are Prospects Really Different” deals 
with the selling from the standpoint 
of the prospect’s needs and wants and 
gives examples of how to handle the 
different types of prospects. 

How to ask for the order and stick 
until it’s closed is the subject of the 
forth film “Close Isn’t Closed.” 


APPOINT SAM J. STONE 





Made General Agent of Manhattan Life; 
Born in England; Has Spent 19 
Years in Insurance 

Sam J. Stone has been appointed gen- 
eral agent, Manhattan Life, in Peoria, 
Ill. A native of Manchester, England, he 
started with Franklin Life in 1932. For 
four years he was an agent in Spring- 
field, Mo., then for two years served as 
district manager in Sedalia, Mo. He be- 
came general agent of Franklin Life in 
Peoria twelve and a half years ago. 

Since September last year, when he or- 


ganized the Sam J. Stone Insurance 
agency, Mr. Stone has been operating as 
general agent and broker of all lines of 
insurance. He is a member of the 
Mayor’s Council on Relations; a director 
of Radio Station WWXL, Peoria; a 32 
degree Mason and Shriner; a member 
of the Underprivileged Children’s Com- 
mittee of the Kiwanis Club, a director of 
the Peoria Jewish Community Council 
and Welfare Board, and is a past presi- 
dent of Frankel Lodge, B’nai_ B’rith, 
Peoria, where he is presently on execu- 
tive board, and a member of the Peoria 
Life Underwriters. 


Named by State Mutual 
State Mutual Life, Worcester, an- 
nounces the appointment of Dwight H. 
Adams as home office representative in 
its Cleveland Group office, where he will 
be associated with Allin B. Turner, 
home office representative in charge. 
Mr. Adams, a native of Maine, grad- 
uated from Bowdoin College in June, 
1950. After graduation, he became affili- 
ated with State Mutual, where he has 
had nine months’ training in the Group 
division of the home office. 





grams. 








IT TAKES POSITIVE 


ACTION 
TO STOP INFLATION! 


The Equitable Life of Iowa is cooperating with other life com- 
panies to the fullest extent in The Anfi-Inflafion Program 
of the Institute of Life Insurance. 


In support of that campaign, the Equitable of Iowa has: 


], Included a pertinent consideration of the dangers of infla- 
tion in its Annual Report to Policyholders. 


2. Senta letter to all policyholders, signed by the President 
of the Company, urging active support of the Institute's 
six point program to check inflation. 


4 Sent a letter to all field representatives of the Company, 
signed by the President, outlining the Company's pro- 
gram and urging their active participation. 


4, Sent a letter to all Company Medical Examiners, signed 
by the Medical Director of the Company, outlining the 
Company's program. 


5, Senta letter to all Company general agents, urging their 
active participation in the Institute’s and Company's pro- 


Additionally, the Equitable of Iowa believes that a great 
service will be rendered to the nation if all life underwrifers 
will bring this campaign to the attention of every prospect and 
policyholder who refers to inflation during an interview. 


THE UPWARD SPIRAL OF INFLATION MUST BE STOPPED, NOW! 


— 
obi, , ee Company 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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Zalinski Joins N. Y. Life 


(Continued from Page 1) 


his new position he will have wider op- 
portunity to extend his creative and re- 
other aspects of 


search activities in 


agency development. 
Zalinski’s Career 


Mr. Zalinski was born in 1915 in Salt 
Lake City, where he received his early 
education. He graduated from Deep 
Springs, College, Deep Springs, Calif., 
and received his B.A. degree from Cor- 
nell University in 1935. In 1938 he 
graduated from the Harvard Business 
School with an M.B.A. degree. 

That same year Mr. Zalinski joined 
the New York Life as an agent in New 
York City. In 1941 he was awarded his 
CLU designation. He completed the Life 
Insurance Sales Research Bureau Mana- 
ger’s Course in 1943, and one year later 
received his Ph.D. from New York Uni- 
versity. Promoted to agency director of 
the Forty-second Street branch of New 
York Life, Mr. Zalinski also lectured 
at New York University on Industrial 
Management and Production Control. 
The following year he was appointed 
manager of New York Life’s branch 
office in New Haven. 

In 1947 Mr. Zalinski resigned from 
the company to accept an appointment 
as managing director of the Life Un- 
derwriter Training Council, establishing 
a nationwide training organizaton under 
the joint sponsorship of four life insur- 
ance trade associations. A year later he 
also became an advisor and member of 
the Joint Committee on Management 
Training. 

In 1949, he was elected executive vice 
president of the National Association of 
Life Underwriters while continuing to 
head LUTC. Last year he organized a 
Training Director’s group for New York 
and New Jersey companies, was a mem- 
ber of the Advisory Council on Under- 
writer Education and Training and es- 





ZALINSKI 


EDMUND L. G 


tablished the LUTC-CLU Joint Staff 
Committees. 

Mr. Zalinski makes his home in Rye, 
New York with his wife and three 
daughters. Among his clubs and asso- 
ciations are: The Harvard Club, the 
American Trade Association Executives, 
the Squash and Rifle Clubs, and the 
New York Chapter of the Sons of the 
American Revolution. 





LIFE OF GEORGIA LEADER 

Louis M. Burns, of Pettersburg, Va., 
district manager for the Life Insurance 
Co. of Georgia, has been cited as the 
company ’s leading manager in the State 
of Virginia during 1950 and will attend 
the 60th anniversary convention in St. 
Petersburg, Fla., April 8-11. 


Solomon Huber Agency 
First Quarter Report 


Operating exclusively in the field of 
property analysis and programming the 
Solomon Huber Agency of Mutual 
Benefit, New York City, reported paid 
for business of $2,531,215 for the first 
quarter of 1951. The total is exclusive 
of annuities, term riders and_ family 
protection policies nor does it include 
Group insurance which the company 
does not write. 

Average size policy for the same pe- 
riod amounted to $18,000 which repre- 
sents a planned drop from an early all- 
time high of $42,000. The annual review 
system of the agency which concentrates 
on clients who own Property Sett'ement 
Record Books prepared by the individual 
underwriters has been largely respon- 
sib'e for the reduced average size policy 
since one out of every three reviews 
held results in business on either family 
members or as additions to existing 
plans. 

The agency wh ch conducts a minia- 
ture university of life insurance for its 
members will shortly install a course in 
real estate investments as a follow-up 
to one in listed securities which was 
given by Benjamin Graham and Joseph 
Gelanis, noted economists and_ stock 
market analysts. 


Awarded President’s Cup 


The C. E. Childs agency, Denver, 
was awarded the Minnesota Life’s Presi- 
dent’s cup for the leading volume of 
Ordinary paid business in 1950. Harold 
J. Cummings, president of Minnesota 
Mutual, made the presentation to C. 
E. Childs, general agent, at a recent 
agency dinner. 

Robert W. Harper, a member of the 
agency, was the company’s leading per- 
sonal producer in volume of paid busi- 
ness. He has earned this distinction 
for two consecutive years. 


Benner Urges Mortgage Men 
To Curb Speculative Loans 


Mortgage bankers were urged to get 
tough in refusing speculative loans by 
Claude L. Benner, president of Conti- 
nental American Life of Wilmington, 
who was speaker before the Eastern 
Conference of Mortgage Bankers As- 
sociation in New York last week. The 
present inflation, he said,/is far more 
critical than the country realizes. “It’s 
probably the most serious inflation the 
nation has ever experienced,” he said. 

Dr. Benner said lenders must get back 
of present government’s credit curbs or 
face the possibility of a “resounding 
crash.” So far, he noted, Reg. X has 
failed to slow the pace of new housing. 

“l’ve been ashamed of many lenders 
who have been bucking against Reg. 
X,” he went on. “Don’t expect to keep 
up your mortgage volume—it can’t be 
done because the houses just won't be 
put up.” 


London Life 


(Continued from Page 11) 


now commenced on a further addition of 
relatively modest proportions.” 
Officers of the Company 

The officers of the company are as 
follows: J. Edgar Jeffery, chairman of 
the board; Archibald McPherson, presi- 
dent; Joseph Jeffery, O.B.E., vice presi- 
dent; Robert H. Reid, vice president and 
managing director; J. A. Campbell, as- 
sistant general manager and chief actu- 
ary; W. C. Laird, assistant general 
manager and director of agencies; O. D. 


Newton, assistant gene ral manager and 
executive secretary; J. s3owman, 
DS:0.. BED: medical director ; eae o 


Weir, superintendent of agencies; G. F. 
England, director of investments: i*R 
Laurie, 


Dalgliesh, secretary; T. E. Gill, actuary. 


director of underwriting; L. M. 











has a solid life insurance background. 


OPPORTUNITY—on a Silver Platter 





What we don’t know is whether we 
want an experienced brokerage supervisor or 
a sound life insurance agent who has never 


tried brokerage work. 


We want a Brokerage man. But we don’t know what kind. Our Agency, located in 
New York City, is top-level and so is our Company. We do a lot of brokerage business, but 


not as much as we should. We need a first rate man. 


We're certain that there’s a real oppor- 
tunity with us and we'll be happy to make it 


financially attractive to the right man. 


Are you interested—or do you know someone who is? A letter to Box 2008, The Eastern 


Underwriter, 41 Maiden Lane, New York 38, will result in a personal interview if the writer 
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New England Mutual Assn. in Florida 


General Agents Group Gather at Palm Beach With Officers 


of Company; Rolla 


R. Hays, Jr., New 


President of Association 


General agents and agency managers 
from New England Mutual Life’s 78 
nationwide agencies joined home office 
executives at Palm Beach, Fla. on 
March 19-21 for the 43rd annual con- 
ference of the company’s General Agents 
Association. The three-day meeting was 
devoted to talks, seminars and panel dis- 
cussions on issues requiring the com- 
bined attention of home office and 
agency leaders. 

Addressing the association for the 
first time as president of the company, 
O. Kelley Anderson commented on his 
observations of the general agency sys- 
tem, and outlined the responsibilities of 
officers of the company and general 
agents in continuing and increasing the 
strong position of the company. He 
stressed seven distinct areas of respon- 
sibility of company officers to policy- 
holders, the field force and home office 
employes, and described the qualities 
necessary to successful leadership of 
general agencies. Mr. Anderson men- 
tioned particularly the high economy of 
operation practiced by the New Eng- 
land Mutual, and the excellent rate of 
interest return on investments which 
the company has earned, especially in 
the past ten years. As evidence of the 
continuing liberality of the New Eng- 
land Mutual policy contract, he cited 
the newly announced extended age limit 
to 70 and the increased limits of insur- 
ance now allowable in the company. 

Chairman of the Board George Wil- 
lard Smith in his report to the field 
expanded some of Mr. Anderson’s points 
on responsibilities of general agents and 
home office executives. He also referred 
to the new sense of confidence and 
strength with which he feels both the 
life insurance business and the country 
as a whole are facing in the future, as 
compared with the anxiety which was 
so evident in all quarters last fall. 


$80 Million New Business First Quarter 


Under the heading of “Facts Which 
Will Interest You,” Vice President 
George L. Hunt informed the group that 
the New England Mutual now has the 
most carefully selected and _ highly 
trained agency force in its history, as 
evidenced by the fact that individual 
agents’ earnings in 1950 were higher 
than ever before. During 1950 general 
agents of the company contracted with 
248 new full-time field men, bringing 
the field force up to a peak of 1,016. 
One of the reasons for the outstanding 
success of the agents has been the con- 
stant liberalization and expansion of 
benefits in the policy contracts, Mr. 
Hunt said. As evidence of the continu- 
ation of this upward trend in the pro- 
duction of new business, the company 
will reach a total of over $80 million 
of new business in the first quarter of 
1951, which will be the largest quarter 
in the company’s 107 years of operation. 

Vice President Walter Tebbetts and 
Vice President and Actuary John L. 
Stearns reported on a number of changes 
in policy contracts and underwriting 
procedure, including use of war riders 
for insurance in excess of wartime lim- 
its, liberalization of waiver of premium 
underwriting, new rules applicable to 
double indemnity limits, and two new 
term policies now available. 

Vice President and General Counsel 
John Barker, Jr., reviewed the various 
Congressional proposals and the rulings 
of Federal bureaus which affect the life 
insurance business, and urged the gen- 
eral agents to use their tremendous in- 
dividual and collective power and influ- 
ence toward an active and intelligent 
participation of all citizens in the vitally 
important legislation being enacted in 
these critical times. 

Doane Arnold, assistant secretary and 
manager of the underwriting depart- 


ment, reported on a survey he had taken 
on the flow of applications through the 
home office underwriting department, 
and made several recommendations for 
expediting the processing of applications 
in the agencies. 

Following the business meeting in the 
evening of the first day of the meeting, 
Mr. Hunt conducted a seminar on the 
company’s newly introduced Group life 
and casualty insurance plan for its field 
force. 


Association Officers Elected 


At the business meeting on the sec- 
ond day, Rolla R. Hays, Jr., CLU, 
general agent in Los Angeles, was 
elected president for 1951, succeeding 
Edward G. Mura of Kansas City. Wil- 
liam B. Wagner, CLU, general agent 
in Harrisburg, was elected vice presi- 
dent, and E, Clare Weber, CLU, gen- 
eral agent in Cleveland, secretary-treas- 
urer. President Anderson was formally 
elected an affiliate member of the asso- 
ciation, and Gordon E. Crosby, Jr., 


Seattle; George H. Gruendel, CLU, 
Chicago; Alson R. Kemp, Chattanooga; 
Francis L. Lund, CLU, Minneapolis; 


Arthur W. Schmidt, CLU, New York; 
Roger W. Schmidt, CLU, New York, 
and Hubert D. Wheeler, Duluth, all of 
whom became general agents since the 
last meeting of the association, were 
inducted as members. 
Homer C. Chaney, CLU, 
agencies; Charles F. Collins, CLU, 
agency secretary, and William C. Gen- 
try, CLU, assistant director of agencies, 
reported on various. phases of the 
agency department’s operation. Mr. 
Chaney gave the results of a survey on 
the importance of home office training 


director of 


in the development of new agents. 
“Your Business Home” was the topic 
of Mr. Collins’ report, in which he 
elaborated on some of the problems 


faced by a general agent in renting and 
maintaining an efficient agency office. 
Mr. Gentry outlined the activities of the 
sales promotion section during the year, 
and introduced two new sales aids in 


connection with business insurance and 
pension trust business. 

panel composed of General Agents 

Vernon Bowes, Newark; Archie B. 
Carroll, Jr.. CLU, Charlotte; Gordon E. 
Crosby, Jr., Seattle; Caspar W. Haines, 
Philadelphia,- and David S. Kamp, San 
Francisco, under the leadership of Mr. 
Gentry, held a lively discussion of the 
problem of “Recruiting and Hiring in a 
War Economy.” 

The challenge to the life insurance 
business of the rapidly developing 
changes in the national economy, and 
the new opportunities which lie behind 
many of the seeming obstacles to the 
life underwriter formed the subject for 
a talk by Mr. Chaney entitled “Our 
Competition in 1951.” “We are in an 
era which may last for a number of 
years wherein life insurance takes its 
place more and more as a necessity and 
not a luxury,” Mr. Chaney stated. “We 
are getting away from the idea that life 
insurance should be purchased to cov er 
only the basic necessities of the family,” 
he continued, and asserted that “life 
insurance is taking its place as a 
method of complete financial inde- 
pendence.” 

Company Dinner 


At the company dinner, over which 
General Agent William B. Wagner, 
CLU, presided as toastmaster, Chairman 
of the Board George Willard Smith 
presented the President’s trophy for 
1951 to General Agent Edward G. Mura, 
Kansas City, in recognition of the out- 


standing performance of the agency 
during 1950, and also presented cer- 
tificates of honorable mention to the 
runners-up in the contest, who were: 
General Agents Rolla R. Hays, Jr., 
CLU, and Raymond H. Bradstreet, Los 
Angeles; Lambert M. ‘togucler, CLU, 
New York; Albert W. Moore, CLU, 
and Caspar W. Haines, Philadelphia; 


Crosby, Jr., Seattle, and 
Henley, Worcester. General 


Gordon E. 
Gordon C. 


Agent Henry W. Dunn, Los Angeles, 
was awarded a 25-year service medal, 
and Mr. Mura, outgoing president of 


the association, was presented a past 
president’s plaque and a watch in token 
of his service during his term. 
Discussion on the third day of the 
convention centered on some of the 
more advanced techniques of insurance 
sales. The topic “Promoting Pension 
Trusts” was discussed in a panel com- 
posed of General Agents Francis G. 
Bray, Houston; George H. Gruendel, 


At New England Mutual’s General Agents Ass’n Meeting 





Newly-elected officers of New England Mutual Life’s General Agents Association 
pose with President O. Kelley Anderson and Chairman of the Board George Wil- 
lard Smith at the annual meeting of the association in Palm Beach. Left to right— 


Mr. Anderson, Mr. Smith, 


Angeles; vice 





incoming president, Rolla R. Hays, Jr., CLU, Los 
t, William B. Wagner, CLU, Harrisburg; secretary-treasurer, 


E. Clare Webs; cLU. Cleveland; Edward G. Mura, outgoing president and mem- 


ber of the executive committee, and Benjamin W. Davis, 


Richmond, executive 


committee member. 


CLU, Chicago; Lambert M. Huppeler, 
CL U, New York, and David Marks, Jr., 
CLU, New York, under the leadership 


of Doris Montgomery, CLU, attorney 
and manager of the pension business 
department. 


In a talk entitled “Simplifying Settle- 
ment Agreements,” Robert J. Lawthers, 
director of benefits and estate planning, 
pointed out some of the hazards in pre- 
paring strict and complicated settlement 
agreements, which, because of inevitable 
changes in family circumstances, might 

(Continued on Page 18) 


Heads New England Mutual 


General Agents Ass’n 

Rolla R. Hays, Jr., CLU, general 
agent in Los Angeles, was elected 
president of New England Mutual 
Life’s General Agents Association at 
the recent meeting at Palm Beach, 
Florida. He succeeds Edward G. Mura 
of Kansas City. William B. Wagner, 
CLU, general agent in Harrisburg, was 
named to the vice presidency of the 
organization, and E. Clara Weber, 
CLU, general agent in Cleveland, was 
chosen as secretary-treasurer. Mr. Mura 
and Benjamin W. Davis, general agent 
in Richmond, are the other two mem- 
bers of the five-man executive com- 
mittee. 

Mr. Hays has been a general agent in 
Los Angeles for New England Mutual 
since 1932, when he set a record by 
receiving the title at the age of 25. A 
life member of the Million Dollar 


Round Table, he has served as presi- 
dent of the Life Managers Association 
of Los Angeles, the California State 
Association of Life Underwriter, and 
the Los Angeles chapter of the 
Chartered Life Underwriters Associa- 
tion. 


Mr. Wagner became New England 
Mutual’s general agent in Scranton, Pa. 
in 1937, and moved his headquarters 
to Harrisburg in 1940. An army liaison 
officer during World War II, he was 
one of the first Americans to re-enter 
Paris. He is a past president of the 
Pennsylvania Association of Life Un- 
derwriters. 

E. Clare Weber was appointed gen- 
eral agent in Cleveland in 1945. He is 
a director of the Cleveland Life Under- 
writers and Trust Officers Council, past 
president of the Cleveland Chartered 
Life Underwriters group, and is well 
known in many businessmen’s, civic 
and social organizations. 


H. C. Chaney Reports on 
Home Office Training 


Some significant figures on the im- 
portance of home office training as re- 





flected in the survival ratios of field- 
men after the first several contract 
years were released by Homer C. 
Chaney, CLU, director of agencies, 
speaking before the annual conference 
of New England Mutual’s General 
Agents Association at Palm Beach, 


‘lorida, recently. 

“Since the inception of our New 
Agents Training Courses at the home 
office in 1946,” Mr. Chaney stated, “we 
have had 356 men return to y= field 
as gradtiates of the courses. Of this 
number, 312 are still in the | insurance 
business, or 88%; 297 are still in the 
life insurance business, or 83% of the 
original total; and 279 of these men are 
still with New England Mutual, or 
78% of the total. 

“The average annual production of 
graduates of the New Agents Training 
Course is $65,000 higher by the end of 
the second year, and $88,000 higher 
by the end of the third year than pro- 
duction of non-school men who sur- 
vived. Also, the production of training 
course graduates improves by an aver- 
age of $44,000 over their rate before 
attending the courses. Twenty-eight 
per cent of our full-time agency force 
as of January 1, 1951 were graduates 
of home office training courses, and 
they paid for 33% of the business writ- 
ten by full-time men.” 
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National Association at Minneapolis 





C. G. Eklund Tells of Methods Used 
In Building an Agency From Scratch 


Speaking before the General Agents 
and Managers session at the National 
Association of Life Underwriters meet- 
ing in Minneapolis this week, C. G. Ek- 
lund, agency manager for Equitable So- 
ciety at Detroit, told of building an 
agency from scratch. 

“These are the basic fundamental 
qualities we look for in a man,” said 
Mr. Eklund. “First, he must have an 
affirmative mind. He must believe in 
positive, affirmative thinking, because 
good thinking makes good things hap- 
pen and that’s the kind of a man we 
want to deal with. Second, we want him 
to have the quality of a good heart... 
he must subscribe to the Golden Rule. 
We desire a quality of self-reliance ... 
a man who is able to stand on his own 
two feet. Also, we like to have a man 
that has a high degree of will-power... 
the spiritual and physical power to 
achieve a desired goal. Enthusiasm is 
the final and perhaps the most impor- 
tant of all. Enthusiasm ... the steam 
that generates the power. And we cer- 
tainly want to find that quality in any 
prospective agent we are about to re- 
cruit. 

“If a man does not measure up to our 
standards, our philosophy is to eliminate 
that man, and eliminate him early ... 
in one month, in three months, in 4% 
months in eliminating him .. . pruning 
the vine in the early months ... is the 
only way you can make the tree grow 
straight and strong. If you don’t prune 
the tree and prune it early, nothing can 
happen but this . . . your organization 
grows fat and flabby and there is a great 
strain put on the heart. This excessive 
fat ... this excessive weight merely 
pulls you down, saps your vitality, and 
may even cause death... of the agency. 

Now, that is the psychological pheno- 
menon that we’re fighting against. We 
want to cut off that excessive weight... 
to prune the tree early and keep it 





Public Information 
Charles J. Currie, chairman of the 
committee on public information, said 
interesting progress has been made in 
recent months in carrying the message 
of life insurance to high school children. 
Through the Institute of Life Insurance 
many teaching aids are available to 
school teachers on financial security and 
money management. Widespread success 
of financial forums for women has stimu- 
lated activity along this line with con- 
siderable demand for speakers to explain 

about the place of life insurance. 


Veterans Affairs Activity 

F. Leroy Garrabrant, chairman of the 
committee on affairs and servicemen, in 
his report brought the association up 
to date on the efforts to change the 
National Service Life Insurance set up 
to provide for $10,000 gratuitous insur- 
ance while in the service instead of 
the present NSLI. The House passed 
such a bill in both the 8lst Congress 
and the present one. The Senate passed 
a bill retaining NSLI and both are now 
in the hands of a conference commit- 
tee. 


Committee on Associations 

A. Jack Nussbaum, chairman of the 
committee on Associations, told of the 
development of Leadership Training 
Schools in the states. Hereafter each 
candidate for office in a local associa- 
tion will be put in touch with that 
section of Leadership Training that 
identifies his duties and responsibilities, 
will be put on notice and accept in 
writing the idea that if elected he will 
attend the Leadership Training School. 


growing strong, straight, tall and sturdy. 
“We have a couple of methods of 
motivation that have proved helpful to 
us. First, and best is the idea of having 
what we call agency key men. To be a 
key man in our organization, the agent 
must pay for an average of at least 
$25,000 of business per month during the 
calendar year, so that at the end of 
March, for example, he must have paid 
for at least $75,000 of business in order 
to have a $25,000 paid business average. 
We call it Monthly Paid Average. If 
he has only $25,000, he is called a bronze 
key man; if he has $30,000, we call him 
a silver key man; and if he has $35,000, 
he’s called a gold key man. We think 
the key man motivating factor is a very 
powerful one in our agency. We find 
many men struggle to become key men. 
We give them special recognition at 
the end of the year and during the year 
through various activities that we have 
for those select few. We find that they 
struggle very hard to raise their key- 
man standing from say bronze key to 
silver key and silver key to gold key. 









ASSOCIATE GENERAL AGENT 


Large uptown New York general agency would con- 
sider aggressive, ambitious life producer qualified for part- 
nership as associate general agent. We represent large life 
company writing par and non-par, monthly income and all 
Group coverages. Write Box 2009, The Eastern Under- 
writer, 41 Maiden Lane, New York 38, N. Y. 








Social Security 


(Continued from Page 5) 


curity benefits for that particular month. 

“On the other hand, if the agent’s 
status is that of ‘self-employed’ (as, for 
example, in the case of a part-time 
agent), he and his dependents will not 
necessarily lose their benefits in any one 
month in which he happens to earn more 
than $50 in first-year commissions (i.e., 
‘self-employment income’). Instead, the 
following test will be applied: If the 
self-employed agent has earnings from 
first-year commissions of $600 or less in 
a particular taxable year, he will not be 
considered as having received more than 
$50 in any month of that year, despite 
the fact that he actually may have re- 
ceived the whole $600 (or less) in one 
month. If he earns more than $600 in 
self-employment income in a given tax- 
able year, he will be charged with having 
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MONEY TO BE MADE [| 


Certainly, you might make $10,000 from Uncle Sam by 


carrying a Geiger Counter around the hills of your native 


county until you find uranium. 


But —a surer way to earn more money is to take a closer 


look at the Immediate Annuities market. In a recent Flitcraft 


Courant “survey of annuity costs no Company offered a higher 


return per dollar of investment than the Manufacturers Life. 


* For your information, a copy of this survey will be sent on request. 


Branch Offices in the Following Cities 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the District of Columbia, Arizona and Idaho. 


YOUR OWN COMPANY FIRST... THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 





received $50 in each month, irrespective 
of the fact that, again, he may actually 
have received his total earnings in first- 
year commissions in one particular 
month. The excess over $600 will then 
be charged in units of $50 against each 
month of the year, starting with the last 
month of the year and continuing as to 
each prior month until the excess is ex- 
hausted. However, no part of the excess 
will be charged against any month in 
which he did not engage in self-employ- 
ment or in which he was not entitled to 
benefits.” 


Federal Legislation 


N. H. Seefurth, chairman of the com- 
mittee on federal law and legislation, 
said there is a need for strengthening 
the method of operation in federal 
activities and suggested that the Dis- 
trict of Columbia Life Underwriters 
Association be requested to form a per- 
manent standing committee which will 
give continuing experience and repre- 
sentation in Washington and _ foster 
continuing contacts. He also suggested 
that the so-called “grass roots” mem- 
bers throughout the country be stimu- 
lated to get the life insurance story 
across to every senator and congress- 
man by word of mouth from one of his 
constituents. 


W. H. Nicholls, Jr. 


(Continued from Page 5) 





reduced activity, both of these usually 
caused by worry and uncertainty. We 
have endeavored to set up a program 
every operation of which is designed to 
combat either one or both of these proh- 
lems which so seriously affect the under- 
writer now under contraét. 

_ “The management of our organization 
is convinced that as in the past we still 
face two major problems (1) increasing 
man power and (2) developing the man. 
We also believe firmly that the methods 
that have worked in the past will work 
in the future.” 





Committee Action at 


Minneapolis Meeting 
Minneapolis, April 3—The committee 
on field practices reconfirmed position 
on life insurance and annuity bank loan 
cases and recommended that the prac- 
tice of selling large premium contracts 
through bank loans be brought to the 
attention of local associations and the 
American Bankers Association be warned 
of dangers involved from the public 
relations angle. 

The conservation committee recom- 
mended a change in the basis of quali- 
fying for the National Quality Award 
by requiring qualifiers to join or renew 
local association membership on or be- 
fore June 30 of year in which they 
qualify. 

The committee on compensation ap- 
proved a supplemental report giving 
detailed analysis of proposed revision of 
Section 213 of New York insurance law 
on expense limitation. 


Greeted by Local Men 


Minneapolis, April 3—Trustees of the 
National Association of Life Under- 
writers put in a hard-working day Mon- 
day shaping up the agenda for the com- 
mittee meetings Tuesday. They took 
time off at noon for a cocktail party 
and luncheon with officials and com- 
mittee heads of the Minnesota State 
Association of Life Underwriters and 

(Continued on Page 17) 











April 6, 1951 





Page 17 





IASA Meeting Program 


George H. Hamilton, Phoenix Mutual 
Life, president of Insurance Accounting 
and Statistical Association, has an- 
nounced the program for the associa- 
tion’s 29th annual conference, which will 
be held at the Palmer House, Chicago, 
May 14-16. 

J. Edward Day, Director of Insurance, 
State of Illinois, will give the welcoming 
address. Principal speaker of the gen- 
eral session will be Jerome A. Gotts- 
chalk, president of Counselors, Inc., Chi- 
cago. His subject will be “Men Behind 
the Figures.” 

The life program under the direction 
of Life Vice President Ralph Kennon 
and Life Director Joseph W. Hughes 
will be: 

May 14, James R. Dorsett, chairman. 

Work Elimination—Posting of Pre- 
mium History Cards, H. J. George, Na- 
tional Life of Vermont: Separate Weekly 
and Monthly Registers, A. F. Sanders, 
Reliable Life; Monthly Premium Notices 
and Receipts, Joseph W. Hughes, Pan- 
American Life. 

General Accounting—Barney Liddiard, 
Great-West Life; John L. Alden, Bank- 
ers Life; C. W. Buckman, United Bene- 
fit Life. 

May 15, Kermit Lang, chairman. 

— and Annuity Exhibits—Fred 

*. Heideman, Guarantee Mutual Life. 

a St of Policy Reserves—Frank 
A. Hallen, Mutual Life. 

Valuation and Dividends—Ingolf: Lee, 
Lutheran Brotherhood. 

Persistency Records—M. J. Ritchie, 
West Coast Life. 

Mortgage Accounting, 1951 Model— 
Thomas E. McDonald, Mortgage Bank- 
ers Association. 

May 15, Ordinary, Larger Companies, 
R. B. Wilcox, chairman. Gordon W. 
Thompson, James R. Dorsett, Panel. Or- 
dinary, Smaller Companies, A. W. Saf- 
fert, chairman. Fraternal, E. W. Jenkins, 
chairman. Industrial, A: F. Sanders, 
chairman. 

May 16, J. W. Hughes, chairman. 

“Combined I.B.M. and Addressograph 
Billing and Accounting,” Paul E. Martin, 
actuary, Ohio National Life; “Reming- 
ton Rand Billing and Accounting,” Ralph 
Kennon, comptroller, Northwestern Na- 
tional Life; “Combining Premium and 
Commission Accounting,” Charles Grody, 
comptroller, Midland Mutual Life; 
“Check Notice Plan using I.B.M. 407,” 
Bill Cassara, manager tabulating depart- 
ment, Southland Life; “Combination No- 
tice and Dividend Statement I.B.M. 407,” 
Joseph Slights, manager tabulating de- 
partment, Phoenix Mutual Life. 

Principal luncheon speaker will be 
newsman and humorist. Tom Collins of 
Kansas City. 

eer i Charles A. Bruning 
Co., A. B. Dick, International Business 
Machines, eeacsa Metal Products Co., 
nc., Moore Business Forms, Remington 
Rand, Rol-Dex, Standard Register, and 
Statistical Tabulating Co. will be among 
the exhibitors. 

Nearly one thousand representatives 
of the more than 475 member companies 
and guests will attend. 


NALU Meeting 


(Continued from Page 16) 
of Life 


the Minneapolis Association 
Underwriters. 

John D. Moynahan, president of the 
National Association, presided and _in- 
troduced Charles Petillon, general chair- 
man on arrangements for the Minne- 
apolis underwriters, host organization. 

Mr. Petillon extended a welcome to 
the trustees and introduced the various 
committee heads on local arrangements 
as follows: Arthur R. Hustad, general 


agents and managers; Freeland W. 
Harlow, registration; Palmer Anderson, 
reservations; J. Serrill, finance; 


Russell D. Ekblad, entertainment; Earl 
Mosiman, sessions; Mrs. B. Ander- 
son, women underwriters; Addison Eng- 
land, publicity; Alan W. Giles, sales 
congress; Ellis J. Sherman, president 
state association, and Sabel J. Andersen, 
Minneapolis association president. 





HEARD On The WAY 











I have about concluded not to call 
any insurance man Colonel in any 
newspaper story I write after he leaves 
the service. Either they say they were 
a lieutenant colonel or a major; or they 
are no longer using a military title since 
returning to civilian life; or have some 
other objection. If the newspaper calls 
them captain or major when they really 
were a lieutenant colonel or colonel then 


there is a bad reaction, too. 

The insurance man who had the top 
military rank in World War II was 
Franklin D’Olier when he was head of 
The Prudential. He went to Germany 
as chairman of a commission to ascertain 
the extent of industrial:damage as a re- 
sult of World War II bombing and then 
to Japan on a similar mission. Between 
times he was frequently in Washington. 
One day, wanting to write him a letter, 
I asked his secretary at Prudential how 
to reach Colonel D’Olier. She said: 
“Mayflower Hotel, Washington, but don’t 


address him as colonel. Call him Mis- 
ter.” 

Later, in an interview with Mr. D’Olier 
I told him I understood he had been 
given the ranks of major general in 
Europe and lieutenant general in Japan. 
His response: “That’s correct, but don’t 
print that in the paper. I only got those 
ranks so I could have equal rank with 
my corresponding number when in con- 
ferences abroad.” 

But, at The Prudential he is still re- 
ferred to as Colonel D’Olier just as he 
always has been since he first joined the 
company. That was his title in the first 
World War. 

Uncle Francis. 
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Massachusetts Mutual Life Overseas Show troupe is shown boarding the plane 
which carried it to overseas bases in the Mediterranean and Near East areas to 


entertain Air Force personnel. 


Also in the picture, at the foot of the steps, are 


Major General James W. Spry, commandant of the Atlantic Division of MATS, 
and President Leland J. Kalmbach and Vice President Chester O. Fischer of 
Massachusetts Mutual. 


Mutual Overseas Show 
amateur per- 


Massachusetts 
troupe, comprised of 13 
formers, a director and an assistant di- 
rector, departed on March 15 from the 
Westover Air Force Base at Chicopee, 


Mass., for a two weeks’ tour of over- 
seas bases in the Mediterranean and 
Near East areas. The group flew out 
to Dharan in Sauda Arabia, via the 


Azores and Tripoli, and they presented 


from eight to ten shows on the re- 
turn trip. 
The idea of the overseas show orig- 


inated when this group of amateur en- 
tertainers performed at Westover Field. 
The there, and the Special 
Services Division of MATS, in particu- 
lar, were so favorably impressed that the 
Air Force enable 
the performers to leave their jobs long 


personnel 


sought a sponsor to 
enough to take the show to some of the 
overseas not had 
such entertainment. 


servicemen who had 


the benefit of 


The Air Force furnished transpor- 
tation, billets and mess, while Massachu- 
setts Mutual Life assumed the miscel- 


laneous expenses incidental to the actual 
presentation of the show and the reim- 
to the members of the cast 


lost due to absence 


bursement 
for wages or salary 





Cleveland General Agent 
For Pacific Mutual Life 


John E. Criswell has been appointed 
general agent for Pacific Mutual Life 
at Cleveland, succeeding R. B. Coffman, 
who has represented Pacific Mutual as 
Cleveland General agent for the past 
twenty years and now relinquishes man- 


agerial responsibilities to devote more 
time to personz il interests. 
Mr. Criswell has . been with Pacific 


Mutual in Pittsburgh since 1946, first as 
a member of W. W. Stewart’s general 
agency organization and more recently 
with Stewart’s successor as general 
agent, there C. M. Ganster. Throughout 
the five years of his association with 
the western company, Mr. Criswell has 
been a national production leader and 
Tree lead- 


top-star member in the Big 
ers’ club. 


from work during the two weeks’ tour. 
The cast includes dancers, singers, mu- 
sicians and comedians, and the ages of 
the members range from 15 to 55. 

Prior to departure on the 15th, the 
members of the troupe, together with 
Air Force officers, were entertained at 
a luncheon at the home office. Presi- 
dent Leland J. Kalmbach and Vice Presi- 
dent Chester O. Fischer then went to 
Westover Field to take. part in the de- 


parture ceremonies, where they were 
joined by Major General James W. 
Spry, commandant, Atlantic Division, 


MATS, and Colonel Walter C. White, 
commanding officer at Westover Field. 

The Springfield Republican applauded 
the company for its support of the tour 
in an editorial on Sunday, March 18, 
which stated: “One of the city’s fore- 
most business institutions, the Massachu- 
setts Mutual, thus becomes perhaps the 
first business concern in the nation to 
realize the importance to morale of these 
entertainment tours. And, in these days 
when many people have adopted a gen- 
eral attitude of indifference about the 
service of our men in the armed forces, 
it is inspiring to read the statement of 
Leland J. Kalmbach, president of Massa- 
chusetts Mutual, who declared that the 
entertainment tour will ‘show these men 
that they are not forgotten.’ 


N. Earl York Dead 

N. Earl York, 46, Cleveland branch 
manager for Jefferson Standard Life, 
died suddenly of a heart attack in 
Cleveland, recently. A_ native of 
Alabama, Mr. York started with the 
terior Standard in 1933 in Cleve- 
land, and was Cleveland manager first 
in 1934. In 1940 he was appointed man- 
ager at Tulsa, Oklahoma. In 1944 he 
transferred back to Cleveland and 
served as manager there until his death. 

Mr. York is survived by his wife, 
one daughter and two sons. 





MRS. M. S. MacINDOE DIES 

Mrs. M. S. MacIndoe, representative 
of New England Mutual Life in 
Roanoke, Virginia since 1934, died re- 
cently after a lingering illness. She was 
a member of the company’s Pioneers 
production club, and was active in dra- 
matic and musical organizations in 


Roanoke. 


Insurance Succeeds 
Because Of Record 


BOARDMAN TALK TO LEADERS 


E. J. Moorhead Also Tells Wisconsin 
National Men That Basic Funda- 
mentals Remain Unchanged 


R. P. Boardman, president of Wis- 
consin National Life, in addressing the 
company’s Star Leaders. in French Lick 
Springs, said that today’s agent must 
sell Americanism in the battle for dem- 
ocracy as well as life insurance. 

“We must be concerned today, not 
only about life insurance selling prob- 
lems but also about the threat to our 
free enterprise system,” he said. As Paul 
adjured his followers to ‘Prove all things, 
and hold fast to that which is good,’ I 
ask you to hold fast to life insurance, 
the personification of private enterprise 
which has been proven good.” 


Moorhead on Fundamentals 


J. Moorhead, executive vice presi- 
ent of United States Life, was the first 
guest speaker on the conference program 
which was under the direction of W. J. 
= Merritt, Wisconsin National’s agen- 


director, aided by A. L. Senderhauf 
xt E. H. Metz, assistant agency di- 
rectors. Mr. Moorhead said that the 


wise man profits from his experience, 
the super-wise man profits not only 
from his own but also from the experi- 
ence of others. The job of the agent 
is easier today because he can draw on 
the experience of the agents who have 
been his predecessors. There has been 
little change in the basic qualities needed 
for production success. Those basics are 
the right market, proven prospecting 
techniques, need for good public rela- 
tions, necessity of keeping finance 
straight, an enthusiastic and cooperative 
a and efficient work organization. 

. M. Kanarish, a New York Life Mil- 
tion Dollar Round Table agent, warned 
agents not to neglect small cases because 

“the man who hits singles out into the 
production field will eventually connect 
with a home run. 

In comment on prestige building he 
said “Don’t neglect this, even if you have 
to write your own news releases.” If 
agents have not a good collection of 
motivating stories he advised that they 
dig up some. 

A. & H. Insurance 


In discussing accident and health in- 
surance S. G. Beazley, superintendent of 
those sales said every time an accident 
and health policy is sold it scores “a 
Social Good.” He did not think there 
was any special psychological time to 
close an accident and _ health sale. 
“These policies can be sold any time,” 
he said, “if the prospect can be shown 
a true picture of what can happen when 
disability cuts off income.” 


C. G. LIEMANDT’S NEW POST 


Appointed General Agent at Minneapolis 
for Berkshire Life; Started 
Career in 1930 
The Berkshire Life, Pittsfield, 
has appointed C. G. Liemandt, 
agent at Minneapolis, Minn. 
Mr. Liemandt has had an extensive 
experience in life insurance. He started 
his career in 1930 as a cashier and agent 


Mass., 
general 


for one of the large companies. He 
subsequently became manager for the 
Great West Life in 1939, and in 1943 


general agent for the Penn Mutual. In 
1949 he was appointed as general agent 
for the Massachusetts Mutual at Du- 
luth, Minnesota. 

Mr. Liemandt was educated at Loyola 
and De Paul Universities, and received 
his degree from the latter in 1927. He 
later did post-graduate work at Notre 
Dame University and received his Mas- 
ter’s degree. 

He is active in fraternal and civic or- 
ganizations and served as president of 
the General Agents’ and Managers’ As- 
sociation in Minneapolis. He is a past- 
president of the twin-city Notre Dame 
Club. 





Thomas F. Daly, II, Now 
V. P. of Capitol Life, Denver 


“A Jafay Photograph” 


THOMAS F. DALY, II 
Thomas F. Daly, II has recently been 
promoted by the Capitol Life of Denver, 
Colo., to president, having served 
as director of agencies for the past year. 
Mr. Daly joined the company in 1930 
as an agent progressed through 
management home office 
agency director he 


vice 


and 
agency and 
administration. As 
has supervised the Capitol Life’s offices 
in 13 western states 

The 1950 annual st 1tement of the com- 
discloses that its busines in force 


pany 
as of December 1, 1950, totaled $126,- 
594,508. Total admitted assets amounted 


to $25,504,222. 


O. W. Holman’s New Post 


Oren W. Holman, for the past year 
and a half manager of the life depart- 
ment of the James E. Ainley agency of 
Northwestern National in Washington, 
D. C., has been appointed a field super- 
visor in the Columbus regional field 
service office of the company. 

Mr. Holman joined NwWNL as a per- 
sonal producer in California, Pennsyl- 
vania in 1937. In 1941 he was commis- 
sioned in the Navy and because his 
work in the naval service was of such 
a special nature he was retained on 
active duty until 1949 when he was 
released with the rank of commander. 

In the Columbus office he will assist 
with the supervisory work of the re- 
gion served by the office. 


N. E. Mutual Meeting 


(Continued from Page 15) 


lead to financial hardships for the fam- 
ilies of deceased policyholders. 

General Agents L. Mortimer Buckley, 
CLU, Dallas; Rolla R. Hays, Jr., CLU, 
Los Angeles; H. Arthur Schmidt, New 
York; William L. Wadsworth, Buffalo, 
and Mr. Lawthers, formed a panel to 
outline their methods of stimulating 
business insurance sales. Mr. Gentry 
was the leader of the discussion. 

The final address of the conference 
was given by Wm. Eugene Hays, CLU, 
a general agent in Boston, who spoke 
on the topic “In the Service of Our 
Country.” Mr. Hays urged all general 
agents to take positive steps in imple- 
menting the program for combating in- 
flation which the Institute of Life In- 
surance has originated and promoted 
through publicity and advertising. 

Chairmen for the three days of the 
conference were Mr. Mura, Mr. Hunt 
and Mr. Hays, respectively. 


















r 














April 6, 1951 








esate 
| +— L i“e—_>- 
AS ED“ 









Page 19 








C. L. Freed Is Franklin 
President for A Week 





CLAUDE 


L.. FREED 


A unique idea introduced in the life 
insurance industry is now in effect at 
the home _ office for Franklin Life, 
Springfield, Ill., with six field men: serv- 
ing as acting presidents for a week each. 
This unusual plan was originated by 
President Chas. E. Becker in December 
when he announced that starting Janu- 
ary 1 he planned to take a four-month 
vacation to celebrate his 30 years of life 
insurance work which began as an agent 
in Kansas during 1921. President Becker 
stated that during a portion of his ab- 
sence six field men—four regional mana- 
gers, and two general agents or agents 
would earn the right to: serve as presi- 
dent pro tem, to sit in on executive dis- 
cussions, committee meetings, agency 
councils, and to occupy and use the 
president’s office suite in order to get 
an over-all picture of the home office 
operations. 

The four regional managers were se- 
lected on the basis of their all round 
managerial performance during the pe- 
riod from January 1 to February 28. The 
two general agents were qualified on the 
basis of production, persistency and cash 
premium collections during the same pe- 
riod. 

Claude L. Freed eastern Pennsylvania 
division manager for the Franklin was 
one of the four regional managers se- 
lected for the honor. Mr. Freed became 
associated with the company as eastern 
Pennsylvania manager in 1945 when the 
company opened operations in Pennsyl- 
vania. Since that date he has developed 
an extensive and productive sales organ- 
ization which is currently producing $10,- 
000,000 of new business per year. Mr. 
Freed’s term of office occurred at the 
time when the Franklin celebrated its at- 
tainment of the one billion dollar mark 
as to insurance in force. 


Security Mutual Leaders 

Leading agencies in a recently com- 
pleted president’s drive have been an- 
nounced by Norman T. Carson, agency 
vice president for Security Mutual Life 
of Binghamton, New York. 

The Samuel H. Ganz Agency of New 
York attained 448% of its assigned quota 
to lead the Security Division; Harold 
D. Farber Agency of Buffalo with 412% 
led the Empire Division; John Donald 

3abb of Pittsburgh with 387% led the 
National Division and Fred H. Daniels 
Agency of Syracuse, with 242%, led 
the American Division. 

Mr. Carson also stated that the com- 
pany attained 160% of the expected 
quota and is ahead for the year when 
1951 new business is compared with that 
for 1950. 

Each of the four leading agencies will 
be presented with trophy awards for 
office display. One hundred and forty- 
nine individual awards went to soliciting 
agents, 














If you go out after 
BUSINESS INSURANCE 
You'll go for these 


MANHATTAN LIFE FEATURES 


They apply to Business Women 
as well as Business Men 


1. Rated Term Insurance to Age 64. 
2. Annual Renewable Term to. Age 59 Inclusive. 


3. Waiver of Premium Disability Benefit included in all 
Standard Manhattan Life Policies without specific extra 
charge. Effective to Age 60. 


Liberal Treatment of Overweights and Underweights. 
Ask us for a copy of The Manhattan Life’s Height and 
Weight Table. It will help on those difficult “weight 
cases.” 


? 


5. Five, Ten, Fifteen and Twenty-Year Term Issued to 
Age 64 inclusive. 


Decreasing Term* up to $4,000 initial amount with each 
$1,000 of basic insurance. 
OR 


$2,000 Decreasing Term* with each $1,000 Level 
Premium Term. 


6 


*Insured guaranteed conversion right for commuted 
value of Decreasing Term at time of such conversion. 


Minimum basic policy must be $2,000. if on Term plan. 
7. Upto$5,000 Non-Medical. Age limit : toandincluding 40. 


Ideal Protection: similar to Term Expectancy. Issued 
through Age 64. An excellent business insurance con- 
tract because of low premium cost and coverage is for 
usual business lifetime. 


9. Preferred Risk . 


. What a policy! 


10. Joint Life: issuable to two or three partners with 
Waiver of Premium Disability Benefit as per Item 3 
above. 


11. Sub-Standard: all plans shown above, except Preferred 
Risk, issued on a sub-standard basis up to and including 


750% mortality. 


12. Group: we tailor make our plans to suit the individual 
need. 





PENSION TRUSTS: 


Remember that The Manhattan Life gives women 
insureds the SAME LIFE INCOME BENEFITS AS MEN 
UNDER ANY OF THE LIFE INCOME OPTIONS. 


Our 2nd Century 





NG ‘York, 


Home Office: 120 West 57th Street, New York 19, N. Y. 
JUdson 6-2370 
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Life Insurance Division 


Of United Jewish Appeal 





ISIDOR SIEGEL 


Clarence Oshin, general agent, Home 
Life, has been reelected chairman of the 
life insurance division of United Jewish 
Appeal of Greater New York. Isidor 
Siegel, long with Metropolitan Life, is 
associate chairman. Honorary chairman 
is Isadore Fried, former general agent 
here of New England Mutual Life. In 
charge of UJA drive in Brooklyn, life in- 
surance division, is Edward L. Rosen- 
baum, Mutual Benefit. On executive 
committee is a long list of life insurance 
men, representing many companies. 

The agencies of United Jewish Appeal 
of Greater New York are United Pales- 
tine Appeal Joint Distribution Commit- 
tee, including ORT; United Service for 
New Americans; New York Association 
for New Americans; American Jewish 
Congress; National Jewish Welfare 
Board; American Committee of the He- 
brew University; and Weizmann Insti- 
tute & Technion. 


JEFFERSON STANDARD GAINS 





First Quarter Production Sets Record; 
Plans for National Convention 
Completed 

Jefferson Standard’s new business in 
March amounted to $13,422,198, bring- 
ing total production for the first three 
months of the year to more than $41,- 
900,000. In announcing these figures, 
Karl Ljung, vice president in charge of 
agency operations, stated that this was 
the largest first quarter production in 
the history of the company. 

Plans for a National Convention of 
Jefferson Standard agents to be held at 
the Shoreham Hotel in Washington, 
D. C., April 15-18 have been completed. 
J. M. Bryan, first vice president and 
Jack Causey, superintendent of agencies 
are in charge of the convention activi- 
ties. 

Prominent speakers in the sales and 
political fields will appear in the con- 
vention program. Vernon E. Vining, 
merchandise consultant, Westinghouse 
Electric Appliance Division; Millard 
Bennett, sales consultant, New York 
City; Clyde R. Hoey, Senior Senator 
of North Carolina; Alben W. Barkley, 
Vice President of the United States, 
are among those who will take part in 
the program. 

A delegation from Jefferson Standard’s 
home office headed by President How- 
ard Holderness will be in Washington 
for the convention. It is expected that 
600 agents and their wives will attend, 
coming from the 30 states, the District 
of Columbia, and Puerto Rico, which 
comprises Jefferson Standard’s territory. 
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Gov. Dewey Signs Common 
Stock Investment Bill 


Governor Dewey this week signed the 
bill passed by the New York Legislature 
companies to 
their assets or one-third 
is lower as 
ap- 
and 


permitting life insurance 


invest 3% of 
of their surplus, 
of the preceding December 31, in 
proved common stocks. Insurance 
bank stocks are excluded and the shares 
must have a dividend record of 10 years 
or have earned at least 4%. An invest- 


whichever 


ing company may not own more than 
2% of the outstanding stock or more 
than 1% of its own admitted assets in 


any equity. It is effective immediately. 


Republic National Reports 
Large Increases for 1950 


At the annual meeting of the stock- 
holders of the Republic National Life 
Theodore P. Beasley, president, in a 
review of the company’s operations 
during 1950 reported that life insurance 
in force increased to a total of $310,369,- 


600. Assets increased by $2,162,888, to a 
total of $5,837,404. Total at orn in- 
come stood at $8,885,778, including $6,- 
226,798 applied on life contracts, and 


$2,658,979 on accident and health poli- 
cies. Policyowners of the company re- 
ceived payments during the year total- 
ing $5,623,079, including death claims, 
reimbursement of hospital, medical and 
surgical expense, accident and health 
benefits, and other payments to living 
policyowners. The company’s capital 
and surplus at the close of the year 
amounted to $1,328,461, representing 
that amount of added protection to 
policyowners in excess of the legal re- 
serve set aside to guarantee all policy 
obligations. 

During 1950 Republic. National ex- 
panded its field of operations to include, 
in addition to the state of Texas, the 
states of Oklahoma, Kansas, Nebraska, 
Louisiana, Arizona, Illinois, Michigan, 
Spa age Minnesota, North Dakota, 

South Dakota, Kentucky, Arkansas, 
and Utah. 





J. E. Scholefield Chairman 


~ 





JAMES E. SCHOLEFIELD 


James E. Scholefield, CLU, vice presi- 
dent, North American L ife and Casualty, 
is now chairman of Agency Management 
Association’s Small Companies Commit- 
tee, succeeding E. A. Frerichs, CLU, 
agency vice president, Security Mutual 
of Nebraska. Committee members named 
for a three-year term include Roger 
Bourland, CLU, Liberty Life; H. E. 
Lumsden, Northern Life of Canada; and 
Frank Whitbeck, Union Life of Arkan- 


Sas. 





President Malcolm Adam of Penn Mutual Life receives one air mail delivery of 

547 applications from the Forrest J. Curry Agency, San Francisco, during ‘the 

President Malcolm Adam 40th anniversary testimonial effort. On the left are Vice 

Presidents Herbert Adam, John M. Huebner and D. Bobb Slattery. To the far 
right is Vice President Charles E. Rickards. 


During a 40-day production effort in 
honor of President Adam a group of 
49 field representatives qualified to at- 
tend a two-day business conference at 
the home office March 29-30 a feature 
of which was a dinner~at the Union 
League Club. The Fotrest J. Curry 
Agency, San Francisco, which sent 547 
completed applications actually had a 


* total of 1,045. 
Percentage-wise, the Perrin Q- _Dar- 
gan Agency of Spartanburg, S. led 
all agencies with a total of 245%. ao. 


ers in the other divisions of competition 
were the E. P. Connolly Agency, Des 


Robert T. Hanifin Agency, 
Springfield, Mass.; Henry M. Faser, 
Jr., Agency, Boston; Starr Northrop 
Agency, Denver, and Charles Schatz 
Agency, Albuquerque. There were 36 
agencies which came through with over 
100% of their accepted share. 

At the close of the effort the indi- 
vidual underwriting winner was Lester 
J.. Smith, Spence Agency, New York 
City, with a total of 78 applications, 
practically two a day. The second larg- 
est producer was Robert B. Fritz, Coe 
Agency, Oshkosh, and the third largest 
was George A. Knox, Spence Agency. 


Moines; 





AMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 


diversity of its comprehensive life insurance and annuity 


plans. The specific needs of men, women and children 


under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 


alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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SUN LIFE ASSURANCE COMPANY 


c OF CANADA 
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INSURANCE 


Consecutive Term by 5 Ee Method 
Starts Mon., May 7, for 
Brokers’ Examination on Sept. 19 












NOTARY Pusuc COURSE 
Consecstive Term by the Pohs Method 
Starts Friday, May 11 
AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 
OHS INSTITUTE OF 
132 ney Street 
New big vf A 
Near City Hail 
Tel. COrtlandt 7-7318 
App. by N.Y. State Dept. of Education, 
Dept. of Insurance and Under G. I. Bill 
Bert Mills of Bankers Dead 
Bankers Life Co. of Iowa, died April 3 
at Des Moines. Mr. Mills was an out- 
standing reporter in Des Moines when 
he joined Bankers Life December 1, 1914 
public relations. He was a former presi- 
dent of the Insurance Advertising Con- 
ference. 
F. A. Smart Agcy. Led Those 
The Detroit agency of Equitable of 
Iowa headed by Frederick A. Smart, 
general agent, paid for $4,905,363 of new 
life insurance in 
field men are 
among the 20 lead- 
ing personal pro- 
ducers of the com- 


for Exam. June 

INSURANCE 

Peony age J. POHS, Founder-Director 
3ert N. Mills, for many years with 
to take charge of its advertising and 
Of Equitable of Iowa in 1950 
1950. Four Detroit 
pany for 1950. They 


are T. R. Hawkins, 
Jackson; R. H. Gil- 
bert, H. L. Harvey, 


a U , Kalamazoo; 
m.:-O: Sniart De- 
troit. 

Frederick A. 
Smart, a native of 
Saginaw, Mich., has 
spent 38 years in 
life insurance. He 
began with Mutual 
3enefit in Detroit 
and then became a director and officer 
of the George H. Beach Co., Detroit in- 
surance brokerage firm. He became gen- 
eral agent of Equitable of Iowa in De- 
troit, November 6, 1926. He has served 
on the company’s general agents Ad- 
visory Council and was named Master 
Agency Builder by the company in 1947. 
R. E. Fuller, agency vice president, 
represented the home office at a dinner 
given to the Detroit agency honoring its 
attainments for 1950. 





F. A. Smart 


Joins Franklin Life 

Sidney Lustig, Harrisburg, Pa., for- 
merly associated with the John Hancock 
has resigned to establish the Sidney 
Lustig Insurance Agency and accept an 
appointment as an associate of the 
Franklin Life of Springfield, Illinois, ac- 
cording to an announcement released by 
Claude L. Freed, Eastern Pennsylvania 
manager for the Franklin. 


NAMED FIELD SUPERVISOR 

O. K. Barkley, Sioux Falls, South Da- 
kota and a member of the Northwestern 
National Life’s Eastern South Dakota 
agency, has been named a field super- 
visor in the company’s Des Moines re- 
gional service office. A navy veteran, Mr. 
Barkley has been an NwNL fieldman 
since 1942 and in addition to his work as 
a personal producer has taken on stead- 
ily increasing managerial responsibilities. 


HALE MADE SUPERVISOR 
Occidental Life has announced the ap- 
pointment of Kermit Hale as supervisor 

in the company’s Roanoke, Va., area. 
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Fidelity Mutual Meets 
At White Sulphur Spgs. 


GENERAL AGENTS CONFERENCE 


President E. A. Roberts Heads Group 
From Home Office; Sales Methods 
Feature Meeting 


Fidelity Mutual opened its 1951 con- 
vention this week at The Greenbrier, 
White Sulphur Springs, W. Va., with a 
meeting of the General Agents Associa- 
tion on Monday afternoon. About 350 
members and guests, were entertained 
Monday evening at a reception. 

Calvin L. Pontius, CLU, vice presi- 
dent-insurance, opened the business 
session and presided on Tuesday morn- 
ing following the invocation by J. C. 
Hupp, Fairmont, W. Va. Richard W. 
Campbell, Altoona, Pa., gave the first 
talk of the morning using the topic “In 
These Days.” Lawrence J. Doolin, man- 
ager of agencies, presided over a panel 
“Reaching Today’s Market” in which 

W. Kenney, Jr., Los Angeles; R. L. 
NcGuire, Camden, N. J.; E. H. Meyers, 
be Harrisburg, Pa.; and D. A. Stewart, 
Chicago, Ill., participated. 

President E. A. Roberts concluded the 
morning session with a report on com- 
pany operations. The afternoon was 
given over to a golf tournament for 
men and a tea for the ladies. 

A breakfast was held Wednesday 
morning for CLU members and candi- 
dates. Glenn A. Stearns, associate mana- 
ger of agencies, presided at the morn- 
ing business session which included C. 


Brainerd Metheny, Pittsburgh, who de- 
veloped the theme “Control Yourself, 
Brother, You’re the Boss” and Elsie 
Ullrich, CLU, agency secretary, who 


spoke on the topic “The Wife in the Life 
Insurance Sale.” 

The morning session was concluded 
by a business insurance panel over which 
Harry S. Redeker, general counsel, pre- 
sided. The panel included N. G. Caputi, 
Providence, R. I.; C. K. Gordy, CLU, 
New Haven; G. A. Hatzes, Washington, 
D. C.; and A. L. Sullivan, New York 
City. 

William G. Pierce Gets Award 


Lawrence J. Doolin, manager of agen- 
cies, presided at the "Thursday morning 
session at which the Library Award of 
the General Agents Association was 
presented to William G. Pierce, CLU 
Philadelphia, by O. B. Capps, New York 
City. This award is made annually un- 
der a point scoring plan to the agency 
making the best showing in per cent in- 
crease in the number of those qualify- 
ing for convention attendance as com- 
pared with the previous comparable pe- 
riod, 

A forum of rapid-fire speeches fol- 
lowed. Those participating were D. E. 
Osterling, Chicago, Ill.; M. L. Runey, 
Jr., Columbia, S. C.; R. G Trimborn, 
Philadelphia, Pa.; Gc Wallace, Wash- 
ington, D. C.; and W. L. Winfrey, Louis- 
ville. 

A panel on program selling followed, 
headed by W. Stanton Hale, Atlanta. 
Four participants gave their experience 
in this phase of life insurance selling: 
C. W. Cosper, San Francisco; D. P. 
Kreer, Chicago; W. G. Pierce, CLU, 
Philadelphia; and H. S,. Smith, Jr., 
Tampa. 

H. WN... Lyon, ‘CLU, ‘San Francisco, 
closed the program and the convention 
with an address on “Keeping Calm in 
an Excited World.” 


PLAN WOODMEN MEETING 


More than 175 delegates will attend 
the head camp meeting of the Virginia 
jurisdiction of Woodmen of the World 
Life Insurance Society at Winchester, 
Va., April 10 and 11. 

Speakers at the conference will in- 
clude W. C. Braden, national secretary, 
and Dr. H. B. Kennedy, medical di- 
rector, Delegates will report on frater- 
nal and community service activities of 
the society’s 4,700 Virginia members. 


Write Civilian Pilot Group 


Under a Group policy issued by Min- 
nesota Mutual Life civilian pilots mem- 
bers of the Aircraft Owners & Pilots 
Association may obtain a $5,000 policy 
for a flat rate of $60, according to an 
announcement sent: to its 40,000 mem- 
bers by J. B. Hartranft, general mana- 
ger of AOPA. The Group will become 
effective as soon as the first 1,000 mem- 
bers apply for the insurance. Mr. 
Hartranft said he hoped to have the 
maximum coverage increased to $10,000. 


S. L. Ziegen Addresses 
Boston CLU Chapter 


Samuel L. Ziegen, CLU, general agent 
in New York for Provident Mutual Life, 
addressing the Boston CLU Chapter this 
week on “Estate Tax Form 706,” said 
that the average man is so busy ac- 
cumulating money that he does not give 
sufficient time and thought to its proper 
distribution. He may be tax conscious, 
Mr. Ziegen remarked, but he is not tax 


informed. He leaves many loose ends in 
his estate, business and personal affairs, 
all of which must be gathered together 
at his death by his executor with the 
help of his wife. The four major factors 
which attribute to the necessity for con- 
stant vigilance are new laws and regula- 
tions, new court decisions, economic and 
political changes, and change in the 
philosophy and family situation of the 
client. 

In order to advise clients properly, 
Mr. Ziegen pointed out, it is important 
to study the trends in Ww ashington. 








In the research laboratories of hospitals, 
clinics, and medical schools throughout 
our country, the lights burn late... as 
scientists constantly strive to halt 
humanity’s greatest enemy—CANCER. 


As the lights continue to burn, the hope 
for a cure grows brighter... here’s why: 


Cancer Research Is Paying Off 

Through research—which you have 
helped to support by donating to the 
American Cancer Society—medical 
science now has new weapons to combat 
this disease more effectively than ever: 


Drugs—there is evidence that a chemical 
treatment for cancer may be perfected. 
Certain drugs will prolong the lives of 
cancer victims... other promising com- 
pounds are being tested. 
Hormones—treatment with hormones, 
such as ACTH and Cortisone, has 
brought about dramatic, although tem- 
porary, effects in some types of cancer. 
Other hormones have helped control ad- 
vanced cancer of certain organs. 
X-rays—the development of more power- 
ful machines promises to make this form 
of treatment more effective. 


bglt i. 


Isotopes—radioactive chemicals are be- 
coming increasingly useful in treating 
certain rare forms of the disease. 


In addition, surgical technics have 
been improved so much that once hazard- 
ous operations can now be performed 
safely. And progress is being made’ in 
the development of tests to detect cancer 
in its earliest stages when the chances 
for cure are best. Research has made 


Help Science Help You... 


Mod gruv onitubrcton toclary 
to 


CANCER _ 
oipous hal Rast Gfice 


... your gift will reach your 


American Cancer Society Division 


these life-saving advances possible. But, 
as long as cancer continues to kill some 
210,000 men, women, and children in our 
country each year, we must keep the 
lights burning in the laboratories! Much 
more research needs to be done before 
cancer can be dealt the final blow! 


Your life—the life of everyone you 
know—is at stake. Give generously to 
the 1951 Cancer Crusade. 


Give To Conquer Cancer 


ae 
{ CANCER, 


care of Your Local Post Office 


Here is my contribution of $. 
to fight Cancer. 


Name. 
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REPORT 


former second vice 


PROGRESS OF HOOVER 

Julian S. Myrick, 
president of Mutual Life of New York, 
who is assistant to the chairman of the 
Citizens Committee for the Hoover Re- 
heartening account of 
in putting 


port, has given a 
progress that has been made 
into effect recommendations of the 
Hoover Commission. Mr. Myrick said 
that 50% of the recommendations have 
been made effective at an annual saving 
of about $2 billion in the short time 
1949, to December 1950. “A 


than 


from June, 


far greater accomplishment most 


anybody thought possible,” commented 
Mr. Myrick was a 
before the National 


Association of Life Underwrit- 


who speaker this 


week Council of 
National 
ers meeting in Minneapolis. 

remains to be done. 


Administra- 


A great deal 


Touching on the Veterans 
Government adjuncts 
Hoover Com- 
“Already sag- 
Administration 
new work-loads. 


tion, one of the 
that 
mission, 


studied by the 
Mr. Myrick said: 
the Veterans 


Was 


ging badly, 
is ill-prepared for huge 


The Commission and _ its research 


groups, largely composed of distin- 


veterans, sought ways to im- 


curtailing Federal 


guished 


prove, without serv- 


ice to the veteran. They found scram- 


bled 


ecutives, 


organization, top heavy with ex- 


endless, pointless paperwork, 


inexcusable delay. 

“Not only did the Commission find 24 
supervisors for 25 employes in one VA 
50% of VA 
unnecessarily delayed 
VA takes 


five times as long to pay a death claim 


unit, it also found insur- 


ance conversions 


and 25% improperly handled. 
to a veteran’s widow as do private com- 


times as much man- 
power per policy. VA expanded a nine- 
page law into 994 pages of regulations 
and instructions which nobody could un- 
Not only has VA wasted big 


‘phoney’ 


panies, uses four 


derstand. 
educational projects, 


found responsible 


sums on 
it also was recently 
for nearly $200 million of over-payments 
to men who had already left school.” 

record VA 


brazenly culpable like some other gov- 
spite of rampant 


Even with this was not 


ernment groups. In 
extravagance in Washington Mr. Myrick 
is not discouraged about Hoover Report 
progress. He said the objectives can 
be achieved if citizens and organizations 
on all levels will cooperate. 


ATTACK ON DISCRIMINATION 

Efforts are now being made through 
the United Nations Transport and Com- 
munications Commission to permit in- 
ternational insurance buyers and sellers 
to negotiate more freely in the placing 


of marine insurance than is now pos- 
months marine urder- 
York City have 


government 


sible. For many 


writers in New worked 


against foreign decrees 
regulating and controlling placement oi 
insurance. As the result of statements 
to the UN Commission the latter 
individual 


to adopt a policy of non-discrimination 


made 
has requested governments 
in marine insurance. 
The United Nations 
to conduct a survey to as- 
certain to what extent restrictive meas- 
free 


secretary has 
been asked 
ures are now operating to prevent 
competitive markets in 
John T. Byrne, president of the 
Association of Marine Underwriters of 
the United States and also president 
Talbot, Bird & Co., New York City, 
who addressed the UN Commission on 
behalf of the 


marine insur- 


ance. 


International Chamber of 
declared that 
retaliatory 


Commerce, “restrictive 


practices breed restrictive 


If such a trend continues it 
that 
two countries will be impossible without 


practices. 


may well be transactions between 


breaching the laws of one country or 


another.” 
Mr. Byrne points out clearly that to 
advantages 


attempt to gain 


for one country by regulating insurance 


temporary 
and other international practices a gov- 
ernment merely sets in motion practices 
which in the end will profit nobody and 


will, instead, lead to erection of barriers 
that 


trade of all nations involved. 


will prove costly to the foreign 


Ronald G. Stagg, president, North- 
western National Life, Minneapolis, was 
recently elected a vice president of the 
Minneapolis Chamber of Commerce. 

‘ aa * * 


Louis H. Pink, former Superintend- 
ent of Insurance, New York State, is 
chairman of the joint luncheon meeting 
which will be given by the Citizens Con- 
ference on International Economic 
Union at The Town Hall Club on 
April 11. The club is at 123 West 
Forty-third Street, New York. The 
speaker is Chester Bowles, former Gov- 
ernor of Connecticut and director of 
OPA, and title of his address is “Atom 
3ombs Are Not Enough.” 


Some members of the special services division of Military 
are shown in accompanying picture with Leland J. 
The picture was taken at Westover Field, 


chusetts Mutual Life. 





Air Transport Services 
Kalmbach, president, Massa- 
Reading left to 


right are Colonel Walter C. White, commanding officer, Westover Air Force Base; 
Mr. Kalmbach; Major General James W. Spry, commanding officer, Atlantic division 


MATS; Colonel Peter Agnell, director of personnel, 
Dohnke, special services division, 


Major E. 


Atlantic division, MATS; and 
MATS 





James W. Boyles, for five years asso- 
ciated with the general insurance firm of 
Phinizy & Company, of Augusta, Ga., 
has become a co-partner, according to 
announcement by Stewart Phinizy. Mr. 
Boyles, who went to Augusta 14 years 
3usiness 


ago, attended Hurst College 
and made a specialized study of fire, 
casualty and marine insurance at the In- 
surance Company of North America 
school for agents. 

eee 


George L. Gross’s column on legal in- 
terpretation of insurance, being pub- 
lished at intervals by New York Journal 
of Commerce, is attracting wide atten- 


tion. He is a member of the law firm 
of Powers, Kaplan & Berger. Born in 
New York he attended New York Uni- 


versity and St. Lawrence University Law 
School. He served his apprenticeship 
from 1925 to 1927 with Samuel A. Berger, 
former Deputy Attorney General of this 
state, and was admitted to the bar’ in 
May, 1927. For four years he assisted in 
the investigation of several arson rings 
operating in New York, acting as repre- 
sentative of fire insurance companies. 
He became a member of Powers, Kaplan 
& Berger in 1921. 
x * ok 
George P. LeBrun, Jr., has recently 
completed five years’ service with the 
Employers Mutual Liability of Wiscon- 
sin in the brokerage service department, 
New York office, 99 John Street, and he 
has made a good production record. Mr. 
LeBrun joined the company early in 1946 
after his return from naval service in 
World War II. A radioman 1st class, he 
served for nearly four years and had 
plenty of combat duty. Prior to joining 
Employers Mutual Mr. LeBrun spent 
three years with the Royal Indemnity 
as a special agent before the war and 
nine years with the Aetna Casualty & 
Surety in a similar capacity. 
oe, ek 


Grady H. Hipp, executive vice presi- 
dent and director of Liberty Life, Green- 
ville, S. C., has been appointed Com- 
munity Chest campaign chairman there 
for 1951. 


* * * 

Fran Conlin, general agent in Spokane 
for Mutual Benefit Life, was recently 
elected president of the University of 
Michigan Club of Spokane. 


Robert E. Lee Hill, secretary of the 
Missouri Bankers Association, and a di- 
rector of the Mutual Savings Life Insur- 
ance Co., will again serve as the Mis- 
souri State chairman for the fund-raising 
campaign of the Missouri division of the 
American Cancer Society in 1951. Mr. 
Hill has directed four other successful 
campaigns for the state cancer organiza- 
tion, 





FREEMAN 


H. CARLYLE 


H. Carlyle Freeman, assistant supt. 
of agencies, Bankers National Life, 
Montclair, New Jersey, has been ap- 
pointed assistant chief ‘warden for the 
business area of the Montclair Defense 
Council. Mr. Freeman is also the com- 
pany representative for the Montclair 
Business Association and is an active 
participant in all community affairs. 

ae ee 


Joseph D. Cook has been elected sec- 
retary of Oberdorfer Insurance Agency, 
Inc., of Atlanta, Ga., according to an- 
nouncement by Eugene Oberdorfer, 
president. Mr. Cook became associated 
with the Oberdorfer firm five years ago. 
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British Honor for Frank A. 
Christensen 

British insurance papers received in 
New York last week tell of honors 
given to Frank A. Christensen, presi- 
dent of America Fore Insurance Group, 
during his recent visit to London dur- 
ing which trip he addressed the Insur- 
ance Institute of London. 

Following the address he was made 
an honorary member of the Chartered 
Insurance Institute, a distinction which 
has been conferred upon only two 
other men. 

Mr. Christensen’s talk was given to 
the Insurance Institute in the Hall of 
the Chartered Insurance Institute 
which was filled to capacity. Chairman 
of the meeting was J. W. J. Levien, 
general manager of the Atlas. With 
Mr. Levien were J. A. Miller, D. S. O., 
general manager and secretary of Sun 
Insurance Office who is president of 
the Chartered Insurance Institute; 
E. C. T. Carden, general manager of 
Alliance, and C. F. Trustam, general 
manager of Royal-Liverpool Group. 

Discussing the address of Mr. 
Christensen The Post Magazine said: 
“One of the most distinguished  in- 
surance leaders in the United States, 
Mr. Christensen, who had come over 
from New York specially to address 
the London Institute was given a great 
ovation when he took his place on the 
platform. He was introduced tothe 
meeting by the chairman who said the 
occasion was unique in that Mr. 
Christensen was the first citizen of the 
United States to address the Insurance 
Institute of London, and ‘no one 1s 
better qualified to speak on the sub- 
iect,, which was ‘Insurance in the 
United States and its attendant prob- 
lems.’ 

“At the conclusion of the address Mr. 
Carden proposed a cordial vote of 
thanks to him, emphasizing that his 
visit to Britain ‘was not’ something 
thrown into a_ business trip. Mr. 
Trustam, in seconding the vote of 
thanks, described the lecture as a re- 
view which when printed ‘would form 
an invaluable addition to our libraries.’ 
He added that Mr. Christensen’s visit 
to talk to his British competitors was 
a striking demonstration that competi- 
tion internationally could be friendly. 
So long as companies entering the 
U. S. market played according to the 
rules Mr. Christensen did not wish to 
keep them out. ‘His visit to lecture 
was an act of statesmanship,’ he said. 

“The vote of thanks was carried with 
prolonged applause and Mr. Carden 
again rose this time, he said, as 
president of the CII. He said the 
London Institute council was very keen 
to do something to appropriately mark 
the occasion and had accordingly ap- 
proached the CII whose council had 
no hesitation in conferring upon Mr. 
Christensen honorary membership in 
the Institute. He then presented Mr. 
Christensen with a certificate to that 
effect. 


“Mr. 


Christensen in reply said that 











he was not generally at a loss for words, 


‘but I am now. The honor bestowed 
is one which I will cherish throughout 
my lifetime.’” In concluding its story 
The Post Magazine said: “Mr. Christen- 
sen added that he would like to tell 


the general managers present that 
‘they have a swell bunch of men in 
the United States who are my pals. 


,” 


They are tops. 


* * * 


Insurance Companies Praise Hart- 
ford’s Morning Newspaper 


The Hartford Courant, oldest daily 
newspaper in the United States, is in a 
new building and on March 25 that 
newspaper printed several supplementals 
commemorating the event. In its adver- 
tising columns many insurance compa- 
nies were represented. They included the 
Affiliated Aetna Life Companies, the 
Travelers Companies, National of Hart- 
ford Group, Hartford Fire and Hart- 
ford Accident and _ Indemnity, the 
Phoenix of Hartford, Connecticut Mu- 
tual and Connecticut General. 

The Phoenix is building a new home 
office at the corner of Asylum Avenue 
and Woodland Street, and the caption 
on its ad read: “A Friendly Handshake 
from One ‘New Home-Owner to An- 
other.” 

The National of Hartford Group ran 
a picture of its new home office build- 
ing, with the caption: “To Connecticut’s 
Newest Newspaper Office from Connec- 
ticut’s Newest Insurance Home Office. 
Old in experience, new in_ facilities.” 
The National of Hartford Group has its 
executive and administrative offices at 
1000 Asylum Avenue. 

The Connecticut General’s advertise- 
ment was based on the fact that the first 
Group Life policy issued by the com- 
pany was on Hartford Courant. This 
policy, written in May, 1913, insured the 
staff of the Courant. “The total amount 
of insurance has increased nearly nine 
times through the years,” says Connec- 
ticut General. “Benefits have been paid 
to 71 Hartford Courant families.” 


The Hartford Fire and Hartford 
A. & H. ad was captioned, “Saluting the 
Hartford Courant an Old Friend and 


New Neighbor.” The Courant 141 years 
ago recorded the birth of the Hartford 
Fire Insurance Co. The ad continues: 
“Since then we have both grown to 
great prominence in our respective fields. 
Together, we have participated in nu- 
merous activities in the public interest.’ 
i. ane Connecticut Mutual Life’s ad reads 
in part: “Congratulations from one old- 
timer to another. Connecticut's oldest 
life insurance company takes a special 
interest in congratulating the country‘s 
oldest newspaper on its fine new home. 
When the Connecticut Mutual was 
founded 105 years ago the Hartford 
Courant was already a grandaddy of 82 
and published our opening announcement 
in 1846. Best wishes to our old and good 
friend—and new neighbor—the Hartford 
Courant.” 

Theme of the ad of the Travelers In- 


surance Companies was “Longevity 
Means a Lot.” It started by saying that 
among the friends and neighbors of the 
Courant none is more appreciative of 
the longevity of that institution and all 
that longevity implies than those en- 
gaged in the insurance business. 

The Affiliated Aetna Life Companies 
said the newspaper was old and _re- 
spected when insurance was a new idea 
that was just catching on in Hartford. 
Since that time, insurance has branched 
out into myriad forms of protection, 
“creating within the confines of Hart- 
ford, such an impregnable shield against 
financial loss from the many tricks of 
fate that the capital of Connecticut has 
become the insurance capital of the 
world.” Continuing the ad read: “In 
the various tests through which the 
insurance business has passed in the 
140 years it has existed in Hartford the 
Courant has always stood by its side, 
watching its growth with friendly eyes 
but never failing to report the good 
news and the bad, ever conscious of its 
first obligation—to its readers and the 
community.’ 

E. Magnell is insurance and finan- 
cial editor of The Hartford Courant. 


Cee 


American-Associated Insurance 
Companies 


One of the most attractive looking an- 
nual reports which I have seen recently 
is that of American-Associated Insur- 
ance Companies of St. Louis. Printed 
on fine stock, with artistic use of colors, 
it makes unusually effective presentation 
of comparative figures. 

One of the tables, published in a two- 
page spread, demonstrates the growth 
of the company from 1941 through 1950. 
A December 31 comparison of some of 
the items for these companies on a con- 
solidated basis follows: 

1941 1950 
Net Prems. Earned $19,037,179 $63,748,653 
Net Inv. Income 512,648 1,604,598 

In 1945 the consolidated companies 
wrote $22,842,809 of net automobile pre- 
mums which had grown by end of 1950 
to $43,255,742. Total of other than au- 
tomobile premiums was $11,859,480 in 
1945 and $25,563,241 in 1950.. 

The organization had its beginning in 
1912 and the past decade has been the 
most eventful in progress. Although by 
1940 the American Automobile had grown 
to be the country’s largest insurer of 
automobiles exclusively, it was during 
the period from 1941 through 1950 that 
it expz inded its operations from those of 
a single line company to the point 
where it has become one of the leaders 
in the multiple line casualty field. One 
significant measure of this expansion is 
the fact that net premiums written dur- 
ing the past decade were more than 
twice the total premium volume recorded 
from 1912 through 1940. During the 
same 10-year period the percentage of 
writings in lines other than automobile 
rose from a fraction of 1% to more than 


Since 1940 many 
place in the organization. 
period Workmen’s Compensation, Gen- 
eral Liability, Fidelity, Burglary, Glass, 
Inland Marine and Surety Departments 
were established and put into active op- 
eration. Engineering and payroll audit 
departments were formed and claims 
serving facilities enlarged. Nine new 
branch offices and 29 additional service 
offices were opened to take care of the 
rapidly growing volume of business. Fol- 
lowing the purchase of the Associated 
Indemnity Corp. in 1943 the organization 
introduced the new designation for the 
group of companies: American-Associ- 
ated Insurance Companies. During the 
year 1950 the stated capital of Ameri- 

can Automobile Fire Insurance Co. was 
rence from $600,000 to $1,200,000 for 
the purpose of qualifying that company 
to write certain classes of insurance. The 
increase was made by transfer of $600,- 
000 from the company’s own earned sur- 
plus. Policyholders surplus at end of 
1950 was $22,113,522, an increase of $1,- 
180,144. 


changes have taken 
During that 


Insurance Ticket Vending Machines 


In Canada 


Ontario is considering an amendment 
which will permit accident insurance 
companies to issue policies through 
vending machines, a type of sale per- 
mitted mostly at airports. 

Manitoba legislature has already auth- 
orized sales of accident policies through 
such machines for duration of a trip or 
voyage provided the company gets per 
mit from the Superintendent of Insur- 
ance. 

About a year and a half ago an Amer- 
ican company applied to do business this 
way in Manitoba. The request was re- 
fused because the policy was not thought 
to give sufficient coverage. That policy 
had limited liability to accidents occuring 
within 150 miles of the international bor- 
der. The companies have now agreed 
to accpt liabilit for trips on regularly 
scheduled air or other transportation 
lines. 

* * *” 


sf Retail Credit Changes 

The Retail Credit Co. 
branch in Sherbrooke, Quebec for sery- 
ice in that portion of the Province 
south of the St. Lawrence River and 
Previously handled from Montreal. 
Man; ager is W. C. Huges who has 
been in claim division of the Montre al 
office. The branch office in Quebec City 
has also been given enlarged territory. 

The Retail Credit has also opened 
an office in Corpus Christi, Tex., under 
J. T. Hale, Jr., who has been assistant 
manager of the Houston branch. Terri- 
tory of new office will include 20 coun- 
ties in southern tip of Texas. 


has opened a 


* * * 


Credit Restraint Not Enough 

An article on inflation, called “Un- 
pegging the Government Securities 
Market, published by the Guaranty 
lrust Co. of New York in its monthly 
magazine “The Guaranty Survey,” has 
attracted an unusual amount of edi- 
torial publicity. It takes the position 
that more than centralized or voluntary 
credit restraint is needed as an effective 
weapon against inflationary — threats. 
The article concludes as follows: 

“Voluntary action by financial insti- 
tutions can go far in supplementing 
and supporting centralized regulation. 

‘program for voluntary credit re- 
traint has been developed by repre- 
sentatives of such institutions, ap- 
proved by the Attorney Genefal, and 
submitted by the Federal Reserve 
Board to all financing institutions in 
the United States, with the request that 
they act in accordance with its pro- 
visions. Lenders are asked to screen 
ioan applications on the basis of their 
purpose, :n addition to the usual tests 
of credit-worthiness, with a view to 
preventing the extension of credit 
which does not commensurately in- 
crease Or maintain production, process- 
ing, and distribution of essential goods 
and services. Certain definite types of 
loans are classified as proper and others 
as contrary to the purposes of the pro- 
gram. Compliance is specifically ex- 
empted by the Defense Production Act 
from the prohibitions of the antitrust 
laws and the Federal Trade Commis- 
sion Act. Widespread participation by 
financial institutions in this voluntary 
program would greatly strengthen the 
hand of the Federal Reserve in com- 
bating inflationary tendencies. 

“Neither centralized nor voluntary 
credit restraint, however, can be ex- 
pected to provide more than a valuable 
auxiliary weapon against the inflation- 
ary threat. Credit restraint is an im- 
portant anti-inflationary influence, but 
it is not the most important. The 
crucial question in connection with in- 
flation is still the fiscal one. The need 
for a balanced Federal budget through 
reduction in nonessential expenditures 
and through taxes falling primarily on 
consumer income is in no way dimin- 
ished. It is as necessary as ever to 
stop inflationary lending by Federal 
agencies, to bring the wage-price spiral 
under control, and to end the special 
exemption of farm and food prices 
from general price regulation.” 
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Huge Excess Policy 


On Standard of Ind. 


$500,000,000 VALUE OF :PROPERTY 
Standard Assumes First $500,000 of Each 
Loss; 31 American and Foreign 
Writers on » Puiey 
One of the largest fire insurance 
covers ever written has been completed 
for the Standard Oil Co. of Indiana, 
it is announced by the Insurance Co. 
of North America. It covers property 
valued at approximately $590,000,000 at 
20 locations in eight states, and the first 
year’s premium will be about $750,000. 
Under the policy Standard of Indiana 
assumes the first $500,000 of each loss 
while the underwriting companies pay 
losses in excess of that amount. Excess 
insurance for American indus- 
a controversial subject in 
field for more than 


ot loss 
tries has been 
the fire insurance 
a year. 
North Americe and Home Lead List 
The North America Companies and 
the Home Insurance Co. of New York 
led the list of 31 American and foreign 
insurance companies who are underwrit- 
The policy provides fire 
coverage, which became 
April 1, with a 
Standard of 
companies 


ing the policy. 
and extended 
effective at noon on 
temporary binder given to 
Indiana by the underwriting 

Because the state Insurance Depart- 
ments of Missouri and Iowa have not 
approved the excess of loss rating plan, 
Standard of Indiana’s property in those 


two states is not included in the excess 
of loss coverage. Negotiations are con- 
tinuing, however, and the underwriting 
companies hope to issue the final con- 


tracts protecting the properties in those 


states also. 


Despard & Co., New York brokers, 
represented Standard of Indiana in 
negotiations for the policy. Many major 


American fire insurance companies and 
Lloyd’s of London are represented among 
the underwriting companies. American 
companies have 59% of the risk and the 
foreign companies have the balance. 
According to a spokesman for the 


North America, completion of the 
Standard of Indiana policy represents 
a long step forward for the excess of 
loss principle in fire insurance. 

For many years, heavy industries in 
this country have had maintenance 
losses, which are recurring unavoidable 


incidental to normal 
full insurance cover- 
age for these maintenance losses is un- 
economical for most large industries and 
Standard of Indiana among them, 


fire iosses that are 
operations. Buying 


many, 
have self-insured these maintenance 
losses. Until recently, these self-insurers 
have not been able to buy insurance to 
cover only abnormal or catastrophic 
losses from American insurance com- 
panies. 


Applied for Cover Last Year 

Standard Oil of Indiana applied for 
excess of loss coverage in November, 
1950. With the completion of the list 
of underwriting companies, the proposed 
policy was filed for approval by the 
Insurance Department of Indiana. After 
approval it was filed in the other states 


where Standard of Indiana has _ prop- 
erty; Michigan, Iowa, Wisconsm, Min- 
nesota, Missouri, Kansas, South Dakota 
and Wyoming. Illinois had already given 
approval. 

Approval was given by all except 
Missouri and Iowa, where Standard of 
Indiana has seven properties. Rather 


than postpone the coverage, the under- 
writing gave a binder providing excess 
of loss protection in the other eight 
states. 

In addition to the eight states ap- 


proving the Standard of Indiana policy, 
states have also approved 
loss policies. They are New 


six other 
excess of 


York, Pennsylvania, California, New 
Jersey, Delaware and Colorado. 
According to North America’s spokes- 


man, the way now seems clear to the 
writing of more excess of loss policies 
for American industries. In view of the 
increased production for national de- 
fense, this is particularly important, he 
said, 
American ‘Companies on Risk 

The American companies, whose indi- 
vidual shares of the risk range from 
8.5% down to .10%, are Insurance Co. 
of North America, Indemnity Insurance 
Co. of North America, Home Insurance 
Co., Stewart, Smith, Inc., St. Paul Fire 
& Marine, Fireman's Fund, Aetna In- 
surance Co., Fire Association of Phila- 


delphia, Federal, American Insurance 
Co. of N. J., Union Mutual Fire of 
Providence, R. I, Employers Mutual 
Fire. 

Also gooey Centennial, American 
Equitable, Camden Fire, American Mo- 
torists Fire, Transportation Mutual, 
Guaranty Fire & Marine of Charleston, 
S. C., Universal, Lexington Fire, Hard- 
ware Dealers Mutual, Kansas City Fire 
& Marine, Indiana Insurance Co., 
Planet. 


The foreign insurance companies hav- 
ing a share of the Standard of Indiana 
policy are headed by Lloyd’s of London. 

Among installations of the Standard 
Oil Co. of Indiana insured under the 
policy are: refineries in Indiana, Illinois, 
Kansas and Wyoming; lake terminals 
in Michigan and Wisconsin; river ter- 
minals in Indiana and Illinois, and pipe 
line terminals in Indiana, Illinois, Min- 
nesota and South Dakota. 

The insurance covers Josses by fire, 
lightning, windstorm, hail, explosion, 
riot, riot attending a strike, civil com- 
motion, aircraft, vehicles, smoke, van- 
dalism 


and malicious mischief. 
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Williams to Retire as 
Executives Ass’n Head 

OFFICE WILL BE ABOLISHED 

Trustees Also Will Be Eliminated 


Cooney Announces After Meeting 
at Savannah, 








Edward L. Williams, president of the 
Insurance Executives Association, is re- 
tiring on May 1 when the office of 
president will be eliminated. At a spe- 
cial meeting of the IEA at Savannah, 
Ga., this last week-end it was voted 





EDWARD L. 


WILLIAMS 


also, according to John R. Cooney, chair- 
man, to eliminate the offices of trustees. 
Mr. Williams, who became president 
of the IEA in September, 1943, is a native 
of Lunenberg County, Va., his family 
having been prominent in public affairs 
of that state since 1687. Following gradu- 
ation from the University of North 
Carolina, Mr. Williams pursued his study 
of the law at Columbia University and 
(Continued on Page 25) 
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General Adjustment 
Bureau Changes Made 


EASTERN DEPT. PROMOTIONS 


Moore Executive Supervisor; Leach and 
Murphy Executive Assistants; Wik- 
man Manager of Education 


In a series of changes effective April 
1, William C. Moore has been appointed 
executive supervisor in General Adjust- 
ment Bureau’s Eastern department. Earl 
F. Leach and William T. Murphy have 
been named executive assistants, and 
Alan Wikman has been advanced to the 
position of manager, education and re- 
search. 

Mr. Moore joined the bureau in 1927 
at Newark, N. J., and was later trans- 
ferred to Buffalo. He was made mana- 
ger of the Niagara Falls office when it 
opened in 1930 and was subsequently 
transferred to Pennsylvania where he 
headed the Allentown and_ Reading 
offices. Appointed branch manager at 
Hartford in 1936, he was transferred to 
the department office as executive as- 
sistant in 1946, later being named di- 
rector of education and research. 

Leach, Murphy and Wikman 

Mr. Leach has been with the bureau 
since 1925. He has served in the Newark, 
Asbury Park, Paterson, and Trenton, N. 
J., offices, and was appointed branch 
manager at Jersey City in 1942. In 1948 
he was appointed a general adjuster and 
assigned to the departmental office staff. 

Mr. Leach has been with the bureau 
since 1925. He has served in the New- 
ark, Asbury Park, Paterson, and Tren- 
fon, NL Is offices, and was appointed 
branch manager at Jersey City in 1942. 
In 1948 he was appointed a general ad- 
juster and assigned to the departmental 
office staff. 

Mr. Murphy has been a member of 
the Eastern department staff for twenty- 
six years. He’ was appointed branch 
manager at Jersey City in 1934 and be- 
came manager of the Newark office in 
1943. In 1949 he was appointed general 
adjuster in New Jersey and was trans- 
ferred to the departmental office the fol- 
lowing year. 

Mr. Wikman joined the bureau in 1927 
when he was assigned to the Scranton 
office. Appointed branch manager at 
Scranton in 1942, he was later trans- 
ferred to Buffalo as assistant manager 
and in 1947 was assigned to the depart- 
mental office as assistant director of edu- 
cation and research. 


Multiple Risk Rating 
Plans Filed in New Jersey 


General Manager Leon A. Watson of 
the Fire Insurance Rating Organization 
of New Jersey announces that he has 
submitted to the New Jersey Insurance 
Department for approval rates and rules 
for writing multiple location fire risks 
as offered by both the Multiple Loca- 
tion Service Office and by the compa- 
nies supporting the new Independent 
Plan. 


Pennsylvania Fire Changes 


In Philadelphia Office 


Assistant Secretary William L. Rhoades 
at the Philadelphia office of the Penn- 
sylvania Fire and its four associate com- 
panies, is now devoting his entire time 
to production in the City of Philadelphia. 

John J. Flood has been advanced to 
assistant manager at the Philadelphia 


office which is under management of 
Carl L. Brandt, secretary. Mr. Flood 
has been connected with the Illinois 


department of this group of companies 
for 22 years, During more recent years 
he has been active in the northern Illi- 
nois field and in a supervisory capacity 
in the Chicago office. 

In the past Mr. Flood has served on 
the executive committees of the Cook 
County Field Club and the Illinois Fire 
Underwriters Association. He has been 
a member of the Blue Goose for some 
years, 
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Erhardt Is President 
Of Allied Lines Ass’n 


SUCCEEDS LEONARD PETERSON 





Wilson Vice President, Smith Secretary 
and Stone Treasurer; Sherwood 
of National Board Speaks 





The annual meeting of the Allied 
Lines Association was held Thursday, 
March 29, at the Hotel Biltmore in New 
York City with more than one hundred 
company members, subscribers and 
guests attending. 

Highlights of the meeting were the 
report rendered by President Leonard 





JOHN L. ERHARDT 


Peterson and guest speaker Donald 
Sherwood, general adjuster of the Na- 
tional Board of Fire Underwriters, who 
delivered an address on “The National 
Board Catastrophe Plan.” 
fficers Elected 

The following officers were elected: 
president, John L. Erhardt, assistant U. 
S. manager, Royal-Liverpool Group; 
vice president, Millard T. Wilson, vice 
president, Travelers; secretary, Walter 
E. Smith, secretary, Phoenix Insurance 
Co.; treasurer, Dwight G. Stone, secre- 
tary, Aetna Casualty & Surety Co. 

The following were elected to the ex- 
ecutive committee for a term of three 
years: Mr. Peterson, vice _ president, 
Home Insurance Co.; Henry C. Klein, 
secretary, New York Underwriters; W. 
L. Bellmer, secretary, National Fire. 

Other members of the executive com- 
mittee are E. H. Brooks, secretary, Fire 
Association; A. L. Ross, vice president, 
Crum & Forster Companies; J. E. Dow- 
ney, secretary, Aetna Insurance Co.; 
Lester Harvey, president, New Hamp- 
shire Fire; John Rygel, vice president, 
Hanover Fire; Frederick P. Walther, 
secretary, America Fore Group. 

William F,. Roembke is manager of 
the association. 


Wm. Van Iderstine Retires 

William Van Iderstine, state agent of 
the Northern Assurance in Pennsylvania, 
retired April 1 after serving the com- 
pany over 31 years. Special Agent Wil- 
liam J. Brassell is in charge of the Pitts- 
burgh office. United States Manager 
Earl D. Patton says that Mr. Van 
Iderstine “has been a most loyal and 
conscientious member of our family. As 
an ardent exponent of fair dealing he 
has rendered a valuable service to both 
agents and company.” 


SHUFORD HOME SPECIAL 

Charles A. Shuford has been appointed 
special agent for the Home Insurance Co. 
at its Atlanta, Ga., office. Mr. Shuford 
formerly served as a rate fieldman for 
the Georgia Inspection and Rating Bu- 
reau. He will make his headquarters in 
Atlanta under the supervision of Mana- 
ger C. R. Willcoxon. : 





Edward L. Williams 


Continued from Page 24) 
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the University of South Carolina. He 
was admitted to practice in Camden, 
S. C., as a partner in the firm of 
Blakeney and Williams, but joined the 
New York law firm of Cravath and 
Henderson in 1918. 

In 1921 he became asociated with the 
law firm of Wright, Gordon, Zachry, 
Parlin & Cahill, leaving that firm to 
join the Insurance Executives Associa- 
tion. Mr. Williams had been special 
counsel to National Board of Fire Un- 
derwriters while in the private practice 
of law. 


Multiple Lines 


(Continued from Page 1) 


present were Alfred J. Bohlinger, New 
York; David A. Forbes, Michigan; J. 
Herbert Graves, Arkansas. H. T. Chris- 
tie, deputy, casualty rating, of the Flor- 
ida department, represented Commis- 
sioner J. Edwin Larson of that state. 

T. D. McCarl, manager, Multiple Lo- 
cation Service Office, explained amend- 
ments to the MLSO plan which have 
been achieved since last December so 
that certain obiections have been re- 
moved. Gorge R. Carey, general coun- 
sel, America Fore Group, and Robert M. 
Loeffler, attorney and assisting Mr. 
Carey, explained the Independent Plan 
for rating multiple location contents 
risks. The basic difference between the 
two plans is that the MLSO plan uses 
loss experience in determining rate 
credits and debits whereas the Inde- 
pendent plan utilizes expense factors in 
credit rating. 

Mr. Carey said the Independent plan 
is now in effect in nine states and the 
District of Columbia. The states are 
Iowa, New Hampshire, Vermont, Con- 
necticut, Pennsylvania, California, New 
York, South Carolina and South Dakota. 
The MLSO plan, the older of the two, 
is now operative in a larger number ot 
states. 

Explaining the Independent plan Mr. 
Carey said, in part, to the NAIC com- 
mittee: 

“The plan utilizes the specific rates for 
the property included in the coverage, 
and thereby gives full recognition to the 
elements of hazard. To the average of 
those rates the plan then applies its 
final adjustment factor calculated to re- 
flect the special characteristics in ex- 
penses and dispersion of risk incidental 
to Form 1 and 5 coverage. : 

“All multiple location contents risks 
presenting the same characteristics, e.g., 
in size of premium, number of locations 
and evenness of distribution, would re- 
ceive exactly the same adjustment. By 
that means, the plan gives recognition 
to characteristics not already reflected 
in the rate structure and preserves equal 
treatment for all risks involving essen- 
tially the same hazards and expense ele- 
ments. 

Description of Independent Plan 

“Rule 10 of the plan provides first for 
a basic average rate to which the rate 
adjustment determined by Rule 11 is 
applied. In substance Rule 10. provides 
for the calculation of an_ interstate 
weighted average of the specific rates 
with highest co-insurance credit for 
each item of property covered, with the 
proviso that to each rate used in cal- 
culating the average shall be applied 
a credit of 5% for full insurance to 
value to the extent that such credit is 
not already reflected in the specific rate. 

“The amount of the rate adjustment 
provided in Rule 11 is determined by a 
combination of three factors: (1) the 
size of the premium, (2) the number of 
locations, and (3) the maximum liability 
at one location. 

“The amount of the adjustment for 
the first of these factors is taken from 
the table in subparagraph (a) of Rule 11 
Al, and ranges from 5% to 15% of that 
portion of the basic annual premium 
which is in excess of $1,000. 

Amount of Adjustment 

“The amount of the adjustment for 

the latter two factors ranges from 0 to 


10% of that portion of the basic annual 
premium which is in excess of $1,000, 
and is determined by combining the 
hgures taken from the two tables in 
subparagraph (b) of Rule 11 Al. The 
tables are devised to minimize the 
amount of the adjustment attributable 
to increasing number of locations un- 
less there is also a significant distribu- 
tion of values among the locations with- 
out a major concentration of value at 
one. 

; “The total amount of the adjustment 
is subtracted from the basic annual pre- 
mium. The result is divided by the total 
of the values to secure the policy rate. 
Before dividing to secure the policy 
rate, however, the sum remaining after 
subtracting the amount of the adjust- 
ment is apportioned among the perils 
covered, in the same proportion as the 
basic annual premium for each peril 
bears to the total, in order to provide 
for the calculation of a final policy rate 
and premium for each peril separately. 

“The plan also provides for a term 
policy rate for policies issued for a term 
of three or five years, with annual pre- 
mium adjustment; in so doing Rule 13 
provides for the calculation of the term 
policy rate in a manner which avoids de- 
priving the insured of any term credit 
which would be applicable to the prop- 
erty if covered specifically. The plan 
merely incorporates prevailing rules in 
the calculation of the rate by separately 
listing the values of property eligible for 
term credit.” : 

Why Not to Buildings? 

Chairman Stone asked why multiple 
location rating is not applied to buildings 
as well as contents. It was stated that 
the plan originally was devised to insure 
fluctuating values, and hence contents 
only, but that the matter of giving 
credits to buildings on multiple risks is 
something worthy of full study now. 
Asked why there are no debit factors 
in the Independent Rating Plan Mr. 
Loeffler said there is no debit element 
in savings on expenses. 

Mr. McCarl explained that the MLSO 
rating plan contemplates basic rate 
charge derived from loss ratios, modified 
by credibility factors, including number 
of locations and evenness of distribution 
of insured values. He hinted, with a 
smile, that as the MLSO plan has a 
debit factor for poor loss experience, 
less desirable risks should gravitate to 
the Independent plan which includes no 
debit factors, 

Cost-Finding Studies 

James J. Higgins, New York depart- 
ment, chairman of the subcommittee of 
technicians of the rates and rating or- 
ganizations committee, reported on a 
study of methods for expense studies of 
multiple location risks. He said that the 
MLSO has a plan for cost finding but 
that the Independent plan companies 
and the Liberty Mutual had not filed 
plans. He recommended that a joint 
cost-finding study should be made by all 
factors in the industry. 

This proposal gained little support 
from any of the major writers of mul- 
tiple location risks. Their attitude seems 
to be that they are not interested in- 
dividually in going to the expense of 
proving or disproving factors in rating 
plans to which they do not subscribe 
in principle. They do not feel there is 
a common program for statistical study. 

Whereupon Superintendent Bohlinger 
of New York stated: “We shall have to 
institute our own study if the industry 
won't do it.” 


NAIC Zone 3 Meeting 
At New Orleans April 10-11 


Zone 3 of the National Association 
of Insurance Commissioners will hold a 
meeting at the Roosevelt Hotel, New 
Orleans, on April 10-11. At the open 
session on April 10 subjects for discus- 
sion will include package policies, fire 
legal liability, experience and schedule 
rating, future of policy fees, unauthor- 
ized insurance and agents’ qualification 
laws. 

On April 11 there will be executive 
sessions of the Commissioners and their 
staffs, 
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Pearl American Group U. 8. Manager 
Gives His Views of This Country 


D. J. Cowie Interprets, for British Readers, American Ideas 
and Principles; Finds U. S. Actions Now Based on Same 
Idealism W hich Has Guided Nation Since Inception 


D. J. Cowie, United States manager 
of the Pearl American Group, has writ- 
ten a series of ert articles on the 


United Sti ites for “The Pear] Magazine,’ 
a journal for the leat of the Pearl Assur- 
ance Co. London. In these articles he 
aims to convey a general impression of 
the U.S. and the outlook of its people 
so that those in England “may better 
understand the background — against 
which the Pearl operates.” He described 
also operations of the Pearl in this coun- 
try. In his friendly and refreshing re- 
j Mr. Cowie both commends and 
criticises conditions as he finds them in 
the United States. 

In his first article, 
Uni ited States—the Country 
ple” Mr. Cowie tells of the 
of the U.S. and its natural 
Then taking up European 
derived from Hollywood films he writes 


Films and Books Fail to Give Real 


Picture 


marks 


entitled “The 
and Its Peo- 
large area 
resources 
gear: 





“Hollywood films and American liter- 
ature probably present a rather contus- 
ing picture of this country to those 
living elsewhere. To many the mention 
of the United States will bring to mind 
a picture of New York with its towering 
skyscrapers, its penthouses, its ‘dead- 
end’ slums, the subway, the elevated rail- 
way, Times Square and Coney Island, 
all mixed together in a noisy hubbub of 
people rushing to make a quick fortune. 
“Others may think of Chicago with its 
hardheaded middle-westerners, its steel 
plants and stotkyards and_ gangsters 
lurking around every corner. Still others 
may picture sprawling Los Angeles with 
its Hollywood make believe. Miami with 
lying on its golden sands 
or drinking cocktails at the Roney 
Plaza, or possibly the Wild West with 
its cowboys and cattle on the broad 
ranges. All of these and more make up 
aleidoscope of the United States. 

“But the majority of people do not live 
in the large metropolitan centres and if 
anything can be said to be typical of this 
country possibly it is the small town that 
seen portrayed in second 
films, with moderate 
streets of a geo- 
metric pattern with its main street, the 
corner drugstore, its movie theatres, 
churches, its country en and railway 
rig 


millionaires 


have 
Hollywood 
laid out in 


you may 
feature 


Size homes 


stat 


tion, and the people who live on the 


side of the tracks and those who 


i on the wrong, people who are 
friendly, ordinary people like the rest 
of us who have their everyday cares 
and worries but enjoy the simple things 
of life 

“Owing to the nature of the country’s 
development and the differences in en- 


vironment that exist in a country so 
large, the outlook and interests of the 
people vary greatly from place to place,” 
writes Mr. Cowie. “In the early settle- 
ments of New England a more conserva- 
tive outlook may be found than in areas 
such as Texas which are still being pio- 
neered. The deep south, while conserva- 
tive, has still different characteristics, 
and thoughts of the economic damage 
caused by the Yankees in the war be- 


tween the States still linger in some 
southerners’ minds. 
e have in New Orleans a French 


city, in Cincinnati and Milwaukee Ger- 
man, in Minnesota Swedish communities 
and so on, all of them retaining some of 
the customs and often the languages of 
their countries of origin and yet all 
American and all characterised by warm- 
heartedness, generosity and hospitality 
that is typical of a young nation. 


American Way of Life 


“In spite of the fact that the ways 





D.. J. 


COWLE 


of life are considerably different in the 
two countries, most E nglish visitors feel 
at home here. Because of the common 
language and the fact that the English 
have grown up to regard the people 
of this country as thelr ‘American 
cousins’ English visitors are often sur- 
prised to find the population so hetero- 
geneous. The country has of course been 
settled largely by people who have left 
their native lands to escape religious and 
political persecution or racial prejudice, 
or to seek a country offering better 
prospects for economic advancement, and 
it is a major achievement of the United 
States that this diverse mixture of peo- 
ple should have attained a degree of 
homogeneity under a_ unified political 
system. 

“The process of assimilation has been 
proceeding for many years, but as thou- 
sands of immigrants reach these shores 
every year a planned program must be 
pursued to achieve the necessary results, 
and free adult education is provided 
to teach newcomers the English lan- 
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guage and to indoctrinate them in Amer- 
ican ways. 

“However, no such group of people 
could be permanently bound together 
into a cohesive nation without basic mu- 
tual interests, and the common tie which 
unites them is what has been loosely 
termed the ‘American Way of Life.’ 
This expression is used on the platform, 
in the press and in advertisements, and 
most people would be taxed to explain 
precisely what they mean by it, but the 
expression has behind it the conceptions 
of liberty and the pursuit of happiness 
and the ideal of freedom of the individ- 
ual which have been preserved since 
the early days of the Republic. On these 
principles the country was founded and 
they will continue to guide its domestic 
and international policies. * * 
adventure, the 


“The same spirit of 
energy and resourcefulness found in 
their forbears are still ch iracteristic 


of the present-day American. He _ is 
never quite satisfied with what he has 
and is always seeking something better. 


In the open spaces of the west there 
are still pioneers, and in the existing 
cities older buildings are being torn 


down to make way for new. Not all of 
their ventures are successful, but because 
of their background Americans have de- 
veloped a natural resilience and opti- 
mism and they bounce back again after 
every setback. In the economic history 
of the world there was never a collapse 
of the severity and extent of that which 
hit this country in 1929 and yet today 
the United States enjoys a degree of 
prosperity and a standard of living never 
previously equalled. 

“This standard have 


could scarcely 
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been attained w:thout a p‘entiful supply 
of natural resources, but credit for their 
exploitation must be given to the enter- 
prise and industry of the people them- 
selves and their system of government.” 


Liberty of the Individual 


Another article deals with the politi- 
cal scene in this country and after out- 
lining the American form of government 
Mr. Cowie refers to the guiding prin- 
ciples of the American political scene 
as follows: 

“These principles have naturally been 
influenced by past events, and prominent 
in the earlier history of the country was 
the revolt against the English monarch 
whose dictatorial] policies were not ac- 
ceptable to people who came here in 
search of freedom and liberty. This an- 
tipathy to autocratic government and 
oppressive power continues to influence 
American political actions. Strong em- 
phasis has always been placed on the 
liberty of the individual, and freedom 
of worship, speech and the press are 
provided for in the constitution. I be- 
lieve it is true to say that in the general 
behavior of the people there is more evi- 
dence here of the belief that the govern- 
ment is the servant of the people and 
not its master than is the case in most 
democracies. 

“The American conception of liberty 
of the individual includes freedom of 
enterprise. To prevent a person from 
engaging in any business not in conflict 
with the interests of the community is 
regarded as an unjustifiable restriction 
of personal liberty, and consequently the 
nationalization and socialization of in- 
dustry is generally repugnant to the 
American public. 


International Policies 


“Scientific and political developments 
resulting from the Second World War 
have now changed the outlook and rela- 
tively little isolationism remains, but 
its international policies as expressed 
through the United Nations are a pro- 
jection of the principles of the liberty 
of the individual which govern its in- 
ternal policies. Some people may think 
that in their efforts to bring independ- 
ence to other nations America has gone 
too fast in the creation of a_ brave 
new world and has forced democracy 
on peoples who are not educated to exer- 
cise their new-found freedom. This re- 
mains to be seen, but their actions have 
been based on the same idealism which 
has guided the nation since its inception. 

“While the American is proud of his 
heritage, he knows it is not perfect. 
The machinery of government is fre- 
quently not too efficient and often cum- 
bersome, but, as in most democracies, 
while they appear to muddle through 
they usually come out with the right 
answer. The spirit of goodwill and 
generosity which exists here towards all 
democratic countries is, I believe, one 
of the bright patches in an otherwise 
cloudy political sky. It was this spirit 
which prompted lend-lease during the 
war, the post-war financial assistance for 
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reconstruction, the prospective arms aid 
to Europe and the anticipated economic 
aid to undeveloped areas, all at consider- 
able cost to the American people. Such 
projects are unprecedented in the history 
of the world, and the idea that they 
could have been conceived would have 
been derided a decade ago.” 


N. Y. Subways and Humidity 


The third article is devoted largely to 
operations of the Pearl American Group 
and how underwriting and loss adjusting 
are conducted in the United States. De- 
scribing the locale of the U.S. home 
office in lower Manhattan in New York 
City Mr. Cowie paints the following 
picture for his English readers: 

“Hundreds of thousands of people 
crowd into this small island for their 
daily work from metropolitan and sub- 
urban New York and from the States of 
New Jersey and Connecticut. They 
travel by car, bus, train, subway and 
ferryboat and the more fortunate in 
their own yachts or in seaplanes which 
land in the East River at the foot of 
Wall Street. 

“Because of the height of New York’s 
office buildings a large number of people 
work in a small land area and transport 
facilities are taxed to capacity, and I 
doubt whether anyone at the home of- 
fice would complain about the London 
underground system after a brief expe- 
rience of the ‘(New York subways in the 
rush hours. We have a pleasant office 
in New York and living conditions here 
are generally good but the climate de- 
tracts to some extent from the advan- 
tages. 

“The summers are extremely humid 
with temperatures ranging up to 100° F., 
while the coldness of the winter is ac- 
centuated by the icy winds which blow 
through the canyon-like streets.” 


SPRINGFIELD PROMOTIONS 


Pease Is Assistant Vice President; 
Almgren Secretary and Sherley 
Assistant Treasurer 
The Springfield Fire & Marine and 
New England Insurance Co. announce 
that Harlan T. Pease, assistant treas- 
urer, has been elected assistant vice 
president; Herbert P. Almgren, assistant 
secretary, is advanced to secretary, and 
John N. Sherley, superintendent of the 
analytical department, was elected an 

assistant treasurer. 

Mr. Pease was employed by the 
Springfield on January 1, 1915. He has 
served the company steadily except for 
a period of military service during the 
first World War. He has progressed 
from clerical positions in the treasurer’s 
department to assistant cashier, auditor 
and assistant treasurer. 

Mr. Almgren joined the Springfield 
in October, 1940, having graduated from 
Springfield College in 1938. He served 
in the Navy during World War II with 
the rank of lieutenant, junior grade. In 
January, 1946, Mr. Almgren returned to 
the Springfield and was appointed office 
superintendent. He was elected assistant 
secretary of the companies in 1949. 

Mr. Sherley was employed by the 
Springfield in 1935. He received his 
Bachelor of Science degree at Sheffield 
Scientific School, Yale University. Dur- 
ing the war, he served as second lieu- 
tenant. Returning to the Springfield, he 
was appointed superintendent of the 
reinsurance department in 1946, and 
1949 became head of the company’s 
newly established analytical department. 





Marshall A. Woodman Dies 


Marshall A. Woodman of Amityville, 
Long Island, N. Y., formerly with the 
Royal- Liverpool Group, died March 29 
at the age of 79. At the time of his 
retirement from Royal-Liverpool in 1937 
Mr. Woodman was superintendent of the 
East and Northeastern loss department. 

Joining the group in 1889 as a map 
clerk Mr. Woodman was at various 
times an assistant examiner an_ under- 
writer, and a special agent in the subur- 
ban field, but most of his experience was 
in the loss department. 


NATIONAL UNION CHANGES 


Miller Elected a Director of Company; 
Schreiber Assistant Sec’y; Gillespie 
and Kenmuir Specials 
Robert F. Miller, vice president of the 
National Union Fire of Pittsburgh, was 
elected a director at the 
board, March 27, to fill the vacancy cre- 
ated by the passing of John M. Thomas. 
Mr. Miller has been associated with the 
company many years in charge of the 
Allegheny County department and re- 
cently was transferred to the home office 

to assume broader executive duties. 
At this same meeting, W. L. Schreiber 


a meeting of 


was elected assistant secretary and will 
be assigned to the home office. Mr. 
Schreiber has been connected with Na- 
tional Union for ten years as state agent 
for western Michigan with headquarters 
at Grand Rapids. 

Arthur C. Gillespie and William A. 
Kenmuir, Jr., are appointed special 
agents. Both appointees are former serv- 
icemen and products of the insurance 
course conducted at the home office. Mr. 
Gillespie has been assigned to assist 
State Agent Renkey at Harrisburg, Pa., 
and Mr, Kenmuir will be associated with 

. W. Eastman, manager, Virginia- 
Carolinas department at Richmond, Va. 


J. S. McClellan Dies 


J. Somes McClellan, gs of 
Knox & Mead Company, Troy, N. Y., 
insurance firm, and former treasurer 
and secretary of the Hudson River Bell 
Telephone Company in Albany, died 
March 21 at his home, 26 Second Street, 
Troy. 
associated 


Mr. McClellan, who was 
with the insurance business in Troy 37 
years, worked for the telephone com- 


pany in Albany 15 years before moving 


there. He was born in Mentor, Ohio, 
and was first president of the Troy 
Underwriters Association organized in 
1939. 


Steps To More Business 





EY national advertisement we pub- 
lish is a step toward more business 


for the agents of America Fore. 


By using tie-in advertising provided 


by us, 


our agents cash in locally on 


America Fore advertising in the leading 


national magazines. 


LIGHTNING NEEDN’T 
STRIKE TWICE/ 





insurance. A policy with one o1 
our companies can eliminate 
lightning’s financial shock. en- 
fiery bolt can reduce to rubble _ tirely! And such insurance can 
a lifetime’s accumulation of be drawn so as to protect 
goods. against many other hazards 
Lightning rods, properly common to farming operations, 
installed and grounded, may '00—all in one policy! 
protect your buildings—but Many of our agents are 
how about your personal prop- specialists in Farm Insurance. 


AYBE it’s true that light- 
ning doesn’t strike twice 
. oftentimes it needn’t! One 


Which [ will | Bedevil 
Business? 


zs—any one of these “Ds’ could bedevil your business—ham- 
string your operations—or even throw you into bankruptcy. 
But now, with our 3-D Policy, you can enjoy broad protection 
against loss of money and securities handled in the conduct of your 


evidence— against Destruction, by accident or design. 
Formerly such protection was available only to banks. Now it can 
. in our 3-D Policy, which covers these six major busi- 


2 Sees of ennay end eteenttien 
Prenat of out, 
eocuritien 4 ae tanad tema 
through bur- 5 Less of securities from sale 

deposit box. 

& Less of merchandise, Axtures 
and equipment by burglary. 
Call an America Fore Agent today! Have him give you the full 

details! Or us. the coupon below. 


MAK THIS COUPON 









12 
Strangers... | 


YET— your future welfare 
may rest in their hands— 


UNLESS you have the foresight to 
carry adequate liability insurance. 
—— 








THEN should 12 Strangers decide you are liable 
—you will be adequately covered against loss. 
CONSULT an America Fore agent today. He 
will tell you what insurance you need. 


Rely on your local America Fore Insurence Men for sound in- 
surance protection—and for full, friendly help in settling cleims. 
To locate your nearby America Fore Insurance Mon, or Claims 


Orfice. call Western Union by number, ask for Ozerater 25. 


SMESE TINE COMPANIES COMPO THE AaktMCA TORE INFURANES GEOUY 
COMTINERTAL > FIDELITY-PHEWIX « WIAGARA - AMERICAN EAGLE 
a ove CASUALTY COMPANY os ate r00e 


America fore 
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100K ‘FOR THIS SEAL ON YOUR POLICIES 

















erty outside these buildings— They'll advise ly on 
machinery in the field, live- the coverage you should carry— 





stock in pasture, for instance? gladly, at no obligation to you. 
The one sure way to pro- Why not consult an America 
tection against loss is through Fore Farm Agent today? 


Rety on your loca! America Fore Farm Agent ter sound inturance 
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Complete Program Is Announced for 
Eastern Agents Conference in N. Y. 


The program for the Eastern Agents 
Conference scheduled for April 15-18, at 
the Hotel Statler, New York, 
according to Edwin S. Cowles, 


has been 
completed, 
Hartford, 

The conference is being held in con- 
with the midyear meeting of 
board of state directors 
Association of Insurance 


Conn., chairman. 
junction 
the national 
of the National 


Agents at which President Melvin J. 
Miller, Ft. Worth, Texas, will preside. 
Immediately preceding the Eastern 
meeting, April 13-15, the NAIA execu- 
tive committee will hold sessions with 
J. F. Van Vechten, Akron, Ohio, chair- 
man presiding. 

Special feature of the conference will 


he the hospitality service arranged by 
the Eastern agents for the benefit of 
members and guests attending the con- 
ference and operated by the Languild 
Convention Service. The service will be 
available to alk registrants without 
charge except for actual expenses in- 


volved. The service will include infor- 
mation and assistance in securing tickets 


for shows and concerts, tips on good 
eating places, secretarial assistance, and 
a shopping service for agents and their 
Wives. 


Entertainment Program 


At the banquet on Tuesday evening, 
April 17, the Home Insurance Co. will 
offer an outstanding program of enter- 
tainment. Immediately preceding the 
banquet, the America Fore Insurance 
Group will be host at a cocktail party 
and on Sunday evening, April 15, the 
Royal Liverpool Group will sponsor a 
buffet supper and get together for the 
early arrivals at the convention. 

To help insure punctual attendance 
at meetings, the North British Group 
has provided eight attractive door prizes 
for those attending the meetings. 

“The Eastern Agents Conference this 
year,’ Mr. Cowles stated, “is particularly 
fortunate in having the Rev. Arthur 
Bruce Moss, minister of the John 
Street Methodist Church, present to 
give the invocation.” 

Featured Speakers 

speakers for the meeting, 
which has as its theme, “Conference 
Brings Confidence,” include Melvin J. 
Miller, NAIA president; James M. 
Cahill, secretary, National Bureau of 
Casualty Underwriters, discussing “Cas- 


Featured 


Manual Changes”; E. H. Leuke, 
Fidelity & Casualty Co. “Insurance 
Salesmanship and You, the Salesman”; 
“Cooperation Within the Industry,” by 
Elmer Miller, insurance editor, New 
York Journal ‘of Commerce, and “Grass 
Roots Help,” by Maurice G. Herndon, 
NAIA Washington representative. 

The program of the Eastern Agents 
Conference will open with a _ general 
session on Monday morning at 10:15 
o’clock and following the invocation by 
Rev. Moss, Morton V. V. White, chair- 
man of the conference committee, will 
report to the agents and will be fol- 
lowed by Frederick W. Doremus, secre- 
tary of the Eastern Underwriters Asso- 
ciation. At 11:30 am. Mr. Cahill will 
present his talk. Monday afternoon the 
NAIA national board of state directors 
will hold its meeting with Presidcnt 


ualty 


Miller presiding. 
Election of Officers 
Those attending the general session 


hear E. H. 
Maurice G: 
election of 


on Tuesday morning will 
Leuke, Elmer Miller and 
Herndon, followed by the 
officers. 

After installing the new-officers of 
the Eastern Agents Conference, NAIA 
President Miller will address the mect- 
ing and following his talk the state 
directors will go into session again. 

The meeting will wind up on Wednes- 
day morning with the final session of 
the state directors of the National As- 
sociation. 

H. Earl Munz, CPCU, chairman of 
the entertainment committee, was as- 
sisted by John C. Weghorn, past presi- 
dent of the Association of Local Agents 
of the City of N. Y., Inc., in handling 
local arrangements for the meeting. 

Officers of the Eastern Agents Con- 
ference are: chairman, Edwin S. Cowles, 
Hartford, Conn.; first vice chairman, 
H. Earl Munz, CPCU, Paterson, N. J.; 
second vice chairman, Henry G. Dudley, 
Washington, D. C.; secretary, J. Vernon 
Coblentz, Frederick, Md.;_ treasurer, 
Preston H. Hadley, Bellows Falls, Vt. 


MARINE BROKERS TO MOVE 
The S. N. Eben Corporation, insur- 
ance brokers and adjusters, widely 
known in the marine risk field, has 
concluded negotiations through which 
it will move its main office to 111 John 
Street where it has entered into a long 


term lease involving the entire 23rd 
floor of the building. The Eben Corpo- 
ration has been located at 116 John 


Street for more than 15 years. 
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PUBLIC RELATIONS CONTEST 


Annual Competition Starts for London 
Assurance Trophy To Be Presented 
At N. Y. Agents’ Convention 
The annual competition for the Lon- 
don Assurance New York State Public 
Relations Trophy is announced this 
week by Walter Meiss, United States 
manager of the London, and president 
of its affiliate, the Manhattan Fire & 
Marine. Designed “to stimulate increas- 
ing public appreciation of the institu- 
tion of capital stock insurance,” com- 
petition for the trophy is open to any 
local, county or regional association of 
capital stock company insurance agents 

in the state. 

The winning local board will receive 
the 1951 trophy during the annual con- 
vention of the New York State Asso- 
ciation of Insurance Agents at Syra- 
cuse, May 7 and 8. Entries will be 
judged by a special award committee 
designated by the executive committee 
of the state association. Mr. Meiss em- 
nhasized that no staff member of the 
London Assurance or the Manhattan is 
permitted to take part in the judging. 

Local board secretaries should submit 
written reports of their groups’ public 
relations activities to John G. Mayer, 
executive secretary of the New York 
State Association, 319 Univ ersity Build- 
ing, Syracuse 2, N Entries must 
be postmarked not later than midnight, 
Sunday, April 22. 

Winners of the Public Relations 
Trophy in past years include the Un- 
derwriters Board of Rochester, Rock- 
land County Association of Local 
Agents, Buffalo Association of Fire 
Underwriters, Lockport Board of Fire 
& Casualty Underwriters, Insurance 
Agents Association of Queens County, 
Insurance Underwriters Association of 
Amsterdam, Insurance Agents Club of 
Utica, Dutchess County Association of 
Local Agents. 


General Brokers to Sponsor 


Forum on Loss Services 


Samuel Oberman, president of Gen- 
eral Brokers’ Association of Metropoli- 
tan District, Inc., announces that on 
Wednesday evening, April 18, at the 
Hotel New Yorker, the association will 
sponsor an open forum to receive sug- 
gestions designed to aid in improving 
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WHITE GOES ON BOARD 


Named Advisory Member of Greater 
N. Y. Brokers’ Assn. Board of Di- 
rectors; His Prominence 

Edward J. White, widely known 
agency leader who is president of White 
& Camby, Inc., New York, has 
named advisory member of the board of 
Greater New York Insurance 
This post does not 


been 


directors, 
Brokers’ Association. 
carry voting power. 

Herbert J. 
sociation, explained this week that crea- 


Pohs, president of the as- 


tion of two advisory directorships has 
been under study for 
Mr. White’s appointment is the first of 
its kind. Said Mr. Pohs: 

“Mr. White will bring to the 
tion not only his viewpoint on current 
agency problems but also his personal 
experience as a successful insurance man 


whose career extends over a period of 


some time and 


associa- 


37 years. Known as one of the most 
vigorous advocates of the insurance 
brokerage fraternity, Mr. White has a 


wide circle of friends in all branches 
of the industry.” 

Organized on January 4, 1951, the 
Greater New York Insurance Brokers’ 
Association has enrolled over 500 paid 
members and is ready to launch its edu- 
cational program on April 17 with a 
forum to be held at the Engineering Au- 
ditotrium, 29 West 39th Street, New 
York City. 





the loss adjustment services of compa- 


nies, agents, adjusters and_ brokers 
should this area again face conditions 
that existed because of the hurricane 
of November 25 last. 


Speakers at the forum will be David 
McFalls, president, Association of Local 
Agents of the City of New York, Inc.; 
L. B. Hazard, fire executive committee, 
New York Association of Independent 
Adjusters, and James T. Dargan, Jr., 
who is chairman of that association’s 
disaster committee. Mr. Oberman ex- 
tends an invitation to the fraternity to 
attend and advises that cards of admis- 
sion can be obtained from the associa- 
tion’s office, 123 William Street. 

New name of the General Brokers As- 
sociation is “General Insurance Brokers’ 
Association of New York, Inc.” 
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the edeemed captive 


Almost every house was burned, many townspeople were slain, many others 

taken captive in the Deerfield massacre of 1704. Rushing forward, stopping, 

ae | then rushing on again so that the sound of their feet on the snow might simulate 

gusts of wind, French and Indian marauders had approached the sleeping town. 

Then climbing on snowdrifts, they leaped over the stockade. Taken by surprise, 

‘ct eck the citizens were overwhelmed. Next morning more than a hundred captives were 
marched off through the icy wilderness to Canada. 


tril wation” Among those who suffered greatly was Deerfield’s pastor, the Reverend 


John Williams. He and his family were dragged from their beds and taken captive, 
his home burned, two of his infant children killed outright. On the first day’s 
journey his wife was slain as were others of the weak and aged. In Canada, 
Williams and his surviving children were separated. After two years he was 
ransomed and later described his ordeal in a book, “The Redeemed Captive.” 





Rejecting calls from other towns, Williams returned to Deerfield where 
his parishioners built him the above home to replace the one that was destroyed. 
Possibly because of his past bitter experiences it is said Williams insisted that a 
secret passage be built around the chimney, running from cellar to attic. 


Williams’ eight-year-old daughter Eunice who was adopted by Indians on 
arrival in Canada refused to be ransomed and eventually married into the tribe. 
Though she paid brief visits to Deerfield in later years, she could not be per- 
suaded to abandon Indian customs, preferring squaw attire to other clothing and 
showing a partiality for sleeping on the floor instead of in a bed. 


Parson Williams’ house, where he lived from 1707 to his death in 1729, is 


now owned by Deerfield Academy. It is one of twenty pre-Revolutionary homes in 
Deerfield —all sturdy reminders of the courageous Massachusetts colonists. 





Tomahawk-pierced 3” oak 
door of Sheldon’s tavern may 
still be seen in Deerfield. 


The Home, through its agents and Ww TH BE H OM E Ww 
brokers, is America’s leading 
insurance protector of American homes Craurance 
and the homes of American industry. 
Home Office: 59 Maiden Lane, New York 8,N. Y. 


FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
Copyright 1951, The Home Insurance Company 
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Lawless Gives Aid to Producers on 
Problems of Agency Management 


agency man- 


on improving 
producers by 


was given to 
B. Lawless, superintendent, 
agency management service depart- 
ment, Phoenix- Connecticut Group, 
when he addressed the recent 28th an- 
nual Pittsburgh Insurance Day meet- 
ing. He said that an agent, to operate 
his business successfully, must not only 
be a good salesman, but also an ac- 
countant, business administrator, pub- 
lic relations expert, collector, authority 
on office systems and in addition know 
something about other fields of activity. 

“If you are an ‘average agent,” he 
told the Pittsburgh forum group, “you 
are faced with at least one of seven 
major problems. Don’t most of these 
sound familiar to you? 

“1. Do I have the most 
counting and record keeping 
possib le? 

“2. Can I develop a better system of 
expense control? 

“3. Can I improve on the administra- 


Advice 
agement 
Robert 


efficient ac- 
system 


tion, selection and training of person- 
nel? 

“4. Can I reduce the cost of policy 
writing, claims and other service ex- 
penses? 


“5. Do I have a workable system for 


collections? 


controlling my 

“6. Do I pursue the most effective 
sales production program? 

“7. Do I have a system for setting 
aside proper reserve funds to insure 
security in times of economic stress 
and solvency at all times? 


Efficient Record Keeping System 


“These problems are inter-related. 
For example, the establishment of an 
efficient record keeping system is bound 


to have a favorable effect on all other 
phases of your operations,” Mr. Law- 
less said. 

“You want a system which will do 
two things: 

“1. Permit you to render fast and 
efficient service. 

“2. Give you the data by which you 


can adjudge the financial condition and 
progress of your business. 

“Let us reflect on the importance of 
your office itself. It can be one of your 
greatest assets or one of your worst 
liabilities. Don’t forget that your 
customer is influenced by the appear- 
ance of your office. He automatically 
makes a silent appraisal the moment 
he walks in the door. Your office to 
him indicates the degree of your suc- 
cess and the manner in which he can 
expect his insurance problems to be 
handled. 

“Some of us are inclined to look 
upon filing as a simple thing that re- 
quires only nimble fingers and very 
little planning or supervision. In one 
particular case, a device known as the 
‘out card’ in the proper place would 
have told a girl exactly where the 
file was and she could have brought 
it to the agent in a matter of seconds. 
Some agencies use ‘out cards’ of a dif- 
ferent color for each member of the 
office staff. This procedure saves time 
since it eliminates the need for the 
clerk to write her name on the card.” 
Mr. Lawless continued, “A record 
keeping system free from unnecessary 
time-consuming operations — will 
much to promote a friendly and co-op- 
erative attitude among your office staff. 


do 


Collection Follow-Ups 

“With 
one or 
invoice 


invoice 
copies 


the multiple 

two additional 
can be used as collection fol- 
low-ups. These are prepared on ‘state- 
ment forms’ and mailed to the assured 
if his account has not been paid within 
a certain time. It may not be practical 
to use these forms on all accounts, 
but the practice in general is a real 
time saver and gets results at thou- 
sands of agencies. Perhaps this method 
will be effective in your agency. It is 


system, 
of the 


if you are not already 
statement copies are 
placed in a file under numbers 1-31 
representing days of the month. 

“On the 10th of the month, for ex- 
ample, all statements for invoices 
dated the 10th of the preceding month 
are pulled. These are checked against 
the accounts receivable ledger. If paid, 
the statement is destroyed. If not, it 
is placed in an envelope and mailed, as 
a reminder. Incidentally, a_ self-ad- 
dressed envelope will step up collec- 
tions greatly. Their cost is well justi- 
fied. 

“You are 
billing basis. 
receiving your 


trying 
The 


worth 
using it. 


cycle 
not 


thus working on a 
Your customers are 
bill along with the 
one from the butcher, the baker and 
everyone else who uses the time-hon- 
ored first of the month billing date. 
“On renewals, of course, an even 
better system is the one which will 
bring in the premium before expira- 
tion of the current policv. A Vermont 
agent recently described to me_ his 
procedure on renewals. A combination 
expiration notice and request for pay- 
ment is sent to each assured 30 days 
before expiration. If mecessary, a 
second notice is mailed about 20 days 
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later. Does this method bring results? 
At this agency 90% of all renewal 
premiums are received prior to expira- 
tion of the old policy. 

“Collections are most important— 
there is no doubt about that. Your un- 
paid premiums represent one of your 
greatest assets. A system of record 
keeping which allows for automatic fol- 
low-up on the great majority of your 
accounts with no extra time and effort 
will contribute much to your planned 
collection program. 

Planning Each Day’s Work 


“We all know that we accomplish 











The agent who had 


red tape kept costing him customers. 


out the country who agree with us? 


CLEVELAND, 320 Bulkley Bldg. 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 





ALL THE ANSWERS 





He was the hard working type —all successful agents are. But having 
all the answers wasn’t enough. Sales that he should have made kept 
slipping through his fingers. Little annoyances, delays, complications and 


Pearl American believes that even the highly improbable agent who is 
100% informed on all the precedents, trends, statistics, rules, rulings and 
rates cannot possibly operate at full efficiency without the benefit of 
company teamwork. Adaptability, promptness, extra effort, fast service 
by home office and fieldmen increase the commissions even of agents 
who know all the answers. Why not join the army of agents through- 
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more when we work according to plan. 
We also know how difficult it is to 
adhere to a plan. However, a well 
thought out plan, consistently followed, 
brings home the bacon. 


“First, a definite time is set aside 
each day for nothing but planning. 
During this time, the man with the 


plan will: 

“1. Select prospects to be solicited. 

“2. Route calls to avoid back track- 
ing and lost motion. 

“3. List calls by 
often as possible. 

“4. Make definite 
telephone. 

“5. Allocate time to be sure of doing 
the most important rather than the 
most expedient. 

“How do your office records help 
you in production planning?” Mr. Law- 
less asked. “How will they help you 
to organize an effective sales program? 
Your files are filled with prospects— 
old customers who need new insurance. 
These offer the best and easiest source 
for expanding your premium volume. 
In order to concentrate their sales ef- 
forts, most successful producers divide 
or customers into three main groups: 

The largest and best accounts. 

1“ Accounts with good growth pos- 
sibilities. 

a Very small accounts with 
mum prospects for growth. 

“Recognizing that the memory system 
just doesn’t work, they use a sales 
progress prospecting card to maintain a 
record of sales effort on each account 
in the first and second groups. By 
this I don’t mean a line record but 
a prospect card such as that which 
many of our agents are using. There 
are two such cards, one designed for 
personal and one for commercial cov- 
erages. They are called sales progress 
records. All coverages presently car- 
ried are checked by a clerk on the 
card, and also all coverages needed. 
This is done at renewal time to level 
off the work load in the office. From 
then on a record of sales effort made 
is kept up to date on these cards. 

“This system has many advantages 
over the use of the line folder. Per- 
haps the most important is that it 
allows you to review many accounts 
without the necessity of handling the 
same number of bulky folders at your 
desk. It isn’t necessary to remove daily 
reports from file. The cards are filed 
alphabetically and provide a complete 
history of sales effort and progress. 
They are readily available not only 
for your reference before calling on 
an assured but also for office person- 
nel in following up in your absence. 

Customer Account Analysis Plan 

“This sales progress record system 
is "a part of what is commonly called 
the ‘customer account analysis plan.’ 
This plan involves a more ‘intensified 
program for developing certain ac- 
counts jin an effort to improve the cus- 
tomers’ insurance program. The ob- 
jectives are: 

“1. Protect capital structure first. 

“2. Protect smaller uninsured 
posures next. 

“3. Assure adequacy of present cov- 
erage. 


specified time as 


appointments by 


mini- 


ecx- 


(Continued on Page 32) 
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holders in an area not usually consid- 
ered subject to tornadoes or.other such 


Home Insurance Co. Stockholders severe storms, and who suffered so 


Hear Pres. Smith on 1950 Results 


New high records in the amount of 
property insurance provided by the com- 
pany to the insuring public and in total 
assets were achieved during 1950 by 
Home Insurance Company, Harold V. 
Smith, president, reported to  stock- 
holders at their 98th annual meeting 
Monday, April 2. Owners of approxi- 
mately 71.28% of the Home’s outstand- 
ing capital stock attended the meeting 
in person or were represented by proxy. 

Directors Reelected 


After the stockholders reelected the 
present board of directors to serve for 
the ensuing year, Mr. Smith reported 
details on the operation of the company 
during 1950. The results for last year, 
he noted, reflected a number of un- 
usual events, including the South Am- 
boy, N. J. explosion on May 19, 1950, 
the severe Eastern windstorm on No- 
vember 25, 1950, and other damaging 
storms throughout the country. 

“The quick and efficient mustering 
of highly-trained personnel,’ Mr. Smith 
said, “the on-the-ground application of 
services and loss payments to meet the 
instantaneous needs of merchants, in- 
dustrialists and stricken home-owners in 
these catastrophes gave reassuring evi- 
dence of the type of public protection 
to which the Home is dedicated. Again 
was proved the desirability of our sup- 
port in the maintenance of institutions 
such as the National Board of Fire 
Underwriters, the Underwriters’ Labora- 
tories, the National Safety Council and 
others which provide to the insurers 
many benefits which go far beyond the 
financial reimbursement provided in their 
insurance policies.” 


Drop in 1950 Fire Loss Ratio . 


Mr. Smith reported that in the face 
of rising fire losses in 1950, as esti- 
mated on a country-wide basis by the 
National Board, the Home’s losses in all 
categories of business, excepting those 
caused by acts of nature, were consider- 
ably reduced. He explained that the 
hazards of fire and many other risks 
which are the consequences of human 
carelessness and the failure of devices 
made and controlled by man, are pro- 
tected by the writing of insurance cov- 
erages in which estimation and _ the 
skill of underwriting, a highly-developed 
science, can be brought into full play. 

“Acts of nature,” Mr. Smith said, 
‘such as hurricanes and other types 
of storms, as well as earthquakes, are 
beyond reasonable prediction as to loca- 
tion, severity, scope, or frequency. 

“In 1950, of the 546,577 losses re- 
ported under Home policies, 251,834 re- 
sulted from wind and hail storms. Ap- 
proximately 150,000 claims came from the 
gale of November 25, 1950 in which 
eleven eastern states were wind-lashed. 
The geographical extent and uniform 
severity of property damage throughout 
the entire area, the number of losses 
suffered, and the high percentage of 
properties fully insured against just 
such destruction were unprecedented. 

“In no single property loss since the 
San Francisco fire of 1906, in which 28,- 
000 buildings burned, have so many 
property owners had so much protec- 
tion. The Home’s payments approxi- 
mated $15,000,000; the reported total of 
all insurance companies exceeded one 
hundred fifty millions. The wide-spread 
reimbursements for losses to several 
hundred thousands of property owners, 
proved beyond all doubt the great eco- 
nomic value of the extended coverage 
endorsement which at a nominal cost, 
‘adds to the fire insurance contract pro- 
téction against a number of other 


greatly would have had any insurance 
protection.” 

Mr. Smith pointed out especially the 
ceaseless and _ far-seeing ‘efforts of 
insurance agents and producers in stress- 
ing to their prospects and clients the 

“Without that additional protection importance of this additional low-cost 
which was originated by a Home official protection to them. 
and which was worked out and volun- Some indication of the success at- 
tarily offered to the public by the tained by this teamwork of the com- 
insurance business, probably less than panies and the men of each community 
5% of those recently satisfied policy- in the nation who directly serve the 


hazards including that of windstorms. 


insuring public in behalf of these com- 
panies, can be seen in the phenomenal 
and fortunate spread in extended cover- 
age protection in recent years, he said. 
Total extended coverage premiums for 
all companies increased from $81,536,318 
in 1944 to $228,890,459 in 1949. While 
the results for 1950 have not yet been 
released by the National Board, some 
authorities predict a total in excess of 
$260,000,000. 

The annual meeting was held in the 
Harold V. Smith Museum at the com- 
pany’s main office, 59 Maiden Lane, 


New York City. 





An advertisement similar to this appears in SATURDAY EVENING POST, April 7 and in NEWSWEEK, April 9 
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reat American Oroup 
Insurance Companies 


New Vork 


“Old Hickory”... Andrew Jackson’s affectionate 
nickname, was particularly apt because it 


symbolized well-seasoned strength. 


For seventy-nine years, the Great American 
Group of Insurance Companies has been earning 


a similar reputation for strength and reliability. possessions. 


1 





“Andrew jackson on His Way to Inauguration in 1829” 
—Drawing by Howard Pyle in Harper’s Weekly. 
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CA Guest Uanican Pedlitlby 


Proof lies in the increasing number of insurance 


buyers who place their faith in these companies. 


Call one of Great American’s 16,000 local agents, 
or your broker, to learn how easily and at what 


little cost you can protect yourself and your 





i 





of Insurance Companies 


Great American Group 





ROCHESTER AMERICAN + DETROIT FIRE & MARINE - MASSACHUSETTS FIRE & MARINE 


GREAT AMERICAN - AMERICAN ALLIANCE - AMERICAN NATIONAL - GREAT AMERICAN INDEMNITY | 
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Fire Premiums Written in Canada 


And Loss Ratios Higher in 1950 


There was a sharp increase in the 
amount of fire insurance written in 
Canada in 1950, according to R. / 
Warwick, Dominion Superintendent of 
Insurance. Fire premiums written, less 

licensed reinsurance, in- 
creased by $12,725,428, or 11.7% above 
the amount written in 1949,, the total for 
1950 being $121,634,645. Of this amount, 
Canadian companies wrote $31,224,737, 
British companies $45,674,121 and _for- 
eign (largely American) companies $4,- 
735,787. These amounts were, respec- 
tively, 109%, 112% and 113% of the 
corresponding totals in 1949. 

Claims incurred, less registered or li- 
censed reinsurance, increased from $48,- 
746,994 in 1949 to $62,014,360 in 1950. The 
average ratio of claims to premiums 
written last year was 51% compared with 
44.8% for 1949. The ratio for Canadian 
companies was 51.8%, for British cémpa- 
52.7% and for foreign companies 


registered or 


nies 
48.7%. 

In the loss ratios for the provinces, 
compiled by Mr. Warwick, the fires 
which Jevelled Rimouski and Cabano last 
May in Quebec are reflected in that 
province’s average. The provincial ratios, 
with 1949 figures in brackets, are as 
follows: Alberta 53.8 (66.3); British Co- 
lumbia 45.5 (48.1); Mi initoba 62.5 (37.8); 
New Brunswick 47.8 (39.6); Newfound- 
land 32.1 (20.5); Nova Scotia 53.9 (35.9) ; 
Ontario 43.3 (42.9); Prince Edward 
Island 37.1 (43.7); Quebec 63.6 (45. 2): 
Saskatchewan 33.3 (41. 5); all other Can- 
ada 29.8 (85.7). 

The substantial increases in the 
amount of fire premiums written in the 


l Warwick, has 


last two years, says Mr. 





New Hampshire Fire 
Offering New Stock 


The New Hampshire Fire Insurance 
Co., 82-year-old underwriter of fire, ma- 
rine, automobile and other insurance, is 
offering to its stockholders 75,000 new 
shares of capital stock at $37 a share 
on the basis of one new share for each 
four shares held. The offer, which will 
expire on April 10, is being underwritten 
by the First Boston Corporation and 
associates. 

The money for the sale of stock will 
be used to increase capital funds to meet 
the requirements of higher premium vol- 
ume. Net premiums written rose 108% 
from 1945 to 1950. The ratio of capital 
funds to unearned premium reserve was 
68% at the end of last -vear. With the 
present financing, this ratio will rise to 
84% 


Lawless Address 


(Continued from Page 30) 


“4. Combine and simplify coverages. 

“5. Improve customers’ insurance 
records and buying habits. How are 
these objectives accomplished? 

“1. Use exposure fact finder and 
check coverages applicable. 

“2. Improve coverage at time of re- 
newal. 

“3. Deliver all 
when practicable. 

“4. Review term 
policy year. 
“5. General mailing to all customers 
on changes of importance. 

“6. Maintenance of adequate 
records. 

“7. Proper execution of plan. 

“What are the results? More than 
average profit and increased customer 
confidence and good will.” 

FIREMAN’S. FUND DIVIDEND 

At the regular meeting of directors 
held March 16, the Fireman’s Fund de- 
clared a quarterly dividend of 40 cents 
a share, payable April 16, to stock of 
record March 30. 


renewals personally 


coverage during 


sales 


produced marked differences between 
premiums earned and premiums written, 
and claims ratios on the earned basis are 
correspondingly higher than those on the 
written basis. The earned ratios (re- 
serves on 100% basis) for the three 
groups in 1950, all reinsurance deducted 
in the case of Canadian companies, 
were: Canadian 54.6; British 58.9; for- 
eign 54.0; all companies 56.0. The com- 
parative corresponding figures for 1949 
were 47.7, 49.2, 47.9 and 484. 

Net premiums written for automobile 
insurance of all classes in 1950 totaled 
92,566,276, an increase over 1949 of $19,- 
203,754, or 26.3%. Claims incurred 
amounted to $48,219,301, or 52.1% of pre- 
miums written, as compared wih 1949's 
ratio of 52.8%. 

The claims ratio in 1950 for hail insur- 
ance was 19.9% based on premiums of 
$3,938,499 and $781,855 in claims incurred, 
indicating ‘an improvement over 1949 
when premiums of $2,887,598 and claims 
— of $742,801 showed a ratio of 
25.7 719 

A fanbas increase was reported for 
personal property, with 1950 premiums 
written at $13,513,782 and claims incurred 
amounting to $7,177,111. The ratio was 
53.1%. The corresponding figures for 


1949 were $13,360,263, $5,782,989 and 


43.3% respectively. 
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Amended Escott Plan Is 
Accepted by Ohio Dept. 


The Ohio Division of Insurance has 
accepted the filing of the amended Escott 
plan as presented by the Ohio Inspec- 
tion Bureau. Superintendent Robinson 
said: “The multiple location reporting 
floater and automatic pick-up coverage 
under forms No. 1, No. 5, and class 
floater as amended appear to remove 
the objections which heretofore, in our 
opinion, conflicted with Ohio law. There 
are some features of the plan, notably 
the surcharge, which a company may 
avoid by substituting coverage under 
Reporting Form A, that still do not 
completelv satisfy us. However, the evi- 
dence we have requested and received 
on this phase of the plan has allayed 
our fears. We are, therefore, approving 
the plan for use in Ohio. However, upon 
marshalling of further credible evidence, 
we shall restudy the plan in the light 
of the laws of this state.’ 


Hartford Fire Group 


Inland Marine Figures 


Inland marine premium production for 
the Hartford Fire Group in 1950 should 
have been $13,761,299 rather than $14,- 
285,976 as published in The Eastern Un- 
derwriter on March 23. This difference 
was due to an error in figures of the 
Citizens of New Jersey. The Citizens 
had net inland marine premiums last 
year of $134,592, instead of $659,269. 
The latter amount is the nationwide 
fire net premium income of the Citizens. 
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for Progress 


It takes a progressive Agency wheel closely meshed with an 
experienced Company wheel to move an agency forward to 


AGENCY 





The Commercial Union-Ocean Group of seven Fire and two 
Casualty companies takes great pride in the many cases of 
long established agency representation, continuing through 
several generations of consecutive ownership, that have 
found our companies to be unusually understanding of agency 
problems and their solution. 
financial strength, and constructive helpfulness are keystones 
of our enduring agency relationships. 


We welcome your inquiry about the advantages of Gearing 
your Agency for Progress with the companies of our Group. 


Commercial Union Assurance Company Limited 
The Ocean Accident and Guarantee Corporation, Limited 
American Central Insurance Co. ¢ Union Assurance Society Ltd. 
Columbia Casualty Co. e The British General Insurance Co. Ltd. 
The California Insurance Co. 
The Commercial Union Fire Insurance Co. of N. Y. 


The Palatine Insurance Co. Ltd. 
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HEAD OFFICE ¢ ONE PARK AVENUE « NEW YORK 16, N.Y. 


NEW YORK ATLANTA 


CHICAGO SAN FRANCISCO 











RULE OF 
THUMB 


* 


Carpenters and_ tailors 
started it — using their 
thumbs as a rough mea- 
sure for an inch. Today a 
rule of thumb is any handy 
guide for approximate 
measure where speed is 
more important than ac- 


curacy. 


As an agent you are keen- 
ly aware that in insurance 
there can be no rule of 
thumb. Speed can neither 
be substituted nor sacri- 
ficed for accuracy. That's 
why thousands of agents 
and brokers rely on Han- 
over and Fulton for fast 
service, intelligent cooper- 
ation, and experienced 
advice. We're proud of 
our reputation for doing it 


fast and getting it right. 


* 


THE HANOVER 
FIRE INSURANCE C0. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 
INSURANCE EXCHANGE BUILDING 
CHICAGO 4, ILL. 


PACIFIC COAST DEPT. 


340 PINE STREET 
SAN FRANCISCO 4, CAL. 
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United Nations Asked to Encourage 
Open Markets for Marine Insurance 


Currently existing discrimination in 
transport insurance has come under vig- 
orous attack by the International Cham- 
ber of Commerce. The ICC has asked 
the United Nations Transport and Com- 
munications Commission to make two 
specific recommendations to the free 
governments of the world: 

1. That buyer and seller be permitted 
to negotiate freely in the placing of 
transport insurance in any of the world’s 
markets. 

2. That government decrees, regula- 
tions and controls which prevent such 
free negotiations be rescinded. 


Views Presented by Byrne 


These proposals were presented to the 
Transport and Communications Commis- 
sion by John T. Byrne, president of the 
Association of Marine Underwriters of 
the United States and president of Tal- 
bot, Bird & Co. of New York City. 
Following Mr. Byrne’s testimony, the 
Transport and Communications Commis- 
sion requested the individual govern- 
ments to adopt a policy of non-discrim- 
ination in transport insurance at this 
time. 

The commission also instructed the 
United Nations Secretary General to 
conduct a survey to determine the ex- 
tent to which restrictive measures are 
now being applied in the field of inter- 
national transport insurance. The rep- 
resentative of the International Chamber 
of Commerce stated that this organiza- 
tion appreciated the opportunity afford- 
ed them of being able to furnish the 
Secretary General with the data to assist 
him in the survey. 

“The contract of marine insurance,” 
said Mr. Byrne in his testimony, “is an 
indispensable element of the free flow 
of goods in international trade. Without 
it few merchants would undertake the 
risk of ocean transit. Restrictive prac- 
tices making the purchase of transporta- 
tion insurance mandatory in any particu- 
lar market,” commented Mr. Byrne, “in- 
hibit the free flow of world trade in 
numerous ways: 

“1. A merchant may be unable to sell 
goods in transit to a national of a coun- 
try requiring insurance to be placed lo- 
cally. 

“2. Credit may be unavailable because 
banks require insurance in a satisfac- 
tory form for desired security.’ 

Mr. Byrne pointed out that as a re- 
sult of these ob. acles the cost of the 
goods to the ultimate consumer is unduly 
increased because the merchant is unable 
to purchase the most economical insur- 
ance or because he may, for his own 
protection, wish to buy additional con- 
tingency insurance. 

“Confusion and delay will beset the 
merchant, not to mention the fear of 
incurring heavy penalties for failure to 
comply with local restrictions on the 
purchase of insurance and the difficulty 
of predicting the official application of 
these restrictions.” 

Restrictive Practices Breed Retaliation 


Mr. Byrne in_his presentation to the 
United Nations Transport and Communi- 
cations Commission explained to the 
delegates that restrictive practices com- 
pelling the purchase of insurance in 
national jurisdiction have the effect of 
depriving a merchant of selecting terms 
of sale which vitally affect the security 
of the transaction. 

“Restrictive practices,” asserted Mr. 
Byrne, “breed retaliatory restrictive 
practices. If such a trend continues, it 
may well be that transactions between 
two countries will be impossible without 


breaching the laws of one country or 
another.” 

Mr. Byrne brought to the attention of 
the United Nations delegates the fact 
that there are countries which have em- 
ployed currency restrictions without ap- 
parent intent of fostering their national 
market by refusing to grant foreign 
exchange for the purchase of foreign 
marine insurance. 

“The International Chamber of Com- 
merce believes,” concluded Mr. Byrne, 
“that the principle of free trade is not 
inconsistent with the development of 
sound individual national transport in- 
surance markets. Restrictive practices, 
however, result merely in the develop- 
ment of artificially protective markets 
which -are unable to render efficient 
and economic service to world trade. 
Individual insurance markets should be 
permitted to develop the perfect free- 
dom which will be assured if importers 
and exporters are free to negotiate un- 
der usual terms and conditions.” 

Representatives of the International 
Chamber of Commerce were Mr. Byrne 
and Edith Sanson, executive secretary of 


the ICC in New York. 





Castle Syracuse Manager 


For Atlantic Companies 
Eugene M. Castle has been appointed 
marine and fire manager of the Syracuse 
office of the Atlantic Companies, located 
at 404 Larned Building, Syracuse, N. Y., 
it is announced by F. B. Tuttle, president 
of the Atlantic Mutual and Centennial. 
Mr. Castle entered insurance in 1926 
and for the past twenty years has been 
associated with the Fidelity and Guar- 
anty Insurance Corp. He more recently 
served as state agent in the east and 
central New York State territory for 
that company and at present is the presi- 
dent of the Syracuse Field Club. 


Appleton & Cox Inland 
ae Total $10,211,032 


Appleton & Cox, Inc., states that as 
the organization represented the Stand- 
ard of New York during 1950 inland ma- 
rine premiums of that period should be 
credited to it. In the inland marine pre- 
mium issue of The Eastern Underwriter 
on March 23 the Standard was not in- 
cluded in the Appleton & Cox Group, as 
in previous years. The inland contribu- 
tion to the Standard, President D. Far- 
ley Cox, Jr., states, amounted to $969,661 
which total should be added to the group 
premium volume of $9,241,371 making a 
grand total of $10,211,032. 
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MARINE CLAIMS MANAGER 


Heavy experienced marine claims man, age 34, college education, desires position 
with underwriter who requires top man to manage marine claim division. Hull, 
cargo, subrogation and inland marine background. Prefer home office in New 
York area, however, will consider relocating. Presently situated in managing 
capacity. Box 2010, The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 

















SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 


a 


110 Fulton St., New York 38 - 


WoOrth 4-6141 











FOUNDERS’ 1950 REPORT 





California Company Had Gross Pre- 
miums of $7,490,000; Assets Up 
23% to $8,056,000 
Gross premiums written by the Found- 
ers Insurance Co. of Los Angeles during 
1950 amounted to $7,490,428, an increase 
of 44.95% over the preceding year, it 
was revealed by the company’s fifth 
annual report to shareholders as of De- 
cember 31, 1950, made public by Preston 
Hotchkis, president of this 

owned and operated institution. 

Total admitted assets at the year-end 
amounted to $8,056,414 as compared to 
$6,510,328, as of December 31, 1949, a 
gain of more than 23%. Earned pre- 
miums for the year amounted to $5,750,- 
776, as compared to $3,206,120 in 1949. 
Unearned premium reserves increased 
from $2,798,292 to $3,421,570. Net under- 
writing results adjusted for a credit of 
35% of the year’s increase in unearned 
premium reserves showed a_ loss of 
$279,518, as compared to an underwriting 
profit of $202,596 in 1949. 

The statement points out that this 
underwriting loss resulted from a volun- 
tary addition to loss reserves made at 
the year-end and the sharp increase in 
the ratio of losses to premiums earned, 
which amounted to 683% in 1950 as 
compared to 49.79% in 1949. Most of 
this increase was accounted for by auto- 
mobile liability and property damage, 
casualty, surety and group lines, the 
statement shows. Fire and allied lines 
showed a favorable loss ratio of 36.7% 
The ratio of underwriting expense to 
premiums written showed marked im- 
provement, standing at 364% in 1950 
as compared with 41.92% in 1949. 


California 


DUER NAMED MARINE MGR. 

C. M. Duer has been appointed ma- 
rine manager of the Houston office of 
the Atlantic Companies, located at 307 
Scanlan Building, Houston, Texas. Mr. 
Duer is a native of Texas and has trav- 
eled in the Southwest as a marine spe- 
cial agent for a number of years. 


A Bigger Job - - MORE MONEY 


Somewhere along William Street there is a wide-awake Inland 
Marine Underwriter who is ready for a BIGGER job and more 
money. An old established downtown New York agency needs him 


to head its Inland Marine department. The right man must have a 
brokerage following. Write at once, giving full particulars. Address 
Box 2004, The Eastern Underwriter, 41 Maiden Lane, New York 38, 
N. Y., or phone WHitehall 3-1446, Extension 6. 





Fireman’s Fund Changes 
In Marine Department 


REED RETIRES IN IN NEW YORK 


Atlantic Marine Loss Department Now 
Under Supervision of Savage, 
Trautwein and Cooper 


Henry E. Reed, assistant manager of 
the Atlantic marine department of Fire- 
man’s Fund Group in New York City, 
retired on April 1. On that date the 
loss department ef the Atlantic marine 
departmeni came under the integrated 
supervision cf Henry F. Savage, ocean 
cargo; Elmer H. Trautwein, hulls and 
P & I; and James A. Cooper, in'and 
marine. All three men are designated as 
loss superintendents. 

Mr. Reed is the oldest employe of the 
Fireman’s Fund in point of service. He 
was employed by the Atlantic marine de- 
partment as a typist in the claims de- 
partment in 1905. In 1918 he became 
claims manager and in January, 1922, 
was appointed assistant manager of the 
Atlantic marine department. In addition 
to his duties in the loss department, he 
has dcted in an advisory capacity in con- 
nection with forms and other technical 
problems. 


Reed Authority on Losses 


Mr. Reed is regarded as an authority 
on adjustment of marine insurance 
claims. He has been chairman of the 
committee on relations with carriers of 
the American Institute of Marine Un- 
derwriters; the committee on adjust- 
ments, the committee on correspondents 
and the casualty committee of the Board 
of Underwriters of New York; and the 
loss advisory committee of the Great 
Lakes Underwriting Syndicate. Follow- 
ing organization of the American Cargo 
War Risk Reinsurance Exchange in 1939, 
he was made vice chairman of the loss 
committee and later chairman, an office 
he now holds. 

The insurance careers of the new loss 
superintendents all started in the Atlan- 
tic marine department of Fireman’s 
Fund. Mr. Savage was employed by the 
group in ‘1917, Mr. Trautwein in 1923 
and Mr. Cooper in 1925. For the Board 
of Underwriters, Mr. Trautwein is a 
member of the casualty committee and 
was a member of the committee on ad- 
justments. Mr. Cooper is president of 
the Inland Marine Claims Association. 


Corporate Name Changed 
By Constitution Re. 


Henri Ibsen, president of the Constitu- 
tion Reinsurance Corporation, announces 
that the name of the company has been 
changed to the Constitution Insurance 
Corporation. This change in corporate 
set-up is in keeping with the develop- 
ment progress of the organization and 
has had the approval of the New York 
Insurance Department. 
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Legg Gets New York 
Board of Trade Post 


SECRETARY OF INS. SECTION 





Succeeds Late G. A. Buckingham; Brings 
Background of 30 Years of Company 
Experience tc New Position 





g, well-known in Greater 
circles, has been 


York Board of 


Harry F. Leg 
New York insurance 
appointed by the New 
Trade, Inc., as secretary of its Insur- 
ance Section, succeeding the late Gar- 
land A. Buckingham. In announcing his 





LEGG 


HARRY F. 


appointment this week following the sec- 


tion’s executive committee meeting 
Chairman Robert H. Nicholls, who is 
secretary of the Fidelity & Casualty, 
pointed to Mr. Legg’s wide circle of 


s New York insurance com- 
and his experience 


both 


friends among 
panies and produc ers, 


in an executive capacity in pro- 
duction and underwriting. 

Mr. Lege’s background for his new 
position embraces over 30 years’ ex- 
perience with various companies. He 
started with the National Surety Corp. 
in 1919 and a few years later served 
the Century Indemnity as manager of 
its metropolitan New York bonding de- 
partment. He resigned in April, 1929, to 


accept the position of manager of the 
metropolitan and eastern departments of 
Continental Casualty. There ifter he 
spent 14 years with the Fireman’s F und 
Indemnity in an executive capacity. He 
resigned in 1944 to become vice president 
of Manufacturers’ Casualty and Manu- 
facturers Fire, in charge of their New 


York branch office. 


Was Chairman Casualty Managers Assn. 

Always active in association work, Mr. 
Legg gave creditable service to the Casu- 
alty Managers Association of New York 
and is a past chairman of this influential 
organization. He has also taken a keen 
interest in educational activities. A 
veteran of World War I, Mr. Legg 
served as a first lieutenant of infantry 
with the 2nd Division. He was awarded 
the Purple Heart, the Silver Star and 
the Croix de Guerre. He is a veteran 
of the 7th Regiment, New York National 
Guard. 


TEXAS COMPANY CHANGES NAME 

3ankers Mutual Life Insurance Co., 
3eaumont, Tex., has changed its name to 
Trinity Life & Accident Insurance Co., 
and moved its principal place of business 
to Ennis, Tex. 


Cc. & S. WORKSHOP SUCCESSFUL 





Staged by Association of C. & S. Com- 
panies in New York; Three '‘Discus- 
sion Leaders; Opened by Dorsett 

The Association of Casualty & Surety 
Companies is gratified by the attendance 
in New 


at its “workshop,” held recently 
York. Topics on the agenda, arranged 
by Frank Lang, research department 


manager and a steering committee of 
company members, were the following: 
(1) Retention, Destruction and Preser- 
vation of Records and (2) Duplication 
of Functions. 

J. Dewey Dorsett, general manager of 
the association, opened the meeting and 


Francis S. Perryman, assistant United 
States manager and actuary, Royal- 
Liverpool Group, set the stage for the 


Frank L. Rowland, executive 
Life Office Management As- 
was a guest observer. 

leaders were as 
clancy, comptroller, 


discussion. 
secretary, 
sociation, 
Discussion 
James B. (¢ 


follows: 
Royal- 


Liverpool Group; Frank E. O’Brien, vice 
president, America Fore Group com- 
panies, and Charles Fleckenstein, execu- 
tive secretary, Standard Accident. So 


well received was the entire proceed- 
ing that the suggestion was made that 
the workshop be held quarterly. 





NAMED BY AMERICAN SURETY 





Morrison Appointed Casualty Claim 
Manager, Succeeding MacInnes; Banks 
Becomes Assistant Manager 
G. M. Morrison has been appointed 
manager of the casualty claim depart- 
ment of the American Surety Group to 
succeed William MacInnes who has re- 
tired after 47 years in the insurance 
business. H. A. Banks has been ap- 
pointed assistant manager of the de- 

partment. 
A graduate of the University of Penn- 


sylvania, Mr. Morrison received his 
LL.B. degree from Fordham University 
Law School and is a member of the 
New York Bar Association. He entered 


the employ of the company in 1933 as 
casualty claim adjuster and has held the 
positions of casualty claim examiner, su- 
pervising casualty claim examiner and 
chief casualty claim examiner. He was 
sancknad assistant manager of the de- 
partment in 1948, 

Mr. Banks attended the University of 
Utah and New York University and re- 
ceived his LL.B. degree from Duquesne 


University. He is a member of the 
Pennsylvania Bar Association. Em- 
ployed by the company in 1932, he has 


claim adjuster, as- 
sistant casualty claim examiner, claim 
manager in several of the company’s 
larger claim offices and regional claim 
manager. 


served as casualty 














PRITCHARD and BAIRD 


United States F. & G. 
Will Absorb Affiliate 

DIRECTORS MAKE FIRST MOVE 

Plan To Be Subtnitted te Stockholders of 


Both Companies; See Advantages in 
Proposed Consolidation 








The boards of directors of the United 
States Fidelity & Guaranty Co. and Fi- 
delity & Guaranty Insurance Corp., its 
subsidiary, on March 28 approved in 
principle a proposal to merge Fidelity & 
a Insurance Corp. into the U. S. 

In a letter to the stockholders of U. 
S. F. & G., President E. Asbury Davis 
recalled that the Fidelity & Guaranty 
Insurance Corp. was organized in 1928, 
and all but 7,636 shares of the 200,000 
shares of Fidelity & Guaranty Insurance 
Corp. stock outstanding are now owned 
by U. S. F. & G. He said it is con- 
templated that these shares of F. & G., 
totaling 7,636, not owned by the U. S. 
F. & G. will be exchanged for U. S. F. 
& G. shares and that independent ap- 
praisers will be employed to obtain an 
analysis of the proper ratio of such ex- 
change. Formal agreement of merger 
will as soon as practicable be separately 
submitted to the boards of directors of 
both companies and if approved by such 
boards, separately submitted to the 
stockholders of the two companies. 

It was stated that the many advan- 
tages to be derived from merger of the 
two companies have long been recog- 
nized but union had to be put off until 
the states amended their laws to permit 
multiple underwriting. 


Infinite Detail Involved 

It was also said that infinite detail is 
involved and must be planned and 
charted before the merger agreement is 
complete and presented to the boards of 
the two companies, and that it will prob- 
ably be the latter part of the year before 
the merger can be consummated. 

In commenting on the plan, President 
Davis said that among the reasons for 
the merger are greater efficiency and 
economy of operation, and that ie F. 
& G. agents are the agents of U.S. F. & 
G. Moreover, he pointed out, the pre- 
mium volume of the F. & G. has in- 
creased to a point where it could become 
out of line with its capital structure, and 
with the added weight of the U. S. & 
G.’s much larger capital structure should 
bring about greater freedom in expand- 
ing the volume of premiums from fire 
insurance and allied lines. 

The statement giving effect to the 
consolidation of the operating statements 
of thetwo companies for 1950 shows net 
premiums written of $124,547,000 and net 
premiums earned $120,322,000. Net profit 
from operations of the U. S. F. & G, 
according to the report, was $6,756,000, 
and of F. & G. $1,270,000. Under the 
projected consolidation the capital would 
remain at $14,000,000, with surplus $41,- 
629,000, and voluntary reserve $13,459,000. 
Total admitted assets become $217,953,- 
192. 
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Bodily Injury Liability 
Rates Revised by Bureau 


BASED ON RECENT EXPERIENCE 





Cover a Number of Owners’, Landlords’ 
and Tenants’ Classifications; Experi- 
ence Reflects Inflationary Conditions 





The National Bureau of Casualty Un- 
derwriters announces revisions of bodily 
injury liability rates for a large number 
of important owners’, landlords’ and 
tenants’ classifications, " effective April 2, 
in the following jurisdictions : California, 
Connecticut, District of Columbia, Flor- 
ida, Illinois, Indiana, Maryland, Massa- 
chusetts, Michigan, Minnesota, Mis- 
souri, New Jersey and Ohio. The revi- 
sions in these states are the result of 
a review of recent experience presently 
being made by the National Bureau in 
all states. 

The classifications affected are those 
rated on an area and frontage basis, 
including stores, hotels, churches, hos- 
pitals, clubs, restaurants, apartments and 
tenements, boarding or rooming houses 
and mercantile and office buildings. The 
changes in rates are not uniform by rate 
territory within each state nor by clas- 
sification within each rate territory, but 
reflect as far as possible the experience 
incurred by the carriers for each clas- 
sification and territory. The average 
percentage change in each state for all 
classifications affected by the revision 
are as follows: 

Average Percentage Changes 
+ 30.4% ; 


California, Connecticut, 


+24.3%; District of Columbia, +47.8%; 
Florida, +25.5%; Illinois, +28.2%; In- 
diana, +18.3%; Maryland, +17.0%; 
Massachusetts, + 34.2% ; Michigan, 
+5.1%; Minnesota, +22.4%; Missouri, 
—10.4%; New Jersey, +26.1%; Ohio, 
+ 20.3%. 


For this form of general liability in- 
surance the exposure for premium com- 
putation purposes is on a fixed basis 
(area and frontage) and does not in- 
crease automatically with inflation, al- 
though the losses incurred and many 
company expenses are adversely affected 
by inflationary conditions. The rates for 
this line of business were last revised 
in July, 1949. Experience since that time 
reflects the effect of inflation in increas- 
ing substantially the losses resulting 
from liability insurance claims. 


Banker Talks on Inflation 
P. P. Butler, president of the First 
National Bank of Houston and a mem- 
ber of the board of directors of the Fed- 


eral Reserve Bank, characterized the 
threat of inflation as “far more dan- 
gerous to the future welfare of our 


American economy than that of Russia 
or Communism,” in his address before 
the joint banquet of the National Asso- 
ciation of Surety Bond Producers and 
the National Association of Casualty & 
Surety Agents at Houston Tex., March 
30. “It is only by depriving and insist- 
ing that our Governmental agencies fol- 
low the same pattern that we can hope 
to whip this thing that is so rapidly 
destroying everything that we have,” he 
said. 


Interior Under-Secretary 


Formerly With F. & D. 


Richard D. Searles, Scottsdale, Ariz., 
who was nominated by President Tru- 
man on April 2 as Under-Secretary of 
Interior, formerly was with the Fidelity 
& Deposit Co. at Chicago. He joined the 
company as special agent there in 1928, 
was made assistant manager in January, 
1935, and was promoted to Chicago 
manager in December of that year. He 
resigned in 1942 and since then has 
been a rancher in Arizona. 


WILL STUDY DISABILITY LAW 

A special Senate committee to study 
the desirability of enacting a disability 
insurance law has been created in 
Michigan. 
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SPRING MEETING OF INSURANCE ADVERTISING CONFERENCE 





IAC Members Get Stimulation 
From Speakers at Spring Session 


President Duncan Extends Welcome and Walter Riley Is 
Program Chairman; Panel Discussion With Audience 
Participation Makes a Hit 


By Wattace L. Crapp 


The practical side of the advertising 
business was ably depicted by speakers 
at the spring meeting of the Insurance 
Advertising Conference, April 2, at 
Park Sheraton Hotel, New York. Under 
the able chairmanship of Walter H. 
Riley, American Surety, who is IAC vice 
president and program chairman, those 
attending heard an expert on lithogra- 
phy, Wade E. Griswold, executive di- 
rector, Lithographic Technical Founda- 
tion, Inc.; a wide-awake insurance agent, 
Whitney H. Roddy of Bloomfield, N. J.; 
a marketing and sales specialist, Frank 
W. Lovejoy of Socony-Vacuum Oil Co., 
Inc., and a woman’s magazine editor, 
Charlotte Adams of Charm Magazine. 
One and all of these guest speakers lived 
up to the IAC’s advance publicity by de- 
livering informative talks, and Mr. Gris- 
wold provided an added attraction by 
setting up in the hotel’s ballroom an ex- 
hibit of the work done by lithography. 


Lively Panel Discussion 


In addition to these outside speakers 
the ad men put their heads together and 
came up with as lively a panel discussion 
on current insurance advertising prob- 
lems as has ever been presented at an 
IAC gathering. Vice President Riley in 
presenting the panel moderators said 
that each had been selected because of 
his experience in the subject assigned. 
He should have added that they were all 
adept at getting audience participation. 
These leaders were Dwight P. Ely, pro- 
duction manager, Ohio Farmers, whose 
topic was “Which pays best, individual 
campaigns for local agents or campaigns 
designed for general use?”; Clark W. 
Smitheman, assistant advertising mana- 
ger, Insurance Co. of North America, 
who put the question: “Is it proper to 
let a fire company agent have casualty 
company leaflets or letterheads?”; Ed- 
win E. Sterns, assistant manager, Trav- 
elers’ publicity department, who pointed 
to the effect the military situation is 
having on insurance advertising plan- 
ning; Joseph A. Gernhardt, advertising 
manager, National Surety Corp., who 
opened the discussion on “How to pro- 
mote fidelity and surety bonds,” and 
Harry G. Helm, advertising manager, 
Glens Falls Group, who discussed: 
“What can we do to get fieldmen to 
promote use of the advertising material 
we produce ?” 


Duncan Opens the Meeting 


Alfred E. Duncan, Jr., sales develop- 
ment manager, Fire Association Group, 
who is president of IAC, opened the 
morning session with a friendly welcome 
and made another platform appearance 
after luncheon when he called upon John 
Ashmead, assistant secretary, Phoenix- 
Connecticut Group, to present a memo- 
rial resolution in tribute to the late 
Arthur Joyce, advertising manager for 
the past eight years of the North Amer- 
ica Cos. The resolution cited Mr. Joyce’s 
long career in daily newspaper work, 
public relations and advertising and 
lauded his IAC service—“he was an in- 





spiration to our thinking and a guiding 
force in framing our principles.” 


New Uses of Lithography 


Wade E. Griswold, the lithography ex- 
pert, set the pace for the morning ses- 
sion when he gave a dollars-and-cents 
talk on the new uses and applications of 
lithography. He demonstrated that lith- 
ography permits more latitude and flexi- 
bility in layout and amount of illustra- 
tion than other processes and with rea- 
sonable cost. With insurance advertising 
not operating on as close a deadline for 
copy as with new cars and models, Mr. 
Griswold said: “You should be able to 
make more and better use of that lati- 
tude and the speed of offset, and also of 
the advantage that lithography gives in 
multiple use of copy.” He explained 
“multiple use” as meaning: the use of 
the one color or tone corrected originals 
for various sizes and types of illustrated 
units. 

The speaker also pointed out how 
money can often be saved in black and 
white offset by increase of picture story 
over type. “This is especially true today 
when type costs have increased so muc h 
and photo illustration costs, due to re- 
search developments, have actually 
dropped, even as respects the use of 
color.” Mr. Griswold stimulated his IAC 
audience to keep abreast of the ad- 
vances in color work via lithography and 
thus improve the attractiveness cf their 
own company advertising. As an exam- 
ple, one of his exhibits showed the new 
use the automotive industry is making 
of the full color, two-side coated prod- 
uct of four color offset presses. The 
same illustration, by use of halftone con- 
versions, can be further used in posters, 
booklets or agency promotional material, 
he said. 


Lovejoy Sounds Challenge 


Frank W. Lovejoy, the marketing spe- 
cialist, hit the bull’s eye as the luncheon 
speaker in his challenging talk which 
was of the “don’t worry—get out and 
work” variety. Because a lot of business 
men are now almost sick with worry 
about the threat of a war with Russia, 
he offered this_ helpful advice: “Stop 
your worrying. Stop trying to figure out 
the future. Just maintain your equi- 
librium and keep going. If you stop go- 
ing ahead you are licked in today’s 
keen competition in all fields. Above all, 
forget your fears and lack of faith in 
the future of our country.” 

Although he professed to know noth- 
ing about insurance Mr. Lovejoy as a 
policyholder offered a few constructive 
suggestions to improve fire insurance 
public relations. “Why do you still use 
language in your fire policies that no 
one can understand?” he asked. When 
I bought my policy there was built up in 
my mind the amount of money which I 
would receive in event of a fire. I fig- 
ured it would be up to the limit of my 
policy. Now that I have had a fire I 
realize how mistaken I was!” 

In his opinion, the buyer of insurance 
wants to read into a policy what he will 
get out of it in case of a claim. So, he 
asked, why don’t your companies ex- 
press in easy-to-understand terms the 
amount of the coverage, exclusions, etc. ? 
And if that is too difficult, to do why 
not prepare a letter of explanation for 





agents to send to new policyholders ? 

Mr. Lovejoy demonstrated his skill as 
a merchandiser when he gave the ad 
men in rapid-fire order the psychologi- 
cal approaches used by Socony-Vacuum 
Oil Co. in attracting trade to its service 
stations. He said: “Merchandising is the 
ability to create in the buyer’s mind the 
joy and satisfaction of buying the thing 
which you are selling. We buy from 
whom we like, not what we like. In our 
display of goods we place them on the 
right side of the doorway. If the appeal 
is to women, display the goods on the 
sunny side of the street; if to men, se- 
lect the shady side. We do not locate 
next door to a bank as it takes a little 
time for one who has just left a bank 
to get into the proper mood for buying. 
We don’t necessarily believe that red is 
the most dominant color, but people like 
red and that’s why that ‘color dominates 
at our service stations.” 


Working Woman’s Reaction to 
Advertising 

Charlotte Adams, the “Charm Maga- 
zine” editor, gave the working woman’s 
reaction to advertising beamed at her. 
She pictured a market of over 19 million 
and said: “We’re here to stay and our 
numbers will steadily increase. We are 
responsible for the spending of a large 
portion of the nation’s dollars. Natur- 
ally you would like to know how to get 
a fair share of all that nice money. So 
do a lot of people. In fact, the competi- 
tion for our dollars is stiff.” 

As to the effect of advertising on the 
working woman, Miss Adams said: 
“Most of us haven’t time to do exhaus- 
tive reading of advertisements. But 
when I ‘do’ my Sunday paper I always 
look at the fashion ads. Occasionally 
I tear one out and I usually buy what- 
ever the item advertised.” 

In her sizeup of insurance advertis- 
ing, Miss Adams figured that it is 
beamed at men bec cause they are “the 
responsible ones.” This is a sizable mis- 
conception in her opinion. She declared 
that such thinking dates back to the 
’00’s when women addressed their hus- 
bands in the Jane Austin manner as 
“Mr. Bennett,” and agreed with every- 
thing he said. 

The speaker admitted that while in- 
surance is a fine thing “many of us are 
exceedingly vague in our knowledge of 
it. Thus, insurance ad men have an edu- 
cational job to do on an important 
group of people who can be most valu- 
able to you. We want to protect what 
we have -’ Miss Adams suggested 
that insurance company ads, designed 
to catch the interest and attention of 
women, should appeal to the instinct for 
protection of homes, education for chil- 
dren and for families. The copy should 
be written simply and cogently, she said. 

A believer in pre-sale promotion, Miss 
Adams urged that insurance ad men 
should pave the way for sales to women 
by (1) having speakers at women’s 
group meetings; (2) running insurance 
articles in house organs; (3) advertise 
in publications read by women; (4) give 
your so-called “abstract” subject manner 
on insurance the same “eye appeal” that 
fashion, food and equipment ads have. 
Ely Lead-off Man in Panel Discussion 

Dwight Ely, in sizing up the problem 
of individual campaigns for local agents, 
said that his company would gladly help 
but the agents balk at answering his 
questions as to what kind of advertising 
they would like to do. He got expres- 
sions of opinion from Newton C. Haw- 
ley, advertising superintendent, National 
Fire Group, who said that an individual- 
ized campaign takes about as much time 
to prepare as a campaign designed for 
general use; from Alfred E. Duncan, Jr., 
Fire Association, who has found that 
the smaller agents are appreciative of 
help on ad campaigns but that the en- 
thusiastic assistance of fieldmen is nec- 
essary, and from John Ashmead, 


Phoenix-Connecticut Group, who also 
stressed the importance of the special 
agent in rendering assistance. His big- 


gest job, he said, is to convince “the top 
brass” of his company that “we deal in 
tangibles” and that advertising produces 
definite “money results.” 

Edwin E. Sterns of the Travelers con- 
tributed to the discussion by telling 
about the experience of a good-sized 
agency for whom he mapped out a 
planned program. Previously this agency 
had spent money foolishly; following the 
planned program it got results. Robert 
E. Brown, Jr., assistant manager of ad- 
vertising and publicity, Aetna Life Affili- 
ated Cos., backed up Mr. Sterns’ opin- 
ion that campaigns for agents must be 
arranged in an orderly fashion to be 
successful. The Aetna, he said, recently 
developed a questionnaire which agents, 
with the aid of company fieidmen, com- 
plete and return to the home office. Such 
data enables the Aetna to give helpful 
advice to agents on their advertising 
problems. 

Harry Helm of Glens Falls Group, in 
discussing how to stimulate the field- 
man’s interest in promoting use of ad- 
vertising material, said that the old-time 
specials do not warm up to the subject 
as quickly as the younger men in the 
field. “Special agents respond when they 
are approached in the right manner,” he 
said. “One way of stimulating their in- 
terest in advertising is to consult them 
in advance of a gprogram. We do so by 
showing them a preview of a given cam- 
paign, and ask them if they will boost 
its use in their talks with agents. Since 
they are thus made “part of the show” 
they are cooperative. We also use ad- 
vertising display books which contain 
copies of all the material that we have 
available; we also send out field bulle- 
tins in which we tell them how our 
agents have used the material. Finally, 
we send announcements of all new ad- 
vertising direct to the agents and let 
them send their supply orders to either 
the home office or to San Francisco, our 
Pacific Coast headquarters.” 

Smitheman - Brown Debate 

When the subject of letting a fire 
company agent use casualty. company 
leaflets or letterheads came up for dis- 
cussion Clark Smitheman, North America 
Companies, was all for it. He felt that 
it was in keeping with the multiple line 
underwriting trend for the fire and 
casualty representatives of a company 
to make use of the company group’s ad- 
vertising literature. He puts the names 
of all three North America companies 
on leaflets sent to the field, but North 
America’s posters do not carry any com- 
pany names. Robert E. Brown, Aetna 
Life Affiliated Companies, took issue 
with this procedure and said that his 
department would not send an agent of 
the Automobile of Hartford (writing fire 
lines only) a folder on a casualty cov- 
erage prepared for the use of an Aetna 
Casualty & Surety agent. Walter Riley, 
American Surety, summed up the dis- 
cussion by saying: “This seems to be a 
matter of company policy.” 

Viewing the effect of the military a 
ation on company advertising, Edwin E. 
Sterns of the Travelers said it had eve 
necessary for his company to pull back 
some ads when the Korean conflict 
broke out last summer. “We also had to 
look over our leaflets and to change 
them if the copy was in conflict with the 
military situation.” He recommended 
that IAC members take a look at 
Printers’ Ink, March 23 issue, and read 
the article “The Military Theme in 
Advertising,” by Allan E. Backman, Na- 
tional Better Business Bureau. 

Promoting Sale of Fidelity-Surety 

‘Bonds 

Joseph A. Gernhardt, National Surety 
Corp., who led the discussion on promot- 
ing the sale of fidelity and surety bonds, 
put emphasis on the value of sending a 
blotter regularly to attorneys as a re- 
minder of the need their clients have for 
court bonds. He has definite proof that 
when such blotters are discontinued, 
business falls off. The slant of Walter 

(Continued on Page 42) 
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W.H. Roddy Urges Cos. to Join in 
Effort to Feature Agents in Advertising 


Whitney H. Roddy, an insurance agent 


of 30 years’ standing in the thriving 


town of Bloomfield, N. J., 


Advertising Con- 


gave the mem- 
bers of the Insurance 
ference in spring session Monday at the 
New York, the 


Park-Sheraton, benefit 


of his views on insurance company ad- 
vertising today. 

Giving full recognition to the per- 
formance of company advertising and 


sales promotion managers, Mr. Roddy 
at the same time wondered if the man- 
agements of fire-casualty companies ac- 
tually realize the vital role which mod 
ern advertising methods can play in 
depicting the usefulness of the agents 
in selling their products to the Ameri- 
can public. 

His chief recommendation, therefore, 
was that there be a consolidation of the 
major casualty and fire associations into 
one organization known as the “Stock 
Insurance Association.” One of its im- 
portant functions, he said, should be 
to advertise the agent and the Ameri- 
can Agency System so thoroughly that 
their helping hand will be felt in homes 
and industry throughout the country. 

Mr. Roddy urged that in the present 
new era of multiple line underwriting 
there should be unity of purpose in 
formulating an industry advertising pro- 
gram. He regretted that many dollars 
were spent in the past in a cold war 
against the mutual companies, as it re- 
sulted in hard feelings. “This money can 
now be diverted,” he sug rested, “to an 
educational program which will have as 
its theme: telling America what the 
local insurance agent can do.” 


Inspire Confidence in Agency System 





The speaker stressed the importance 
of inspiring unquestioned confidence in 
the agency pictured the 
agent as conscientious'y selling adequate 
insurance—no more, in fact, than is 
actually occurs, 





system. He 


needed. In case a loss 
the insured can present the claim to his 
agent who will obtain payment. “In 
brief, the man who sells the policy also 
services the And the payment 
for this personal service is included in 
the insurance premium. By following 


losses 


this program of sales technique, we 
have not only sold our product on a 
more lasting basis than that of direct 
writing mutuals, but we have also met 


successfully the competition of various 
automobile clubs and mail order houses 
which, although companies, are 
non-believers in the agency system.” 
Mr. Roddy further recommended: “Let 
us give fire prevention a little rest and 
divert f our funds to telling the 
public the true net profit from the com- 
well as the viewpoints 
Point to the taxes which our companies 


stk ck 


some ot 


pany as agency 





pay, the widespread employment given 
and the investment dollars put into 
Government bonds by insurance com- 
panies. Most important, emphasize that 


in the past 20 years the trend of stock 
company premium costs has been down- 
ward while the price of other com- 
modities has been sharply upward, par- 
ticularly in the post-war years.” 

It was also brought out that insur- 
ance is a commodity which has not and 
will not be rationed. “We will not have 
any difficulty in producing our com- 
modity,” said the speaker, “and I do 
not think price control will ever be 
placed on insurance. We also know that 
despite increased taxes and higher liv- 
American families last year 
demonstrated thrift and their purchases 
were at an all-time high.” 


Sell Agents on How to Use Advertising 


ing costs 


While mindful of the well prepared 
advertising campaigns, the sales kits 


containing direct mail literature and 
other material sent out by home offices, 
Mr. Roddy cautioned the IAC members 
not to overlook the “planned selling” 
aspects of their cooperation with agents. 
“This is the preparation for the actual 
calls to be made by agents during a 
given period,” he explained. Similarly, 
the companies should not minimize the 
importance of the “follow-through” or 
the actual selling. In this connection 
Mr. Roddy said: 

“Follow-through is what the compa- 
nies tell the agents to do. I know that 
the companies believe in it but they do 
not practice what they preach. The ad- 
vertising departments prepare the ma- 
terial but when it gets to the agent’s 
office too much of it gathers dust on the 
shelves because the agent has not per- 
sonally been sold on how to use this 
material to best advantage.” Continuing 
he said: 

“The company has relied upon direct- 
by-mail and the special agent to sell the 
company and its advertising program to 
the agent. Unfortunately, it is the ad- 
vertising program itself which has not 
been properly sold. Also, I do not think 
the company has presented the special 
agent’s many-sided usefulness. For ex- 
ample, how many companies hold meet- 
ings for special agents at which the 
advertising manager gets a half-day to 
talk to the specials and to personally 
explain the complete advertising _ pro- 
gram? The specials should also have a 
prepared talk to give to agents. 
But before they ‘go out the advertising 


sales 
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program of your company should be 
presented at a sales conference, attended 
by everyone—from top brass down the 
line.” 

However, Mr. Roddy did not think 
that the special agent should have the 
entire burden of selling the program 
to agents. “His time is so limited these 
days,” he said. “If he were a casualty 
special, he is now a fire and casualty 
special; he is also a fire and casualty 
engineer. He is serving the same num- 
ber of agents, but is doing two men’s 
work. In New Jersey in the past year, 
he has been an adjuster for the South 


HEALTH and ACCIDENT 


INSURANCE 
and 


Participating 


LIKE INSURANCE 


Mo 


suranee Company 


Hd. Massachusetts 


Springti 





Amboy explosion and the November 25 
windstorm. He is also a collector of 
past due balances. He is told to create 
public relations, to take agents to lunch 
and entertain them. Where do you think 
he has time to sell an advertising pro- 
gram to an agent, especially when he 
has not been properly sold first? 

“It should also be kept in mind that 
the manpower of the special is becom- 
ing less and less each day due to the 
nation’s draft calls for men. Thus it be- 
hooves the companies to do direct sell- 
ing to the specials, and although fewer 
of them, but with manpower properly 
informed, a better selling job to the 
agent can be accomplished.” 


What Agents Would Like to Know 


Mr. Roddy then declared that com- 
pany ad managers should personally sell 
the agents. He recommended the hold- 
ing of half-day conferences for them 
in various branch offices which would 
give the company’s advertising depart- 
ment an opportunity to present the pro- 
gram and its objectives. Agents would 
like to know, for example, how much 
of the company’s premium dollar is 
spent on advertising; what are the 
various advertising forms and_ sales 
approaches planned for the year; how 
this material can be effectively used; 
what benefits are to be secured by 
planned advertising and how agents can 


spend their advertising dollar intelli- 
gently. Above all, Mr. Roddy said 
agents should realize that advertising 


alone will not sell insurance. They must 
see the public to close sales. 


Progress of the Past Five Years 


3efore closing the speaker urged that 
the public be reached by using all mod- 
ern methods including the radio “to 
put across our message” and _ television 
“to do the visual selling.” The news- 
papers, magazines, insurance trade jour- 
nals, billboards are also needed, he 
added, and the use of such media should 
be expanded. 

Mr. Roddy commended the ad men 
for the progress made in the past five 
years in company advertising supplied 
to agents. He was particularly pleased 
over the visual sales aids which he 
makes use of and which “have increased 
our sales tremendously.” He noted that 
on stationery supplied to the agent he 
is featured—and rightly so; also that 
agents are featured by progressive com- 
panies on all advertising literature. The 
speaker’s one complaint in this connec- 
tion was that “some advertising folders 
seem to be prepared by home office 
legal departments rather than by the 
advertising department.” 

In his opinion, the best public rela- 
tions deal to the public is the bank and 
agent auto plan. “It enables us,” he ex- 
plained, “to give the buyer a savings 
in interest rate over the finance com- 
pany—and in this we have the coopera- 
tion of the local banks. The companies 
made the deal with the banks and are 
to be congratulated. We not only write 
automobile premiums but increased in 
our other lines as well.” The speaker’s 
one regret was that his companies did 
not send him more direct mail “bank- 
agent auto plan” material after his first 
three mailings. They told him “it is 
out of stock” so Mr. Roddy has pre- 
pared his own literature and is doing a 
real job. 

He is convinced that there is much 
room for national advertising by the 
companies in this direction. The bank- 
agent auto plan, he said, is an idea 
which saves the public dollars on inter- 
est financing, gives them local agency 
service on their insurance and to 
top it off they build credit with their 
local bank. 


BUYS ARKANSAS AGENCY 
E. B. Doss has purchased the Marks 
Insurance Agency and the Tri-County 
Insurance Agency of Beebe, Ark., which 
will be run by Mr. Doss as the Doss 
Realty & Insurance Agency. 
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rH. Phelps Smith Elected Head of 


Surety Bond Producers at Houston 


Story, Dauksch, Carr Named Vice Presidents; McKee Secre- 
tary-Treasurer; Retiring President Olson Reports; 
Consider Construction Problems in Defense 


H. Phelps Smith, Nashville, was 
elected president of the National Asso- 
ciation of Surety Bond Producers at the 
annual meeting of that organization at 
Hotel Shamrock, Houston, Tex., March 
30. Mr. Smith succeeds C. W .Olson, Jr., 
Chicago. S. Hammond Story, Atlanta, 


was elected first vice president; Carl 
Dauksch, Columbus, Ohio, second vice 
president; A. L. Carr, New York, third 


vice president; and James McKee, Nash- 
ville, secretary-treasurer. Mr. McKee 
succeeds Mr. Smith who had held that 
office for a number of years. 

The following were elected to the 
executive committee: Ted C. Field, III, 
St. Paul; James J. Lucy, New York; C. 


H. Ritter, Denver; Henry C. Young, 
Washington; H. . Warner, Kansas 
City; Robert L. Cobb, Minneapolis ; 


Morris Moughon, Nashville; Erlon M. 
Dunlap, Auburn, Me.; Travis pg he 
San Antonio; William Ames, Jr., San 
Francisco; William R. Phillips, Bir- 
mingham; Jack East, Little Rock. 
Consider Construction Problems 

Three professional summations on 
construction problems and_ contract 
bonds featured the opening session of 
the two-day meeting on March 29, with 
an overflow attendance of 150 outstand- 
ing contract bond producers, surety 
company executives, and interested ob- 
servers from all parts of the country. 

With Mr. Olson presiding, the meet- 
ing was opened with an official welcome 
to the City of Houston by Gus S. 
Wortham, president, American General 
Insurance Co., Houston, a pioneer in the 
surety business and one of the reasons 
for the rapid advance of both construc- 
tion and suretyship in Texas. 

The three speakers in the opening ses- 
sion were Martin W. Lewis, general 
manager, Surety Association of Amer- 
ica, who spoke on “Defense Program 
and Its Relationship to the Surety Busi- 
ness”; Howard Tellepsen, president, 
Tellepsen Construction Co., Houston, 
whose subject was “Inter-Relation Be- 
tween Contractor and Surety Bond 
Agent”; and Edward H. Cushman, 
Philadelphia attorney, who spoke on 
“The Project—The Credit Man and Se- 


curity.” The addresses of Messrs. Lewis 
and Cushman were reviewed in_ last 
week’s issue of The Eastern Under- 
writer. 


Tellepsen Makes Recommendations 

Seven recommendations were offered 
the surety bond producers by Mr. Tel- 
lepsen in order to achieve better rela- 


tions between the contractor and_ his 
surety bond agent. These were: Gain 
the confidence of the contractor; discuss 


with him his professional problems; ad- 
vise him as to procedures ; know the 
banker involved in the project; be fa- 
miliar with his fellow agents in his 
own community; participate more di- 
rectly in civic and community affairs and 
be more considerate of his associates in 
competitive problems. 

In his annual report to the associa- 
tion, Mr. Olson said that the surety in- 
dustry may not be classed as major, but 
“T submit it definitely is essential. The 
construction industry is without ques- 
tion a major industry and suretyship is 
an essential part of it. The surety com- 
panies’ assets total many, many millions 
and every single dollar is available for 
guarantees as required. It’s big busi- 
ness, but no business ever becme big 
business without a real sales organiza- 
tion. That’s where we are essential. 
We are that sales organization.” 

Commenting on current developments, 
Mr. Olson added: “The construction in- 
dustry went to war and we with it. Our 


normal activities, if there is such a word 
as ‘normal’ in a bond producer’s dic- 
tionary, were definitely interrupted. No 
more business as usual, no more routine 
contacting, solicitation, investigation and 
underwriting. The situation rapidly de- 
veloped into one of cooperation with en- 
gineers, architects and other awarding 
authorities in trying to get the right 
contractor or contractors on the right 
job, and now, not tomorrow! This called 
for real producer background. It called 
for contacts, that seventh sense that 
makes a good negotiator, integrity, re- 
sourcefulness and action. 


Jump Into Emergency 


“All this with no advance knowledge 
in many instances of whether or not 
there was even a nominal profit for the 
producer. Everyone has jumped right 
into this emergency. The Government 
had many problems, you may be sure. 


the cooperation the government needed. 
Hold Conference With Kane 


“As to surety matters, we promptly 
contacted our very good friend, Martin 
7, Lewis and as always, he came right 
through. He put us in the efficient hands 
of Howard M. Starling of Washington. 
An appointment was made for a con- 
ference with Mr. Kane. H. Phelps 
Smith, William H. Kreidler, Carl 
Dauksch and I had a very interesting 
two-hour meeting with Mr. Kane on last 
January 8. Mr. Kane very frankly dis- 
cussed his objectives and suggested an 
outline be promptly sent him covering 
the producers’ activities and services 
available to the government in order 


that he might discuss same with his 
associates. 

“ ° { 

As you were advised, this was 


promptly done and is now under con- 
sideration along with recommendations 
of the companies with which they have 
kept us appraised. I know you can be 
sure this important matter will con- 
tinue to receive full cooperation from 
your officers and I have reason to be- 
lieve your interests will receive proper 
recognition by Mr. Kane and his asso- 
ciates.” 
Thanks Lewis and Hacker 

Mr. Olson acknowledged a debt of 

gratitude to Mr. Lewis and his asso- 


ciates in the Surety Association of 
American and to J. P. Hacker, vice 
president, Standard Accident Insurance 





Surety Producers’ New and Retiring (Presidents 








H. PHELPS SMITH 


One was the co-ordinating of bond and 
insurance matters in the armed services 
General Marshall was fortunate in be- 
ing able to enlist the services of Thomas 
L. Kane for this important post. Our 
industry as a whole was equally fortu- 
nate in this appointment, for Mr. Kane 
had a background of organizing and 
executive supervision as well as a good 
general knowledge of our business. 

“At the regular convention of the Na- 
tional Association of Casualty & Surety 
Agents last fall at White Sulphur 
Springs, President Holton Price sug- 
gested that I go on their executive com- 
mittee and act as chairman of their 
surety committee. We agreed that the 
interests of the Government, the public 
and our industry would be best served 
by the National Association of Casualty 
& Surety Agents cooperating with Mr. 
Kane on casualty matters, while the Na- 
tional Association of Surety Bond Pro- 
ducers works with Mr. Kane on surety- 
ship. Obviously, there was no thought 
of superseding the company associations 
but merely of supplementing their ac- 
tivities and protecting the interests of 
the producers so they would be in an 
economically sound position to render 


Fabian Bachrach 
C. W. OLSON, JR. 


Co., chairman of the surety advisory 
committee of the Association of Casu- 
alty & Surety Companies, for their as- 


sistance during the past two years. 

Addresses by association members and 
informal conference discussions engaged 
the _— ition during its two-day meet- 
ing. Carl Dauksch, Columbus, Ohio, gave 
an address on “Preservation of the Pro- 
ducers’ Business,” and Durel Black, New 
Orleans, on “What the Association 
Means to Its Members and the Surety 
Industry.” An address on “The Origin 
of This Association and Why,” prepared 
by Robert W. Thompson, Dallas, was 
delivered by S. Hammond Story, At- 
lanta, in Mr. Thompson’s absence due to 
illness. 

Informal discussions centered on con- 
tractor clients, blanket fidelity bonds, 
the defense program, trends in private 
construction, and servicing of clients in 
foreign territory. 

The meeting concluded with a joint 
dinner with the National Association of 
Casualty & Surety Agents at the River 
Oaks Country Club on March 30. Part 
of the agents’ midyear meetings was 
concurrent with the annual meeting of 
the bond producers. 





Traffic Institute Acclaims 
Harvey’s Safety Activities 





JULIEN H. HARVEY 

As stated in last week’s issue of The 
Eastern Underwriter, the Institute of 
Traffic Engineers has unanimously 
elected Julien H. Harvey, pioneer traffic 
safety specialist and manager of the 
accident prevention department of the 
Association of Casualty & Surety Com- 
panies, an honorary member for his 
outstanding contributions to the pro- 
fession of traffic engineering. Harry 
E. Neal, president of the institute, in 
making this announcement, said: 

“In the opinion of the board of 
directors, no other person living today 
has contributed as much of his time, 
personal effort and financial backing to 
the development of the traffic engineer- 
ing profession through the Institute of 
Traftic Engineers. It is the consensus 
of the board that the institute enjoys 
its prestige in the engineering field 
today largely due to his personal in- 
terest and support. It is in recognition 


of Mr. Harvey’s outstanding contribu- 
tions to the profession that the board 
has taken this action.” 

Only four other living Americans 
have been similarily honored by the 
institute. Present living honorary mem- 
bers are Paul G. Hoffman, president, 
Ford Foundation; Thomas H. Mac- 
Donald, Commissioner, U. S. Bureau of 
Roads; Charles ie Tilden, profes or 
emeritus, Yale University, and Andrey 
A. Potter, dean, School of Engineering, 


Purdue University. 


STATE FUND BILL SIGNED 


Extends S. 76, awe York Comp. Law, 
to Sustain Fund’s Right te Insure 
Third Party Liability Risks 
Governor Thomas E. Dewey of New 
York on March 29 signed into law legis 


lative bill (A. 3315) which express’y 
gives the State Insurance Fund the right 
to continue writing third party liability 


insurance. The need for this legislation 
developed from a decision rendered on 
February 26, 1951 by George Sylvester, 


judge of the New York Court of Claims, 


in the Cardinal Engineering Co. vs. the 
State of New York case. This decision 
held that the workmen’s compensation 
law did not permit the State Fund to 


issue policies of insurance covering em- 
ployers’ third party liability 

As a safeguard and in order to 
up any possible confusion as to this cov- 
which the State Fund has always 


c'ear 


erage 4 
afforded and will continue to afford, it 
seemed advisable to its management to 


meet the question raised by Judge Syl- 


vester’s decision through amplifying 
legislation rather than through — the 
slower process of legal action. Accord 
ingly, section 76 of the workmen's com 


extended to in 
quoted in 
Insurance 


pensation law has been 
clude the specific language 
paragraph lb of the State 
Fund policy. 
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O’Neil Named President 
Of Mass. Plate Glass Co. 


EDDY MADE BOARD CHAIRMAN 





New Pres:dent Is Former President of 
C. & S. Agents’ Association; Con- 
nor Is Elected Vice President 
John E. O’Neil, formerly vice president 
of the Massachusetts Plate Glass Insur- 
ance Co., has been elected president of 
the company, succeeding John H. Eddy, 
who becomes honorary chairman of the 


JOHN E. O’NEIL 


board. Franklin J. Connors, a partner in 
the Boston general agency of Kaler, 
Carney, Liffler & Co., has been elected 
vice president to succeed Mr. O'Neil. 
Herbert F. Jordan was reelected vice 
president and, Samuel J. Ginsburg was 
reelected secretary-treasurer. 

Mr. O’Neil, a partner of the 
general agency of Fairfield & Ellis, is 
widey known in the insurance business. 
He was president of the National Asso- 
ciation of Casualty & Surety Agents in 
1944-1945. He was born in Boston and 
has been in the insurance business since 
he was 16 years old. He first went with 
the Boston office of the Maryland Casu- 
alty Co. where he remained for five 
years. He became manager of the casu- 
alty department of the Boston office of 
the United States Fidelity & Guaranty 
Co. in 1910, soon becoming assistant man- 
ager of the entire office. 

Served in World War I 

At the beginning of the first World 
War, Mr. O’Neil enlisted, went to offi- 
cers’ training school and was graduated 
as a first lieutenant. At the end of the 
war, he returned to the U. S. F. & G. in 
Boston, continuing until 1926, when he 
became manager of the casualty depart- 
ment of the general agency then operat- 
ing under the firm name of Russell & 
Fairfield. In 1935, Mr. O’Neil was made 
a partner in the firm, the name of which 
had been changed to Fairfield & Ellis. 

Mr. Eddy, retiring president, is head 
of John H. Eddy & Co., agency and 
brokerage office. ‘He is one of Boston’s 
oldest active insurance men. He has 
been president of the Massachusetts 
Plate Glass since 1930. During his 21 
years as president, the company’s annual 
premium volume has risen from $39,888 
in 1930, to $429,085 in 1950. Its annual 
statement for 1950 shows assets of $708,- 
125, capital of $200,000 and surplus of 
$190,776. It paid its regular quarterly 
dividend of 75 cents a share on April 2. 

Messrs. Eddy, O’Neil, Connors, Jor- 
dan and Ginsburg are all directors of 
the Massachusetts Plate Glass. 

AMERICAN | F. & & Cc. DIVIDEND 

The board of directors of the Ameri- 
can Fidelity & Casualty Company, Rich- 
mon, Va., has declared a quarterly divi- 
dend of 25 cents a share payable April 10 
to stockholders of record March 31. 
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Travelers Issues New Safety Booklet; 
Barsantee Directs “R.I.P (ieces). 


The 1950 street and highway death toll 
of 35,500 is the greatest since 1941, ac- 
cording to figures released by the Trav- 
elers Insurance Cos. Automobile accident 
injuries also took a sharp jump last 
year over 1949, soaring to a new all-time 
high of 1,799,800 displacing the previous 
high of 1,564,000 established in 1949. 

These statistics are highlights of 
“R.ILP.*” (for Rest in Pieces), 17th in the 
annual series of street and highway 
traffic safety booklets issued by the 
Travelers. 

Among specific causes of deaths and 
injuries excessive speed once again 
raised its record. 

Speed Takes 13.320 Lives Last Year 

“Speed took 13,300 lives last year. 
Speed caused 475,500 injuries last year. 
Speed was the dreadful mistake made by 
one out of every three drivers involved 
in last year’s serious accidents,” says 
the booklet. 

“R.ILP.*,” was produced by the Trav- 
elers news bureau, under direction of 
Harry Barsantee, who has directed these 
publications for a number of years. 

Cartoon illustrations are by Virgil 
Franklin Partch, better known to read- 
ers of national magazines as “VIP.” 

In the forword to the 32-page book- 
let, President Jesse W. Randall says in 
part, “In this booklet you will find all 
the ‘whys’ and ‘wheres’ and ‘hows’ and 
‘whens’ of traffic accidents in 1950. It is 
the only booklet published early in the 
year which gives you a resume of the 
nation’s automobile accident experience 
during the preceding year. Because acci- 
dents, like history, have a habit of re- 
peating themselves, the statistics you 
will find here are signposts to your safe- 
ty in 1951. We urge you to read them, 


HARRY BARSANTEE 


to study them, and to remember the 
warnings they point out; to apply them 
to your community safety problems and 
to your personal driving and walking 
habits.” 
Printing Boosted to 2,000,000 

Although a million and a half copies 
of 1949’s safety booklet were published, 
the demand far exceeded the supply. 
This year the printing has been boosted 
to two million in an attempt to fill the 
gap. 
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Announces Program for 
Insurance Accountants 


WILL HOLD CHICAGO MEETING 





Topics, Chairmen and Speakers Named 
for Casualty Session and Joint Casu- 
alty and Fire Parleys 





George H. Hamilton, Phoenix Mutual 
Life Insurance Co., president of the In- 
surance Accounting & Statistical Asso- 
ciation, has announced the complete pro- 
gram for the association’s 29th annual 
conference and business show to be held 
at the Palmer House, Chicago, May 14- 
16. Following is the program for the ses- 
sion on casualty insurance alone and the 
combined casualty and fire insurance ses- 
sions. 

On Monday afternoon, May 15, there 
will be a casualty session with Joseph 
Linder of Wolfe, Corcoran & Linder, 
consulting actuaries of New York, chair- 
man of the IASA statistical committee, 
presiding. The topic for the session 
will be problems in connection with re- 
cording and reporting statistical experi- 
ence. Following are the subjects and 
speakers: 

“Why Rush?” H. W. Childs, assistant 
secretary, Indemnity Insurance Co. of 
North America; “Records and Statistics 
for the 50’s,” E. L. Brandt, vice presi- 
dent, Auto- Owners Insurance Co:; “Au- 
tomobile Statistical Calls,” T. C. Mor- 
rill, statistician, Liberty Mutual Insur- 
ance Co.; “Are Present Statistical Plans 
Too Complex?” H. E. Curry, actuary, 
State Farm Mutual Automobile. 

Combined Fire - Casualty Sessions 

Tuesday sessions will be combined 
casualty and fire sessions. In the morn- 
ing, J. B. Clancy, comptroller, Royal- 
Liverpool Group, chairman of the IASA 
electronics committee, will preside, and 
the topic will be allocation of expenses 
by line and group. Speakers will be R. 
H. Redus, assistant treasurer, lowa Mu- 
tual Insurance Co.; W. Neal MacKenzie, 
Hartford Fire Insurance Co., president 
and treasurer, Terryville Water Co.; 
James J. Higgins, chief, Uniform Ac- 
counting Bureau, New York Insurance 
Department, 

Control of expenses will be the sub- 
ject of the Tuesday afternoon session, 
with W. H. Crawford, secretary, Loyalty 
Group at San Francisco, IASA fire se- 
lection chairman in the chair. E. R. 
Rust, director of branch offices, State 
Farm Mutual Automobile Insurance Co., 
will speak, following which the combined 
session will be separated into two groups. 

Panel discussion leaders in the larger 
company group will be: Robert Clinton, 
controller, American Mutual Liability In- 
surance Co.; C. F. Fleckenstein, execu- 
tive secretary, Standard Accident Insur- 
ance Co.; H. Randall Pease, comptroller, 
Travelers Insurance Co. For the smaller 
company group, panel discussion leaders 
will be: Kellum Johnson, vice president 
and treasurer, Gulf Insurance Co.; T 
Le Page, vice president and secretary, 
Midwestern Insurance Co.; Matthew 
Powers, comptroller, Great Central In- 
surance Co. 

On Wednesday morning, there will be 
another combined casualty and fire ses- 
sion over which Earl C. Fay, comptrol- 
ler, Liberty Mutual, chairman of the 
TASA accounting committee, will preside 
as chairman. The general topic will be 
current developments in accounting. The 
new annual statement blank and insur- 
ance expense exhibit will be analyzed by 
Arthur S. Kuenkler, actuary, United 
States Fidelity & Guaranty Co., chair- 
man of the committee on blanks and uni- 
form accounting of the Association of 
Casualty & Surety Companies. 

Some specialized punched card opera- 
tions will be discussed under the follow- 
ing topics: “Payroll Audit Billing,” E. 
T. Kyllo, assistant comptroller, Royal- 
Liverpool Group; “Centralized Branch 
Office Collection,” John C. Barrows, 
comptroller, American Surety Co.; “Tab- 
ulating Equipment for the Whole Job,” 
Norman B. Felgner, assistant secretary, 
Frankenmuth Mutual Automobile Insur- 
ance Co. 
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Gallagher Speaks on 
Agent’s Responsibility 
MAKES NEW JERSEY ADDRESS 


Calls on Producers to Integrate Two 
Basic Advisory Services, Law and 
Accounting, With Insurance Program 


R. B. Gallagher, manager of the insur- 
ance department of the Phileco Corp., a 
director and vice president of the insur- 
ance division of the American Manage- 
ment Association and a director of the 
New York Chapter of the National In- 
surance Buyers Association (formerly 
Risk Research Institute) spoke at the 
mid-year meeting of the New Jersey 
Association of Insurance Agents at 
Camden, April 5. 

Taking as his subject, “The Greater 
Responsibility,” Mr. Gallagher discussed 
the means by which this responsibility 
may be accepted and accounted for by 
integrating the two basic advisory serv- 
ices, law and accounting, with the in- 
surance program. His talk was delivered 
largely in the form of questions. 

“The insurance agent,” he said, “when 
properly attending his business, becomes 
a keystone. He half supports, half binds 
together the two major advisory serv- 
ices without which business cannot op- 
erate; law and accounting.” 

Mr. Gallagher asked the question 
whether or not the lawyer or accountant 
can properly advise his client unless the 
agent helps, and said: 

Insurance Implications Not Considered 


“For example, when the lawyer ap- 
proves a contract, has he considered the 
insurance implications? Most times he 
has not, because he has had little reason 
to investigate his client’s insurance pro- 
gram. When the public accountant places 
his signature on the financial report, has 
he considered his client’s potential 
liabilities resulting from an incomplete 
insure ince program ? 

“The reasoning behind this address 
arises from the need to correlate the 
basic procedural advisory services. The 
insurance agent, because of his unique 
position may be of extreme importance 
in this effort. The insurance agent 
should not be an order taker nor should 
he be solely a salesman. He is not fulfill- 
ing his obligations, his greater responsi- 
bility, if he does not advise his clients, 
regardless of the effect upon a sale. He 
must know when to recommend the ad- 
vice of independent counsel, legal or 
accounting.” 

Should Encourage Client 

Mr. Gallagher said that where it is 
not the practice of a client to refer his 
problems to lawyer or accountant, it may 
be advisable for the agent to encourage 
him to do so, and cited a number of 
cases where insured have suffered be- 
cause the agents and attorneys have 
not handled the situation from a joint 
viewpoint. 

“It is not my thought,” he said, “that 
I have spelled out all or even a sub- 
stantial number of the problems which 
jointly plague the insured, his attorney 
and his insurance agent. Surely they 
would be less if each party understood 
not only his place but the places of 
the others in the common effort.” 
With respect to the relationship be- 
tween the public accountant and the in- 
surance agent, Mr. Gallagher said: 

Relationship Should Be Close 

“The relationship between the public 
accountant and the insurance agent 
should be very close. Remember, if you 

will, the accountant is not accustomed 
to thinking in insurable values. He is 
familiar with book values. The inad- 
vertent use of book values has created 
almost as many coinsurance problems as 
carelessness in purchasing insurance or 
deliberately buying too little. The ac- 
countant should be advised as to the 
meaning of ‘insurable value.’ He should 
be shown the meaning of ‘excepted 
property.’ He should be encouraged to 
include references to real values as apart 
trom those reflected by the books. 

“The need of a commercial appraisal 
may be required to permit the ac- 


countant to set up the base for a report to another; ‘Where will we stop?’ the accountant may get into trouble 
he has not reviewed the entire program 


on insurable value. To this he will 
record additions and deductions, as well 


as arbitrary percentage increase and de- lem? We all know 


crease when cost of living factors so certifies, among 


indicate. If your client does not require has determined his 
an accountant’s services, this service may accepted accounting matics: his assets, surance account for tools, supplies, 
and liabilities have been ascertained in chinery and other customers 

“My friends in public accounting are accordance with the best efforts of the in his possession which has become his 
not sure as to the position they should accountant; his inventory and accounts responsibility to insure? This 
adopt with reference to their clients’ in- receivable proved by spot check and mail 


be one of your responsibilities. 


surance program. Should they review certification. At 


Reviews Insurance Program 
“May we pause to consider this prob- with the insurance agent. 
“For example, how has his client valued 
things, that he his raw goods, stock in process 


the accountant 


This is where 


has followed finished stock? Has he set 


(Continued on Page 
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NATIONAL SURETY 


CORPORATION 


4 Albany Street, New York 








handy 
to have 
around! 


Surety Bond Service is something 


like a parachute—when you need it, 


you need it bad. And in a hurry. 


National Surety Corporation specializes 


in the bonding field. A nation-wide 
organization, National Surety is 


equipped to give you fast, expert 


service...anywhere in the United States. 


When you need service on any 


kind of surety bond, we suggest you 


call your agent or broker. 


You'll find he’s handy to have around. 





INVISIBLE ARMOR © 








developed from the pared ise orders on 
the accountant file. How are the insurance 
the insurance program as they do ac-_ will state; ‘We have reviewed the insur- written? Do they call for reports on 
counting and tax procedure? I feel they ance program and found it adequate as 
should but that question leads inevitably to coverage and amounts,’ 


cost or selling price basis? How is cost 





Page 40 







Car waltso 


AS < RAEN RBIS Oke 














<— UNDERWRITER 






April 6, 1951 











pe ae éx Shoah. = Melle _ oe 








H. & A. Conference 
Meeting Plans Advance 


PROGRAM IS NEARLY COMPLETE 


Fiftieth Anniversary Luncheon 2 Feature 
of Detroit Meeting; Korn Is Chair- 
man of Convention Committee 

Plans are weary complete for the 50th 
annual meeting of the Health & Acci- 
dent Underwriters (¢ ‘onference to be held 
at the Hotel Book-Cadillac on May 14- 
16 in Detroit, according to C. O. Pauley, 
managing director. 

An important event of the 
will be the 50th anniversary luncheon 
commemorating a half century of serv- 
ice by the conference. The meeting will 
be held in the same city in which the 
organization was founded and also the 
location in which the 25th anni- 


meeting 


same 
versary was observed. 

Under the chairmanship of P. G. 
Korn, vice president of the National 


committee 


Casualty Co., the convention 
discussions 


has scheduled three days of 
centering around accident and _ health 
regulatory problems, new coverages, 
agency developments and legislation. 


Manzelmann Will Preside 

The 50th anniversary luncheon ta be 
held on Monday, May 14, with George 
F. Manzelmann, president of the ‘North 
Accident Insurance Co., and 
chairman of the 50th anniversary com- 
mittee, presiding. Special events in 
honor of the occasion have been planned 
address will be delivered 


American 


and the main 
by R. Perry Shorts, president of the 
Second National Bank, Saginaw, Mich. 


Mr. Shorts is a pioneer in the accident 
and health business having been presi- 
dent of the conference in 1914-16. He 
entered the banking business some years 
ago. 
Tuesday 
traditional 


there 
reception 


will be the 


evening 
and 


president’s 


banquet. On Sunday evening, May 13, 
there will be a reception for early arri- 
vals given by the host companies of 


Michigan. 
The convention committee is planning 
a special tour of Greenfield Village for 
the women with luncheon in the famous 
Dearborn Inn. 
Advance registrations indicate that 
this meeting will see record attendance 


by representatives of conference com- 
panies and guests. 

The complete program will be an- 
nounced in the near future. 

Members of the convention commit- 
tee, headed by Mr. Korn are: F. V. 
Cliff, Federal Life & Casualty; J. J. 
Temple, American Hospital- Medical; R. 


Health & Acci- 
Liberty Life & 
The Maccabees; 


A. Edmunds, Fidelity 
dent; W. H. MacCurdy, 
Accident; J. E. Reault, 


A. Y. Beaupre, Michigan Life; R. M. 
Wade, Michigan Mutual Liability. 
OHIO A. & H. MEN WILL MEET 


O’Neill, McDonald, a ‘Dolenitn Bokman 
and Breidenbaugh |to Speak on Pro- 
gram of Meeting in Columbus 
The Ohio Association of Health & Ac- 
cident Underwriters will hold its annual 
meeting April 20 at the Seneca Hotel 
in Columbus. C. William O’Neill, Ohio 
Attorney General, will speak at the 
luncheon and Roy A. McDonald, as- 
sistant director, Health & Accident Un- 
derwriters Conference, will speak at the 
banquet on the subject, “Our Liberties.” 

Speakers at the afternoon session of 
the meeting will be Eugene V. Boisaubin, 
St. Louis, supervisor of the General 
American Life, who will talk on 
“Prospecting, the Heart of the Prob- 
lem”; Charles H. Bokman, Pittsburgh, 
resident vice president, New Amsterdam 
Casualty Co, “A Review of Sales 
Essentials,” and O. J. Sreidenbaugh, 
Philadelphia, assistant manager of the 


SMITH TALKS AT N. J. MEETING 


Speaks on Growth of A. & H. Insurance; 
Association Adopts Resolution Op- 
posing TDB Bills in Legislature 

Darrell O. Smith, vice president, 
American Casualty Co. of Reading, Pa., 


spoke before the New Jersey Accident 
& Health Underwriters Association at 
Union, March 29. He _ outlined the 


tremendous growth of the accident and 
health business during the past 20 years 
and discussed state plans and proposed 
national socialized medicine. He said he 
did not believe in any centralized plan 
for subsidizing the people and declared 
that this country, built on individual ef- 
fort and individual responsibility, will 
progress only if people retain their in- 
dividuality. 

A series of resolutions, expressing op- 
position to a number of bills now before 
the New Jersey Legislature designed to 
increase benefits and broaden the scope 
of the state’s temporary disability bene- 
fits law, was adopted unanimously. It 
was introduced by Richard Caldwell and 
seconded by James M. Bollinger. The 
resolution pointed out the reason for 
opposition to each individual bill, and 
stated : 

“Be it resolved also that we, as mem- 
bers of this organization dedicated to 
providing adequate disability as well as 
medical and surgical coverage to the 
public, are opposed to any further in- 
vasion of the insurance field by the 
state. We believe that the insurance com- 


panies and we believe the producers 
have, through education and_ sincere, 
honest effort, done a good job in mak- 


ing the public aware of the need for 
this type of protection and in providing 
the coverage. We hereby submit that the 
voluntary way is the American way. 





Philadelphia office of the Mutual Benefit 
of Omaha, “Sales Power in Accident and 
Health Selling.” 

Special entertainment is being ar- 
ranged for the yee who attend the 
convention. Mrs. E. W. Welton is chair- 
man of the women’s committee. 


RCSA 
ROY CLARK SERVICE AGENCY 
Complete Facilities for Handling 
DBL Claims on Long Island 


390 Hillside Ave., New Hyde Park, L. |. 
Fieldstone 7-0047 

















Big Public Majority 
For Private Insurance 


SHOWN IN POLL OF EDITORS 
Most Also Approve of Big Business; 
Welfare State Losing 
Its Appeal 


Given a choice between government in- 
surance and private insurance, inhabi- 
tants of rural communities throughout 
the United States would be overwhelm- 
ingly in favor of insuring through pri- 
vate companies, according to a survey 
just completed by Albert Frank-Guen- 
ther Law, Inc., advertising agency, in 
cooperation with the American Press 
Magazine. 

In the survey, editors of hundreds of 
country papers all over the nation an- 
swered queries about the attitudes of 
their readers on various questions of 
current importance. When asked whether 
their readers would prefer government 
insurance or private insurance, assum- 
ing both were readily available, 84% of 
the opinions favored private companies 
in case of life insurance and 65% pre- 
ferred private companies for insurance 
other than life. 

The survey also indicated that 78% of 
the people in rural communities regard 
the “welfare state” less favorably today 
than they did during the last presidential 
election in 1948 while 5% regard it more 
favorably and 16% see no change. 

“Wall Street” is also regarded more 
favorably today than in 1948 in the 
opinion of 31% of the editors and 54% 
saw no change. 

On the question of bigness in industry 
61% of the editors said that their readers 
approved of big business, 10 disapproved 
it and 14% expressed no opinion. 

Business in their communities will go 


up in 1951 in the opinion of 40% of the 
editors while 18% saw a decline. Busi- 





tute for the word 


service. 





Putting the right AIM 
into every “CLAIM” 


Apparently there is no suitable substi- 
“claim” 
ance business. Too often its use suggests 
a dispute or controversy. 

Here at Federal Life and Casualty, we 
always strive to give the word its best 
connotation . . . the right to ask for 
benefits due. We respect that right 
and when we receive a request for 
benefits due, our Claim Department 
accepts it as a call for fast, faithful 


We believe our record for prompt, con- 
siderate claim service is outstanding in 
today’s insurance world. 


FEDERAL LIFE AND CASUALTY COMPANY 
DETROIT 2, MICHIGAN 





in the insur- 








casualty, fire 
automobile and surety 
reinsurance 


catastrophe 
excess of loss 
treaty and specific 


Specialty covers including: 
steam boiler excess 
fleets, motor cargo 


aggregate excess 


EXCESS UNDERWRITERS inc. 


90 John St., New York 
Chicago office Insurance Exchange Bldg. 


San Francisco office 233 Sansome St. 





ness will remain about the same in the 
opinion of 39% of the editors. 

M. Hickerson, president of Albert 
Fr: ink-Guenther Law, Inc., under whose 
supervision the survey was made, said he 
was particularly surprised by the fact 
that 81% of the editors believed that 
their readers favor control over prices 
and wages in the present emergency. 





REJOINS AMERICAN CASUALTY 


Anderson Appointed Director of Produc- 
tion of All A. & H. Lines; Has Been 
With Continental Casualty 

Harry A. Anderson has been appoint- 
ed director of production of all accident 
and health lines at the American Casu- 
alty Co., Reading, Pa. 

Mr. Anderson returns to the company 
after an absence of more than four 
years, during which time he served with 
the Continental Casualty Co. as home 
office production man: iger of its associa- 
tion group division. 

In Mr. Anderson’s former association 
with the American Casualty Co., he or- 
ganized its group accident and sickness 
division. In his present capacity, he will 
supervise all phases of production at the 
home office and will have the responsi- 
bility of coordinating and directing the 
field activities of the accident and health 
department in American Casualty branch 
offices. Mr. Anderson’s entire business 
career has been in the field of accident 
and sickness insurance production. 


A. & H. WRITINGS IN N. J. 

Equitable Life Assurance Society pro- 
duced net premiums in A. & H. lines in 
New Jersey last year of $3,775,052 of 
which $3,768,291 was in group A. & H. 
Net losses paid on this business amount- 
ed to $2,321,445. 

Superior Life of Philadelphia produced 
A. & H. premiums of $109,750 in the 
same state on which the net losses paid 
were $46,361. 

The results of these two companies in 
New Jersey were received too late for 
inclusion in our March 30 issue. Their 
writings bring the casuz ilty - surety pro- 
duction last year in the state up to a 
total of $180,631,301 and net losses paid 
up to $85,436,016. 


BOOTHE ELECTED TO BOARD 

J. O. Boothe, banker and rancher of 
Lockhart, Tex., was elected to the board 
of the American Hospital & Life Insur- 
ance Co. at San Antonio, March 20, at 
the company’s annual meeting, succeed- 
ing the late Dr. J. T. Upchurch of Dallas. 
B, A; Laudermilk, former superintend- 
ent of agencies, was advanced to second 
vice president. 
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TRANSFERS MANN TO BOSTON 


Aetna C. & S. Appoints Him Manager 
There; Has Been Company’s Wash- 
ington Manager for 15 Years 
Guy E. Mann has been_ appointed 
manager of the Boston office of the 
Aetna Casualty & Surety Co., succeeding 
the late Harry A. Sawyer. Mr. Mann, 
manager of the company’s office at 
Washington, D. C., for the past 15 years, 


will take over his new position about 
April 15. 
A native of Philadelphia, Mr. Mann 


joined the Aetna in 1926 foilowing his 
graduation from the University of Penn- 
sylvania. He subsequently served at the 
Aetna’s Hartford and Philadelphia offices 
before going to Washington as manager. 

Mr. Mann was one of the organizers 
of the Insurance Managers Association 
of Washington and served as its first 
president. He now is a national director 
and regional vice president of the So- 
ciety of Chartered Property & Casualty 
Underwriters, and a member of the In- 
surance Club of Washington and _ the 
District of Columbia Life Underwriters 
Association. 


TO HOLD AGENTS’ MEETINGS 


Hartford A. & I. Conferences Set for 
Camden and Atlantic City; Phila- 
delphia Manager in Charge 
The Hartford Accident and Indemnity 
Company will hold two round table con- 
ferences for agents in New Jersey in 
April. A conference at C amden will be 
held April 10, and a similar meeting in 
Atlantic City, April 12. K. Simpson, 
manager of the company’s Philadelphia 
branch office will be in charge of the 
sessions. The conferences will feature 
discussion of comprehensive liability in- 
surance by Assistant Manager Earl K. 


Scott and discussion of the DDD con- 
tract by Assistant Manager F. W. 
Moore. 


The Hartford A. & I. holds such con- 
ferences several times each year in vari- 
ous cities across the country in order 
to keep its agents abreast of current 
developments in the insurance field. 


TATE NAMED IN OKLAHOMA CITY 

James Tate, of the Massachusetts 
Protective Association, has been elected 
president of the Oklahoma City Accident 


& Health Association for the coming 
year. Hereld Conner, North American 
Accident Insurance Co., was named vice 
president; and W. L. Douglas, Republic 


National Life, secretary treasurer. 


IAC Spring ee 


(Continued from Page 35 

was that in 
should be 
‘adequately” 


Riley, American Surety, 
fidelity bond leaflets, care 
taken not to_use the word ‘ 
in saying: “See our agent and he will 
see that you covered.” Having in 
mind some recent big fidelity losses 
where the coverage was most inade- 
quate, Mr. Riley urged that use of the 
word “adequate” be discontinued. As to 
other bonds, he said it was largely a 
matter of service rendered, both on 
court and contract bond cases. Nearly 
all the forms are statutory and the bond 
amounts fixed. The only claim to get- 
ting the business, he insisted, the 
basis of service. 

In answer to a question from Newton 
Hawley, National Fire Group, Mr. Riley 
said that other fidelity-surety advertis- 
ing aids were (1) a booklet prepared to 
show how surety companies can mini- 
mize losses; (2) a booklet featuring the 
liability of the public accountant; (3) 
record cards which can be used at bid 
openings, and (4) record books for at- 
torney handling estates. He cautioned 
that in advertising for business it is 
useless to deal in “big figures” pointing 
to huge sums lost by those uninsured or 
under-insured. “It is much better to 
deal in specific cases,” he said. 

Attendance at the spring meeting top- 
ped 75 including active and associate 
members and guests. 


are 


is on 





Aetna Roadmaster Unveiled 
At New York Safety Meeting 


scorecard is 
handed by James F. Goyette to Sally 
Middleton of Hartford, (center) upon 
completing the three-minute “drive” on 
the Aetna Roadometer, as Joyce Yeske, 
also of Hartford, watches. 


Automatically-printed 


Aetna Roadometer, spon- 
Aetna Casualty & Surety 
April 3 at the exposi- 
tion conducted by the Greater New 
York Safety Council. Said to be the 
most advanced educational driver-testing 
device yet developed, the Aetna Roado- 
meter combines steering, breaking, 
speeding, signaling, slowing down and 
horn blowing, all in a single continuous 


The new 
sored by the 
Co., was unveiled 


test. It also provides a point scoring 
system which is unique among driver- 
testing devices. 

In any emergency situation where the 
driver fails to act correctly or with 
sufficient promptness, a_ slide-film is 
flashed on the screen portraying the ac- 
cident his error would have caused had 
he actually been on the highway. 


Heart of the Roadometer is its “me- 
chanical brain,’ a complex nest of 
electro-mechanical relays and gadgets 


that weigh a driver’s actions for three 
fateful minutes during which he meets 
a rapidly-occurring series of traffic prob- 
lems and highway emergencies. 

Looking over the hood from behind the 
wheel, the driver sees motion pictures 
of traffic conditions. These films accur- 
ately stimulate what he might see when 
actually operating his car. 

On completing the test, each driver 
gets a score card showing not only his 
total point score but also the individual 
score for each of the nine episodes, giv- 
ing him an opportunity to analyze his 
driving habits, determine what his 
greatest weaknesses are, and compen- 
sate for these weaknesses when he is 
behind the wheel of his car. The Roado- 
meter will be exhibited widely by the 
Aetna as a part of its continuing public 

safety campaign. 

All traffic sequences seen through the 
Roadometer’s windshield were filmed by 
the Aetna’s motion picture bureau after 
weeks of experimental work and _ pre- 
liminary tests. Each site was selected in 
accordance with rigid specifications, and 
precision timing—often involving car 
speeds in feet per second—was perfected 
to insure realistic results without actu- 
ally causing an accident. 

The result of continued research since 
1936, the Roadometer employs many 
technological advances including bomb- 
sight computers and the selsyn motors 
used to aim and fire guns on super- 
bombers. 
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Short ’n’ Snappy 

Isaac B. (Assistant Chief Ordinary 
Underwriter, Prudential Home Office, 
Newark) Jennings sends us the story of 
the lady at the zoo who asked a keeper 
if the animal before her was a man- 
eating lion. “Yes,” he replied, “but we’re 
short of men on account of the Korean 
situation, so all he gets now is beef.” 

* 


Miss B. Havin’ says: “Aren’t quad- 
ruplets just wonderful and_ exciting, 
when they arrive to bless the home of 


somebody else?” 


* x 
indicate 


drink of vodka can readily 


what’s wrong with the Russians. 
K 
Baseball aint operator, 60 John 
Street) Bozo writes in to say that the 


Dodgers should go on a diet of radishes, 
so they can repeat in the World Series. 
oa 


Woody ee, in claims he 
the ideal concerto for 
only wind instru- 


Bandleader 
has just written 
hot weather—using 


ments. 
* * * 


gifts from 
the mink of 


who accept 
are really on 


girls 
men 


Some 
strange 
disaster. 

* * x 

George P. (Provident Muttial G. A.) 
Shoemaker says, “Nearly every wild 
night is followed by mourn.” 


We like the Broadway philosophy 
which runs: “The difference between the 
rich and the poor is that the latter call 
a subway crowded, while the former call 
a nightclub intimate.” 

ra 

Con Soloyanis, in the Diners’ Club 
News, says: “John Popkin, owner of the 
Hickory House, claims that T-V stands 
for ‘terrible vaudeville.” Possibly Con 
would like to know that this column 


printed that thought about six months 


ago. It’s still terrible. 
* * * 
What ever happened to the zither 
craze? Not that it will be missed, but— 


wah hoppened? (Is zither funny one?) 
ee 

_ Frenchman talks about learning Eng- 

lish: “When I first discovered that if I 

was quick, I was fast; that if I was tied, 


I was fast; if I spent too freely, I was 
fast; and that not to eat, was to fast— 
I was discouraged. But when I read 


‘The first one won one one dollar prize, 
and that ‘that’ that that professor used 
was all right at that,’ I gave up Eng- 
lish.” 

* * * 

Dizzy (baseball) Dean says his idea of 
dyin’ happy is to do it in front of a table 
covered with plenty of food. 

“ae ee 


F. H. Hedge said: “What we need 
most is not so much to realize the ideal 
as to idealize the real.” 

* * * 

And Jean de la Bruyere declares: 
“The wit of conversation consists more 
in finding it in others than in showing 
a great deal yourself. He who goes from 
your conversation pleased with himself 
and his own wit is perfectly well pleased 


with you.” 
—MERVIN L. LANE. 


Stevens to Talk in Newark 


Russell E. Stevens, Newark, president 
of the New Jersey Association of In- 
surance Agents, will be speaker at the 
luncheon meeting of the Casualty Under- 
writers Association of New Jerey at the 
Downtown Club in Newark, April 9. John 
B. Rooney, secretary, Loyalty Group 
companies, ‘president of the association, 
will preside and will appoint the 
nominating commmittee for 1951-1952 of- 
ficers, 


TRAVELERS CHANGES IN FIELD 


Six Personnel Shifts Made in Casualty, 
Fidelity and Surety Lines; Schmit 
Back From Military Service 
Six field personnel changes, casualty, 
fidelity and surety departments are an- 

nounced by Travelers. 


_ John LS Schmit, recently returned 
from military service, has been reap- 
pointed assistant manager at Kansas 


City, Mo. George M. Frame, field super- 
visor at Portland, Maine, has been ap- 
pointed assistant manager there. 

Allan E. Miesbauer has been ap- 
pointed field supervisor at Minneapolis. 
William W. Bradford, field supervisor, 
fire and marine lines, Boston, has been 
appointed in the same capacity, casualty, 
fidelity and surety lines at Dayton Ohio. 

seorge F. Richmond, field supervisor, 
fidelity and surety lines at Detroit, has 
been appointed in the same capacity and 
lines at Grand Rapids. 

James H. Stettler, field supervisor, 
Reading, Pa., has been granted military 
leave. 


Gallagher in New Jersey 


(Continued from Page 39) 





determined ? 
only when 
or is it reflected in 
Is the insurance which covers the in- 
sured property written as a reporting 
form? What is the factor of safety be- 
tween policy limit and potential maxi- 
mum at risk? The foregoing is primary 
school material, when compared with 
many other matters which are usually 
taken for granted. . 

“A transportation | problem which is 
not too often recognized is that which 
precedes or follows freight embargo. In- 


Is labor and burden added 
the merchandise is finished 
stock in process? 


coming shipments arrive at too brief 
intervals to be unloaded, let alone as- 
similated and a demurrage problem 
arises. At whose risk is the shipment? 
Is the railroad responsible? Does the 
insured’s policy cover? If it does, is its 





concentration limit equal to the risk? 
Has the accountant reflected this in his 
report? 

“Who knows that liability limits are 
advisable? Last week I asked this ques- 
tion of seven financial men who thought, 
for a moment, then told me what limits 
they carried on their automobile policies. 
Not one of them said; ‘This is suf- 
ficient.’ Each said, effectively ; “This. .18 
what I carry; I hope it is enough. My 
only means of determining this limit is 
to read the legal news and keep five 
years ahead of the verdicts, strictly a 
matter of guesswork. An even better 
principle is to buy the maximum the 
market allows. This principle, by the 
way, tends to reduce insurance cost, 
over the years.” 

Expressing the opinion that the agent 
would be well advised to obtain his 
client’s permission to discuss his insur- 


ance problems and program with his 
lawyer and public accountant, Mr. 
Gallagher continued: 

“You will find your client very re- 


ceptive, | am sure, when he realizes you 
are trying to effect a complementary, 
supplementary program which will in- 
tegrate the efforts of each contributor. 
The attorney will be better able to 
advise his client as to his general busi- 
ness conduct. He will also see that the 
agent is advised of prospective actions 
which have insurance implications. The 
public accountant will have the sort of 
information he really requires in_ his 
certification of the insurance program. 
The agent is seldom a lawyer, seldom an 
accountant. He needs the advice and 
counsel of each. Here is your opportunity 
to get it, to the betterment of your 
client. 

“Those of you who have critical ears 
will have noted the extensive use I have 
made of questions, and the relatively 
few answers provided. This was done for 
a purpose. If you have the answers to 
each of these questions, relative to each 
of your clients, you are really ‘living’ 
with him. You, and you alone will realize 
how improbable it is that the lawyer or 
the accountant will have investigated, so 
thoroughly, a field which does not oc- 
cupy his primary interest.” 
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EFion SERVICE FROM AMERICAN-ASSOCIATED 


AT THESE 28 BRANCH OFFICES 


Atlanta, Baltimore, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, 
Des Moines, Detroit, Hartford, Houston, 
indianapolis, Kansas City, Los Angeles, 










AMERICAN AUTOMOBILE ASSOCIATED INDEMNITY 
INSURANCE COMPANY CORPORATION 
SAINT LOUIS SAN FRANCISCO 


AMERICAN-ASSOCIATED 
INSURANCE COMPANIES 














Milwaukee, Minneapolis, Newark, New 
Orleans, New York, Philadelphia, Pitts- 
burgh, Portland, Providence, Saint 
Louis, San Francisco, Seattle, Toronto 


























“Unforeseen events... need not change and shape the course of man’s affairs’ 


B-a-a-d bad business 


You're the goat ... when a customer slips on the 
floor of your store. You're the goat... when the 
wind turns your bonfire into a torch for a neigh- 
bor’s garage. 

In more instances than you'd believe possible 
—at home, traveling, at your place of business— 
you can be confronted with damage claims. And 
sometimes they run into six figures. 

With The Maryland’s range, of liability in- 
surance, you need never be the goat. Maryland 
policies protect you against practically every con- 
tingency. Your dog bites the postman— you're 


covered. Somebody gets hurt in your store — 
you're covered. You hook a drive and hit another 
golfer—you’re covered. 

Whether you want general liability insurance 
for your business or the amazingly inexpensive 
Comprehensive Personal Liability policy for your- 
self and family, call on the man best equipped to 
advise and serve you. He is the Maryland repre- 
sentative in your community. Call on him today. 
It may save you money tomorrow. 

Remember: because your Maryland agent knows 
his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 








Another Maryland advertisement to emphasize the serious consequences of liability claims... 
and to help agents and brokers sell more liability policies. 














